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Coming  soon:  Directories  star  in 
an  application  and  equipment 
management  role. 


in 

the 


limelight 


li  y  M  a  r  y  P  e  t  r  o  s  k  y 


After  years  as  a  supporting  player  in  network  operating  system  (NOS) 
administration,  directory  services  are  making  the  leap  to  the  bigger 
management  stage,  ready  to  play  the  leading  role  in  policy-based 
management.  For  the  few  who  already  exploit  directory  services,  your 
management  benefits  are  about  to  multiply.  For  those  who  have  yet  to  deploy  an 
enterprise  directory,  the  message  is  clear:  The  sooner  you  get  with  the  program,  the 
sooner  you  can  tap  these  same  benefits. 

See  Directories,  page  43 
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A  $4.4  billion  Qwest  for  LCI 


By  David  Rohde 

Washington,  D.  C. 

Say  the  word  “Qwest”  and 
notions  of  inexpensive  IP  tele¬ 
phony  may  start  dancing  in  your 
head,  thanks  to  all  the  publicity 
former  AT&T  executive  Joe 
Nacchio  has  garnered  for  his 
explosively  popular  start-up. 

But  managers  of  traditional, 
nonconverged  networks  who  are 
looking  for  economical  broad¬ 
band  data  capacity  may  have  the 
most  to  gain  in  last  week’s  an¬ 
nouncement  that  Qwest  Commu- 


By  James  Niccolai 
and  Marc  Songlni 

San  Francisco 

With  an  eye  on  the  budding 
market  for  high-end  Unix  servers 
outfitted  with  Intel  Corp.  proces¬ 
sors,  The  Santa  Cruz  Operation, 


nications  International,  Inc.  will 
acquire  long-distance  carrier  LCI 
International,  Inc.  for  $4.4  billion. 

Qwest,  which  is  building  a 
colossal  16,285-mile  national 
OC-192  Synchronous  Optical 
Network  (SONET),  chose  as  its 
partner  a  fast-growing  but  sur¬ 
prisingly  traditional  retail  carrier. 
LCI’s  service  offerings  closely  map 
the  categories  established  by 
AT&T,  MCI  Communications 
Corp.  and  Sprint  Corp. 

LCI  gives  Qwest  an  installed 
base  of  mostly  small  and  midsize 


Inc.  (SCO)  last  week  unveiled  the 
latest  version  of  its  UnixWare  oper¬ 
ating  system,  designed  to  provide 
an  upgrade  path  to  Intel’s  forth¬ 
coming  64-bit  Merced  processors. 

UnixWare  7  combines  elements 
See  SCO,  page  60 


customers  who  have  been  sold  on 
the  carrier’s  outbound  and  in¬ 
bound  toll  services,  and  its 
FramePlus  frame  relay  service 
running  over  Newbridge  Net¬ 
works  Corp.’s  36170  multiservice 
See  Qwest,  page  16 


SCO  makes  run  at  glass  house 


user 

put 

test 


Despite  a  core  of  devoted  customers,  Novell  risks  losing  its 
key  accounts  to  rival  Microsoft’s  Windows  NT,  surveys  say 


By  Christine  Burns 

How  much  longer  can  Novell, 
Inc.  count  on  user  loyalty  as  its 
weapon  of  choice  in  the  battle 
against  Microsoft  Corp.? 

Perhaps  not  as  long  as 
Novell  officials  might 
hope.  There  is  a  growing 
body  of  anecdotal  evi¬ 
dence  which  indicates 
that  a  good  portion  of 
Novell’s  70  million  or  so 
users  are  hesitant  about 
spending  money  on  new 
Novell  software. 

For  example,  in  1997, 
for  the  first  time  since  NT 
debuted  in  1993,  new 
unit  shipments  of  NT  beat  out 
new  NetWare  unit  shipments, 
according  to  International  Data 
Corp.  (IDC),  a  research  firm 
in  Framingham,  Mass.  While 


IDC  determined  that  the  overall 
server  operating  system  market 
grew  by  10.8%  from  1996  to  1997, 
Novell  shipments  declined  by  9.4% 
in  that  same  time  frame. 


“Novell  is  losing  the  tight  grasp 
it  used  to  have  over  its  installed 
base,”  said  Neil  MacDonald,  a 
research  director  with  Stamford, 
See  Novell,  page  58 


“It’s  Novell’s  loss 
that  it  can’t  effec¬ 
tively  market 
itself  against 
Microsoft.  ” 

Dan  Blevins,  technical  rfl 
analyst,  Hallmark 
Cards,  Kansas  City,  Mo.^1 


—  not  mine  — 


Incompatibility  woes 
drive  DSL  compromise 


By  Tim  Greene 

The  makers  of  digital  sub¬ 
scriberline  (DSL)  gear  are  finally 
waking  up  to  the  fact  that  the 
technology  lacks  one  major  fea¬ 
ture:  interoperability. 

Seeking  a  remedy,  a  newly 
enlightened  group  of  vendors  is 
meeting  this  week  at  the  Uni¬ 
versity  of  New  Hampshire  to  run 
interoperability  tests  on  their 


asymmetric  DSL  (ADSL)  modems. 
These  devices  can  turn  regular 
phone  lines  into  broadband  links 
to  access  the  Internet  or  corpo¬ 
rate  networks. 

The  vendors’  effort  has  been  a 
long  time  coming  in  a  crowded 
and  confusing  field.  “ADSL  has 
not  kept  up  with  interopera¬ 
bility,”  said  Brett  Azuma,  a  chief 
See  DSL,  page  60 


It’s  2  a.m.  Do  you  know  who  your  family  is?  Managing  a  business-critical  global  network  will  never  be  easy. 


But  it  doesn’t  have  to  be  all-consuming  either.  With  industrial-strength  network  management  software  like 


Sun™ Enterprise  Manager,' ’“you  can  finally  get  control  of  your  network.  In  fact,  you’ll  have  the  power  to 


manage  it  remotely,  from  anywhere  in  the  world.  And  our  software  is  highly  scalable,  so  it  will  evolve 
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as  your  network  does.  Just  ask  the  managers  of  the  world’s  toughest  networks,  the  telecommunications 


industry,  where  our  network  management  software  proves  itself  every  day.  What’s  more,  you’re  covered 


by  Sun’s  consulting,  education  and  support  services.  Visit  our  Web  site  at  www.sun.com/sem/  or  call 


800-786-7638  for  more  information.  Then  go  home.  And  get  some  rest.  THE  NETWORK  IS  THE  COMPUTER™ 


01997  Sun  Microsystems.  Inc.  A»  rights  reserved.  Sun.  Sun  Microsystems.  SunSoft,  the  Sun  Logo.  Sun  Enterprise  Manager  and  The  Network  Is  The  Computer  are  trademarks  of  Sun  Microsystems.  Inc.  In  the  United  States  and  other  countries. 
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Only  on  Fusion 

It’s  all  forums  all  the  time  on  Network 
World  Fusion: 

Spam.  Read  our  discussion  on  different  shades 
of  spam  (page  14),  then  come  online  for  a  forum 
to  discuss  it.  We’ve  lined  up  the  president  of 
an  Internet  service  provider  and  a  spokesman 
from  the  Direct  Marketing  Association  to  jump 
into  the  debate.  Plus,  help  us  better  define  spam 
by  taking  our  online  spam  quiz.  DocFinder:  6217 

Remote  access:  A  reader  can’t  seem  to  get 
remote  access  clients  to  connect  to  the  Internet 
via  a  proxy  server  running  DHCP.  Any  sugges¬ 
tions?  DocFinder:  6222 

Servers.  Another  reader  is  looking  for  advice  on 
the  best  way  to  mirror  an  in-house  Unix-based 
Web  server  on  an  Internet  service  provider’s 
machine.  DocFinder:  6223 
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Users  rely  on  reporting  tools  for 
service-level  management. 

26  Xcellenet  rounds  out  its  remote 
client  management. 
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31  Report:  Carriers,  not  users,  to 
blame  for  repeated  exhaus¬ 
tion  of  phone  numbers. 
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Inside  IBM 

What  is  the  future  of  IBM’s  Networking 
Hardware  Division?  Page  28. 
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Coming  soon:  Directories  star  in 
an  application  and  equipment 
management  role .  Page  1. 
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NOSes.  In  a  recent  column,  Mark  Gibbs  called 
for  the  creation  of  an  anti-Microsoft  coalition 
based  on  the  free  Linux  operating  system.  Could 
it  really  happen?  Would  any  sane  IS  manager 
bet  the  enterprise  on  an  operating  system  with 
no  real  corporate  backing?  Jump  into  our  new 
Linux  forum  and  let  us  -  and  other  readers  - 
know  what  you  think.  DocFinder:  6211 
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|  News  briefs,  March  16, 1998 


Executive  moves,  Part  I:  Former 
Apple,  IBM  exec  Hancock  surfaces 

&.  Former  Apple  Computer,  Inc.  and  IBM 
executive  Ellen  Hancock  has  been  named 
president  of  Exodus  Communications,  Inc.,  a 
privately  held  California-based  Internet  ser¬ 
vice  provider  and  Web  hosting  company.  Han¬ 
cock  will  report  to  Chandra  Sekhar,  Exodus 
CEO  and  chairman.  Exodus,  which  is  plan¬ 
ning  to  go  public,  provides  Web  hosting  ser¬ 
vices  through  its  data  centers  in  Los  Angeles, 

New  York,  Washington,  D.C.,  Seattle  and  Santa  Clara,  Calif. 

Executive  moves,  Part  II:  Internet  company  snags 
former  Cisco  vice  president 

■  Former  Cisco  Systems,  Inc.  executive  Stephen  DeWitt  has  been 
named  president  and  CEO  of  Cobalt  Microserver,  Inc.,  a  maker  of 
low-cost  Internet  and  intranet  servers.  While  at  Cisco,  DeWitt  had 
been  vice  president  and  general  manager  of  the  company’s  enter¬ 
prise  network  management  business  unit  and  was  instrumental  in 
Cisco’s  Web-based  management  initiatives.  DeWitt’s  responsibil¬ 
ities  at  Cisco  were  split  between  Jeff  Krause,  vice  president  of  net¬ 
work  management  engineering,  andjayshree  Ullal,  vice  president 
of  enterprise  marketing. 

See  you  in  court 

■  Search  engine  maker  Verity,  Inc.,  of  Sunnyvale,  Calif.,  last  week 
sued  Lotus  Development  Corp.,  of  Cambridge,  Mass.,  over  what 
Verity  contends  are  copyright  infringements  in  Lotus  Notes  5.0, 
due  out  later  this  year.  Verity  claims  Lotus  exceeded  the  scope  of  a 
1992  agreement  between  the  two  companies  by  adding  advanced 
search  technology  to  the  Notes  upgrade.  Lotus  officials  declined 
to  comment  on  the  suit. 

Tivoli  taps  Marimba 

■  Tivoli  Systems,  Inc.  last  week  said  it  has  agreed  to  an  OEM 
arrangement  with  Marimba,  Inc.  to  integrate  Marimba’s  Castanet 
software  with  Tivoli’s  recently  announced  Cross-Site  for  Deploy¬ 
ment  electronic-commerce  management  software  (ATE  March  9, 
page  10) .  Castanet  is  push  technology  that  Tivoli  had  been  distrib¬ 
uting  up  to  now. 

That  secure  feeling 

H  Network  Associates,  Inc.  lastweek  introduced  Net  Tools  Secure, 
a  new  software  suite  that  combines  antivirus,  encryption  and  pol¬ 
icy  management  software.  NetTools  Secure  includes: 

•  Total  Network  Security,  a  suite  of  encryption,  authentication 
and  policy  management  software  that  includes  a  royalty-free  soft¬ 
ware  development  kit.  The  suite  features  128-bit  encryption 
e-mail,  files  and  disks,  as  well  as  policy  management  applications 
for  multiple  sites  and  connections. 

•  McAfee  Total  Virus  Defense  Suite,  which  contains  antivirus 
software  that  protects  against  hostile  ActiveX  and  Java  applets  by 
securing  desktops,  servers  and  companies’  Internet  gateways.  Net 
Tools  Secure  wall  be  available  March  31,  and  pricing  starts  at  $46 
per  user  for  a  5 ,000-user  network. 

Internet  freedom  of  expression  battle  looming 

■  Two  civil  liberties  groups  have  vowed  to  fight  bills  passed  last 
week  by  a  U.S.  Senate  committee  because  the  organizations  con¬ 
tend  the  proposals  would  hamper  freedom  of  expression  on  the 
Internet.  The  bills  include  a  proposal  from  Senator  John  McCain 
(R-Ariz.),  requiring  schools  and  libraries  with  federally  subsidized 
Internet  access  to  provide  software  filters.  Also  included  is  the  so- 
called  Communications  Decency  Act  II,  proposed  by  Senator  Dan 
Coats  (R-Ind.),  outlawing  commercial  Internet  content  that  is 
“harmful  to  minors.”  The  American  Civil  Liberties  Union 
(ACLU)  and  the  Center  for  Democracy  and  Technology  are 
opposed  to  the  proposed  laws.  The  ACLU  last  year  successfully 
fought  the  Communications  Decency  Act ,  which  was  ruled  uncon¬ 
stitutional  by  the  U.S.  Supreme  Court. 


Exodus’  Hancock 


Cisco  preps  Catalyst  8500  switches 

New  line  based  on  12000  Gigabit  Switch  Routers,  expected  to  ship  by  midyear . 


By  Jim  Duffy 

San  Jose,  Calif. 

Cisco  Systems,  Inc.’s  next- 
generation  gigabit,  multilayer 
LAN  switches  are  close  relatives 
of  the  company’s  existing  giga¬ 
bit  switch  routers,  according 
to  sources  who  were  briefed 
by  Cisco. 

Cisco  is  expected  to  an¬ 
nounce  and  ship  some  members 
of  the  Catalyst  8500  line  before 
mid-year,  sources  said.  The  com¬ 
pany  is  also  expected  to  soon 
ship  a  new  13-slot,  20G  bit/sec 
LightStream  Layer  3  ATM/ Giga¬ 
bit  Ethernet  switch  developed 
under  the  code  name  “Cougar” 
(ATE  July  28, 1997,  page  1). 

The  Catalyst  8500  rollout 
includes  at  least  two  models  —  a 
13-slot  chassis  and  a  five-slot 
switch,  sources  said.  One  of  the 
models  in  the  Catalyst  8500  line 
is  expected  to  resemble  Cisco’s 
12000  Gigabit  Switch  Router 
(GSR).  If  so,  it  would  feature  a 
chassis  that  can  hold  up  to  five 
switching  fabric  and  route  pro¬ 
cessing  cards,  eight  LAN  mod¬ 
ules,  10G  to  40G  bit/sec  of 
bandwidth,  and  OC-3  and  OC-12 
ATM  and  packet  interfaces. 

The  switch  would  also  have 
enough  bandwidth  to  support  40 
Gigabit  Ethernet  ports  and  400 
Fast  Ethernets.  And  Cisco  claims 
the  GSR  can  forward  a  minimum 
of  25  million  packet/sec. 

Cisco  would  not  comment  on 
the  Catalyst  8500.  Users  are  anx¬ 
ious  to  kick  its  tires,  though. 


“It’s  kind  of  a  super  combina¬ 
tion  of  a  Catalyst  5500  with  a 
[Route  Switch  Module]  and  a 
GSR,”  said  Rob  Bowman,  direc¬ 
tor  of  backbone  engineering  at 
Exodus  Communications,  Inc., 
an  Internet  server  hosting  and 
management  company  in  Santa 
Clara,  Calif.  “It’s  a  true  Layer  3 
LAN  switch.  It  fits  very  well  into 
our  global  plans  of  expanding 
our  LAN  and  our  WAN  to  higher 
speeds,  which  include  Gigabit 
Ethernet  in  the  LAN.” 


The  Catalyst  8500  catch 


•  Two  models:  13-slot  and  five-slot 

•  Based  on  Cisco’s  Gigabit 
Switch  Router 

•  Express  Forwarding  Layer  3 
switching 

•  Multiprotocol  routing 

•  CiscoAssure  policy  software 

Exodus  is  expecting  its  field- 
trial  units  of  the  Catalyst  8500  in 
about  two  or  three  weeks,  Bow¬ 
man  said. 

Layer  3  switching  in  the  Cata¬ 
lyst  8500  is  expected  to  be  based 
on  Cisco’s  Express  Forwarding 
technology,  which  is  used  in  the 
company’s  12000  GSRs  and  the 
7500  series  routers.  Express  For¬ 
warding  places  packet  forward¬ 
ing  tables  on  each  line  card  to 
perform  fast  destination  lookups 
and  conserve  route  processor 
CPU  cycles. 


Cisco  recently  announced 
Layer  3  switching  for  the  Catalyst 
5000  line  that  relies  on  the  com¬ 
pany’s  NetFlow  caching  technol¬ 
ogy  (ATE  Feb.  16,  page  6) . 

NetFlow  forwards  2  million 
packet/sec.  Cisco  also  is  develop¬ 
ing  Catalyst  modules  that  can 
forward  20  million  packet/sec, 
but  it  is  unclear  whether  the  8500 
line  will  support  these. 

What  it  will  support,  sources 
said,  is  multiprotocol  routing 
and  CiscoAssure  software  for 
policy-based  networking.  Cis¬ 
coAssure,  announced  last  week, 
allows  Cisco  users  to  assign 
quality-of-service  policies  to 
applications. 

With  the  introduction  of  the 
Catalyst  8500,  Cisco  is  expected 
to  reposition  its  7500  series 
routers  and  Catalyst  5500  LAN 
switches.  Up  to  now,  these  prod¬ 
ucts  have  been  Cisco’s  high-end 
backbone  devices. 

But  the  Catalyst  5500  is 
expected  to  become  a  high-den- 
sity  wiring  closet  switch  with  Fast 
Ethernet  and  Gigabit  Ethernet 
uplinks  to  the  8500.  The  7500 
now  will  be  marketed  as  a  route 
server  that  provides  WAN  access, 
sources  said. 

Analysts  said  Cisco  will 
attempt  to  make  the  Catalyst 
5500-to-8500  upgrade  as  painless 
as  possible.  “Let’s  just  say  that 
they  don’ t  want  to  do  anything  to 
jeopardize  the  whole  Catalyst 
line,”  said  one  analyst  who 
requested  anonymity.  ■ 


Bay  unveils  SS7  strategy 


By  Jim  Duffy 

Billerica,  Mass. 

Bay  Networks,  Inc.  last  week 
unveiled  a  strategy  for  letting 
users  bind  IP  networks  with 
the  public  switched  telephone 
network  (PSTN)  via  Signaling 
System  7. 

SS7  is  a  signaling  protocol 
used  in  the  public  network  for 
intelligent  call  setup  and  rout¬ 
ing.  By  supporting  SS7,  Bay  can 
meld  its  data  networking  gear 
with  a  carrier’s  voice  infrastruc¬ 
ture  to  foster  an  integrated,  intel¬ 
ligent  voice/data  network. 

Bay  is  not  the  only  internet¬ 
working  vendor  that  supports 
SS7.  Cisco  Systems,  Inc. 
announced  its  SS7  strategy  two 
weeks  ago  (ATE  March  2,  page 
25),  and  3Com  Corp.  and 
Ascend  Communications,  Inc. 


have  also  disclosed  SS7  inten¬ 
tions  (ATE  Feb.  2,  page  8) . 

Bay  said  it  will  create  an  SS7 
gateway  to  provide  a  signaling 
interface  between  its  Versalar 
remote  access  concentrators 
(RAC)  and  voice  switches  in  the 
public  network. 

The  signaling  gateway  will 
support  the  Access  Signaling 
Protocol  to  transport  commands 
across  Ethernet  networks  to  the 
Versalar  RACs. 

Bay  is  currendy  working  with 
Stratus  Computer  Corp.  and 
other  undisclosed  partners  on 
this  protocol  and  gateway.  A 
gateway  co-developed  with 
Stratus  will  emerge  late  this  year 
or  in  early  1999;  Bay  will  un¬ 
veil  another  gateway  with 
more  security  features  at  the 
end  of  1999. 


The  gateways  will  help  carri¬ 
ers  increase  their  network  effi¬ 
ciency  by  redirecting  data  traffic 
off  of  the  PSTN.  Data  traffic  on 
the  PSTN  creates  congestion. 
Bay  said. 

“I  particularly  like  the  way 
they’ve  decided  to  keep  the  SS7 
software  in  an  external  device 
rather  than  trying  to  incorporate 
it  into  all  the  [Versalar]  equip¬ 
ment,”  said  Ray  Keneipp,  princi¬ 
pal  analyst  at  Current  Analysis,  in 
Sterling,  Va.  “That’s  going  to 
help  a  lot,  particularly  in  cost  as 
they  try  to  scale  [those  devices].” 

SS7  gateways  will  enable  Ver¬ 
salar  RACs  to  terminate  multiple 
IP  services  and  transports  on 
behalf  of  the  PSTN,  Bay  said. 
They  will  also  alleviate  the  need 
for  a  carrier  to  implement  ISDN 
Primary  Rate  Interfaces  on  cen¬ 
tral  office  gear,  which  can  be  very 
expensive,  Keneipp  said. 

©Bay:  (508)670-8888 
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The  Cisco  Catalyst” 

1900  and  5000  Series  Switches. 


Now  there’s  simply  no  reason  to  buy  a 
hub  again.  Because  at  the  same  price  you 
used  to  pay  for  shared  bandwidth,  you 
can  have  the  speed  and  performance  of  a 
Cisco  Catalyst  switch.  Now  all  of  your 
users  can  have  dedicated  bandwidth. 
10Mbps  to  the  desktop.  100Mbps  to 
servers.  The  power  to  make  your  network 
fly  with  the  latest  multimedia  and  high- 
end  applications.  Seamless  integration 


with  Cisco  routers  to  connect  every 
desktop  to  the  Internet.  With  a  choice 
of  stand-alone  and  modular  switches, 
you  will  have  the  flexibility  to  meet 
your  network  needs  today  and  support 
future  growth. 

The  Cisco  Catalyst  family  of  switches. 
Now  starting  at  $74.00  per  port.  You’ll 
never  have  to  buy  another  hub  again.  To 
find  out  more,  visit  us  at  www.cisco.com. 


Cisco  Systems 


Empowering  the 
Internet  Generation5” 


News 


ill  Netscape,  is  thin  in? 


By  Andy  Eddy 

Mountain  View,  Calif. 

Netscape  Communications 
Corp.  has  faced  various  identity 
crises  in  its  lifetime,  but  another 
has  surfaced  over  its  thin-client 
strategy — if  it  even  has  one. 

In  recent  months,  Netscape 
has  dropped  development  of  its 
all-Java  version  of  the  Communi¬ 
cator  suite  of  applications,  and 
recently  confirmed  that  it  has 
delayed  the  Javagator  project  — 
the  Java  version  of  its  Navigator 
browser  —  while  it  discusses 
strategy  with  its  Javagator  part¬ 
ners.  Netscape  would  neither 
comment  on  the  partners,  iden¬ 
tities  nor  indicate  when  Javaga¬ 
tor  might  reach  the  public. 

Also  casting  doubt  on  the 
company’s  thin-client  strategy  is 
its  decision  to  relinquish  Navio 
to  Oracle  Corp.  Netscape 
formed  the  division  to  develop 
client  software  for  small-foot¬ 


print  consumer  electronics. 

Eric  Byunn,  senior  product 
manager  on  Netscape’s  client 
team,  is  confident  that  Netscape 
has  a  plan.  “Netscape  continues 
to  believe  that  network  com¬ 
puters  [NC]  are  important  and 
NCs  [are  an  ongoing  strategy],” 
Byunn  said.  But  if  the  company 
has  a  strategy,  no  one  seems  to  be 


explaining  it. 

Though  a  lot  of  people  might 
argue  otherwise,  a  thin  client 
doesn’t  need  to  be  developed  in 
Java  to  work  well,  which  might 
minimize  the  impact  of  the 
elimination  ofjava  Communica¬ 
tor  and  the  delay  in  Javagator 
development.  Byunn  made  it 
clear  that  Java  isn’t  the  only 
method  Netscape  could  choose 
to  develop  thin-client  products, 
but  he  noted  it  was  too  early  to 
reveal  the  company’s  options 


THIN,  NETSCAPE  STYLE 

Netscape  hasn’t  been  the  best  pal  to  NC  proponents  because  of  its 

shifting  involvement  in  “thin”  products. 

•  Netscape’s  Navio  division,  formed  to  build  small-footprint  consumer 
electronics  products  with  Netscape  software,  was  later  handed  off  to 
Oracle.  Not  much  has  been  heard  from  it  since. 

•  Netscape’s  Java  Communicator  suite  was  killed,  and  the  all-Java  browser, 
called  Javagator,  is  on  hold  for  strategic  reassessment. 

•  The  company  has  stated  its  support  of  new  standards,  which  likely  will 
bring  full  support  for  the  latest  Dynamic  HTML  and  XML  developments. 
That  support  will  enable  Navigatorto  be  a  powerful  medium  for  application 
deployment. 


Microsoft  move  actually  good  for  Java? 

Software  giant  could  dramatically  boost  the  number  of  Java  programmers. 


By  Chris  Nerney 

The  reaction  of  Java  true 
believers  to  Microsoft  Corp.’s 
announcement  last  week 
of  a  Windows-only  version 
of  the  programming  lan¬ 
guage  ranged  from  anger 
to,  well,  comparisons  to  the 
fight  against  dictatorship 
in  World  War  II. 

But  some  vendors  and 
analysts  said  the  beta  release  of 
Microsoft’s  Visual  J++  6.0,  the 
new  version  of  its  popular  Java 
development  tool,  will  dramati¬ 
cally  boost  the  number  of  Java 
programmers,  and  is,  therefore, 
a  step  forward. 

“Microsoft’s  actions  are  great 


news  for  Java,”  said  David  Lit- 
wack,  founder  of  SilverStream 
Software,  Inc.,  a  start-up  that 
makes  a  Java-based  Web 
application  platform. 

Many  developers,  how¬ 
ever,  said  Microsoft’s 
intent  is  to  undermine 
Java’s  most  attractive  fea¬ 
ture:  Its  promise  of  write- 
once,  run-anywhere  plat¬ 
form  independence. 

Visual  J++  6.0  includes  code 
that  restricts  applications  written 
with  it  to  the  Windows  platform. 
And  new  Windows  Foundation 
Classes  work  only  with  Windows 
functions  and  services. 

IBM,  a  staunch  partner  of 


Sun  Microsystems,  Inc.,  the  de¬ 
veloper  and  licensee  ofjava  tech¬ 
nology,  released  a  statement 
blasting  Microsoft  for  its  alleged 
“crusade  againstjava.” 

“[Visual  J++  6.0]  is  yet 
another  attempt  by  Microsoft  to 
tie  Java  developers  to  Windows 
through  platform-specific  exten¬ 
sions,”  the  statementsaid. 

The  Java  Lobby,  a  group 
formed  last  August  to  give  Java 
developers  a  voice  in  the  growing 
battle  between  Microsoft  and 
Sun  for  control  of  the  language, 
went  even  further.  “Like  World 
War  II,  this  is  a  battle  in  which  the 
forces  of  freedom  must  align 
against  the  aggressive  forces  of 
tyranny,”  wrote  Rick  Ross,  Java 
Lobby  founder,  in  an  editorial 
posted  on  the  group’s  Web  site. 
“Microsoft  is  bent  upon  control¬ 
ling  the  future  of  technology  and 
on  limiting  our  options  only 
to  those  which  work  to  their 
economic  advantage.  From  this 
point  forward  we  must  recognize 
that  we  are,  in  fact,  at  war  with 
Microsoft.” 

One  analyst  called  such 
sweeping  condemnations  of 
Microsoft  an  overreaction. 

“Microsoft  is  entitled  to 
extend  Java  and  make  it  work 
better  on  their  platform,”  said 
Anne  Thomas,  senior  analyst  at 
the  Boston-based  Patricia  Sey- 
bold  Group,  Inc.  ■ 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  s  question: 

Where  was  Microsoft  based  before  moving 
to  Redmond,  Wash.? 


mm.nwfusion.com 


outside  of  thejava  realm. 

In  the  past,  however,  Net¬ 
scape  has  expressed  its  sup¬ 
port  for  technologies  such  as 
Dynamic  HTML  and  Extensi¬ 
ble  Markup  Language.  Either 
of  these  offer  the  possibility 
for  powerful  browser-delivered 
applications,  and  you  don’t 
needjava. 

While  the  non-Java  approach 
has  the  potential  to  expand  the 
thin-client  universe,  it  probably 
won’t  sit  well  with  companies 
such  as  Oracle  and  Sun  Microsys¬ 
tems,  Inc.,  which  are  committed 
tojava-based  NCs. 

But  some  analysts  believe  Net¬ 
scape’s  cautious  steps  forward 
might  be  the  best  plan,  given  that 
the  thin-client  market  is  still  in 
flux  and  NCs  haven’t  yet  caught 


on  in  the  enterprise  market. 
“I’m  not  fundamentally  wor¬ 
ried  about  [Netscape].  There’s 
no  market  there  yet,  and  it’s 
not  make  or  break,”  said  Ste¬ 
phan  Somogyi,  principal  of 
San  Francisco-based  consultancy 
Gyroscope. 

Customers  also  backed  Net¬ 
scape’s  wariness  in  new  and 
potentially  risky  projects.  Chris 
Jennewein,  vice  president  of 
technology  and  operations  for 
Knight-Ridder,  Inc.,  in  Sanjose, 
Calif.,  thinks  Netscape  is  smart 
for  slowing  up  on  Java-based 
products. 

“We’ve  been  a  longtime 
customer,  and  I’d  like  to  see 
[Netscape]  competing  in  all 
dimensions.  But  I  respect  that  it 
has  to  focus, ’’Jennewein  said.  ■ 


Netscape  tool  kit  eases 
browser  modification 


By  Andy  Eddy 

In  a  move  that  is  sure  to  gain 
it  favor  in  the  Internet  commu¬ 
nity,  Netscape  Communications 
Corp.  announced  the  Client 
Customization  Kit  (CCK),  which 
enables  companies  to  personal¬ 
ize  the  appearance  and  capabili¬ 
ties  of  Netscape’s  clientsuite. 

The  CCK  tool  kit  provides  an 
easy  way  to  tailor  the  client  to  a 
specific  purpose.  With  CCK, 
users  can  add  a  company  logo  to 
the  browser  or  customize  the 
bookmarks  a  customer  sees 
when  the  program  is  launched. 


Matt  Harris,  a  senior  product 
manager  for  Communicator  at 
Netscape,  said  the  CCK  is 
an  extension  of  the  Unlimited 
Distribution  program  Netscape 
initiated  in  January  when  it 
stopped  charging  for  the  client 
package  and  opened  it  up  for 
free  distribution. 

Other  elements  of  the  suite 
that  can  be  changed  are  the 
browser’s  default  home  page, 


custom  menu  items  in  Help  and 
Guide,  and  access  numbers. 

Netscape  claims  these  modifi¬ 
cations  are  easy.  “[Users  aren’t] 
required  to  follow  150  steps  — 
they  can  go  to  any  step  at  any 
time,”  Harris  explained. 

Customers  seem  to  agree.  Kai 
Gray,  general  manager  of  Las 
Vegas-based  ISP  Intermind 
Corp.,  toldNetwork  World  thatit 
took  him  no  time  at  all  to  custom¬ 
ize  the  client  suite.  He  said  Net¬ 
scape  provided  him  with  the 
URL  to  the  beta  version  of  CCK 
at  9  p.m.  on  a  Saturday,  and  by 


midnight  he  had  fully  working 
modified  software  for  Macin¬ 
tosh,  PC,  and  Windows  3.1  and 
95  customers. 

The  CCK  runs  on  Windows 
NT  and  95  and  the  Macintosh 
PowerPC,  though  it  can  be  used 
to  customize  the  Windows  3.1 
version  of  the  client  software.  It 
should  now  be  available  from 
Netscape’s  Web  site  and  can  be 
licensed  for  use  free  of  charge.  ■ 
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d  guard  vendors  dominate  Internet  show 


By  Network  World  staff 

Los  Angeles 

Keynote  speaker  Stew¬ 
art  AIsop  summed  up  last 
week’s  Spring  Internet 
World  ’98  best,  quipping 
that  upon  seeing  the 
trade  show  floor  he 
thought  he  was  at  the  venerable 
Comdex  convention. 

Rather  than  being  blown 
away  by  a  cast  of  funky  new  Inter¬ 
net  product  and  service  vendors, 
AIsop  said  he  was  first  struck  by 
the  glitz  and  size  of  exhibits  from 
computer  industry  veterans  such 
as  IBM,  its  Lotus  Development 
Corp.  subsidiary  and  Sun  Micro¬ 
systems,  Inc. 

And  it  was  still  more  behe¬ 
moths,  including  Microsoft 
Corp.,  Hewlett-Packard  Co.  and 
established  carriers  AT&T,  MCI 
Communications  Corp.  and 
Sprint  Corp. ,  that  made  the  most 
noise  about  new  products  and 
services.  While  most  of  these 
offerings  broke  little  new 
ground,  the  announcements  at 
least  served  to  remind  attendees 
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that  these  bigger  players 
don’t  intend  to  let  the 
Internet,  intranet  and 
extranet  markets  pass 
them  by. 

Meanwhile,  the  show’s 
50,000  attendees  had  to 
look  pretty  hard  to  find 
Internet  industry  icon  Netscape 
Communications  Corp.,  which 
didn’t  set  up  a  booth. 

Rather,  the  battered  Internet 
company  held  camp  in  two 
largely  empty  meeting  rooms 
above  the  show  floor,  where  Net¬ 
scape  showed  its  Client  Customi¬ 
zation  Kit  and  new  develop¬ 
ments  in  its  NetCenter  Web  site. 

This  strategy  gave  companies 
such  as  HP  a  chance  to  grab  the 
show  spodight.  Show  attendees 
were  greeted  with  a  towering  HP 
advertisement  topped  with  a 
giant  World  Cup  soccer  ball  as 
they  approached  the  Los  Ange¬ 
les  Convention  Center,  and  then 
met  with  a  multibuilding  HP  vil¬ 
lage/exhibit  on  the  show  floor. 
They  also  got  to  hear  HP  CEO 
Lew  Platt’s  views  on  the  Internet. 


3Com,  Siemens  team  up 
to  offer  voice  over  IP 


Platt  used  his  keynote  address 
to  warn  attendees  about  the 
Internet’s  potential  harm.  As 
the  ’Net  becomes  more  perva¬ 
sive  and  commercial,  it  could 
make  our  society  worse  rather 
than  better,  Platt  said.  He  called 
on  technology  com¬ 
panies  and  leaders 
to  focus  on  improved 
network  manage¬ 
ment  and  security  to 
ensure  that  the  ’Net 
progresses  on  the 
right  track. 

HP  also  intro¬ 
duced  its  Electronic 
World  strategy,  which 
was  short  on  product 
details  but  long  on 
talk  about  the  part¬ 
nerships  HP  has 
established  with  com¬ 
panies  such  as  SAP 
AG,  Baan  Co.  and 
PeopleSoft,  Inc. 

Under  Electronic 

World,  HP  will  focus  on  four 

areas: 

•  The  Extended  Enterprise 
—  computer  networks  based  on 
Internet  technology 

•  E-Business  —  Internet 
applications  such  as  digital  imag¬ 
ing  and  distributed  printing 


•  E-Consumer  —  personal 
automated  teller  machines  and 
home  photography  systems 

•  E-Commerce  —  technology 
gained  with  HP’s  acquisition  of 
VeriFone,  Inc.,  including  elec¬ 
tronic  payment  software 


HP  CEO  Lew  Platt’s  keynote  at  Spring  Internet  World  ’98  warned 
of  the  dangers  of  the  Internet. 


HP  rival  Sun  had  little  to 
announce,  but  Chief  Operating 
Officer  Edward  Zander  was 
given  a  keynote  slot,  during 
which  he  showed  off  the  latest  in 
Java  technology. 

And  while  Zander  told  audi¬ 
ence  members  that  last  week  was 


his  “Be  nice  to  Microsoft  Week,’’ 
he  couldn’t  re-sist  urging  attend¬ 
ees  not  to  blow  their  money  on 
Windows  98. 

Instead,  Zander  said  compa¬ 
nies  should  put  their  money  in 
Java  and  that  this  is  the  year  that 
real  enterprise  Java  applications 
will  emerge.  In  fact,  at  the  con¬ 
ference  MCI  announced  a  Java- 
based  customer  service  applica¬ 
tion  that  should  put 
Sun’s  technology  to 
the  test. 

NetworkMCI  Inter¬ 
act  will  bring  all  of 
the  carrier’s  customer- 
care  services  to  the 
World  Wide  Web,  en¬ 
abling  customers  to 
acces  billing,  traffic 
and  network  alarm 
information,  change 
routing  destinations  or 
order  services  from 
their  desktops. 

UUNET  Technol¬ 
ogies,  Inc.,  a  World¬ 
Com,  Inc.  subsidiary 
that  could  soon  be¬ 
come  part  of  MCI  if 
the  MCI/WorldCom  merger 
goes  through,  used  the  show  to 
introduce  its  Preferred  Access 
768  single-pair  digital  subscriber 
line  service.  While  the  service  ini¬ 
tially  will  be  available  in  54  cities, 
the  ultimate  plan  is  to  make  it 
available  nationwide.  ■ 


By  Tim  Greene 

Santa  Clara,  Calif. 

3Com  Corp.  and  Siemens  AG 
last  week  introduced  products 
to  promote  the  integration  of 
voice  and  IP  traffic  on  corporate 
networks  and  service-provider 
networks. 

For  corporate  networks, 
3Com/Siemens  announced  a 
jointly  developed  IP-voice  gate¬ 
way  that  will  lash  together  an 
Ethernet  switch  and  a  PBX.  That 
three-box  combination  will  let 
corporate  users  run  voice  traffic 
over  their  corporate  IP  networks 
rather  than  over  more  expensive 
public  long-distance  lines  or 
private  voice  trunks. 

Voice  calls  originating  on  a 
Siemens  Hicom  PBX  and  des¬ 
tined  for  another  corporate  site 
would  be  switched  to  the  Real 
Time  Communications  Gateway. 

The  gateway  converts  the  call 
to  IP  and  passes  it  along  to  a 
3Com  SuperStack  II  1100  Ether¬ 
net  or  a  3300  Fast  Ethernet 
switch,  which  directs  it  to  a 
router  that  has  an  IP  WAN  port. 
The  call  travels  over  the  wide 
area  on  the  corporate  data  net¬ 
work,  avoiding  the  public  net¬ 
work  and  reducing  the  need 
for  dedicated  site-to-site  voice 


trunks.  A  similar  arrangement  at 
the  receiving  end  switches  the 
call  to  its  destination. 

The  gateway  would  give  voice 
packets  top  priority  through  the 
network  to  reduce  latency  that 
can  degrade  voice  quality. 

Problem  priority 

One  drawback  is  that  the 
priority  scheme  will  not  carry 
through  a  public  data  network, 
according  to  Lisa  Allocca,  an 
analyst  with  Renaissance  World¬ 
wide,  a  consultancy  in  New¬ 
ton,  Mass. 

However,  3Com  said  it  is  work¬ 
ing  on  a  way  for  the  priority  to  be 
carried  across  public  ATM  net¬ 
works.  3Com  will  enable  its  rout¬ 
ers  to  put  voice  packets  in 
top-priority  queues  and  then 
map  those  high-priority  packets 
to  the  appropriate  ATM  service 
quality  for  transport  across  the 
public  ATM  network. 

Allocca  said  the  IP-voice  gate¬ 
way  scheme  should  help  collapse 
corporate  voice  and  data  net¬ 
works  and  potentially  reduce  the 
number  of  wide-area  trunks  an 
enterprise  needs. 

The  gateway  is  scheduled  to 
be  available  in  the  third  quarter, 
3Com  said.  ■ 


#**>#>>* ******* ******** 
Reporter’s  notebook:  Dilbert,  has-beens  and  sore  feet 


A  visit  to  Los  Angeles  wouldn ’t  quite  be  complete 
without  at  least  some  weirdness,  even  while  spending 
most  of  the  time  at  an  industry  event  such 
as  Spring  Internet  World  ’98.  Here’s 
glimpse  of  the  show’s  lighter  side: 

Read  my  lips 

Mickjagger  (at  least  he  looks 
like  Jagger)  had  become  a  staple 
of  Sprint  Corp.  trade  show  booths 
at  several  recent  events,  including 
last  fall’s  IntemetWorld  ’97  in  New  York.  But  this 
year,  celebrity  impersonator  Lou  Albaro  was  nowhere 
to  be  seen.  It  seems  Sprint  was  in  violation  of  a 
contract  with  the  Rolling  Stones  that  bars  the 
company  from  using  Jagger’s  likeness  in  its 
promotions.  To  take  the  place  of  the  big-lipped, 
undulating  Jagger  lookalike,  visitors  to  Sprint’s 

booth  were  treated  to 
a  photo  opportunity  in 
front  of  the  famous  lips 
logo.  Hardly  seems  like 
a  fair  exchange. 

Police  harassment 

Then  there  were 
the  PSINet  PR  people 
who  booted  our 
photographer  out  of 


their  booth  as  he  tried  to  snap  a  few  pictures  of 
former  Police  guitarist  Andy  Summers. 

Bothered  by  the  Network  WforM- funded  paparazzi, 
Summers  (himself  a  photographer)  told  our 
photographer  —  in  other  words  —  “Don’t  stand 
so,  don’t  stand  so  close  to  me.”  When  the 
photographerroked  the  PR  people  what  the  problem 
was,  they  said,  ‘You  need  to  respect  his  privacy.” 
Summers  and  his  new  band  then  continued  to 
perform  —  in  private  —  in  the  middle  of  the 
crowded  trade  show  floor. 

The  Dilbert  zone 

Even  the  biggest  net¬ 
work  celebrity  of  them 
all  —  Dilbert,  the  King 
of  Cubicles  —  made 
an  appearance.  Dilbert 
mingled  with  other 
worker  bees  in  atten¬ 
dance  and  didn’t  even 
mind  when  we  took 
his  picture. 

Songbirds  flocking 

It  was  no  surprise  that  the  show  attracted  its  share 
of  celebrities,  including  Bemie  Taupin,  Elton  John’s 
songwriting  pal,  and  musician-tumed-cyber- 
entrepreneur  Thomas  Dolby. 
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Sprint  finally  gets  into  Web  hosting  game 


By  Denise  Pappalardo 

Los  Angeles 

Critics  can  no  longer  kick 
Sprint  Corp.  around  for  not  hav¬ 
ing  a  Web  hosting  strategy. 
Last  week  at  Spring  Inter¬ 
net  World  ’98  the  com¬ 
pany  finally  announced  a 
hosting  service . 

Sprint  has  been 
roundly  criticized  for  drag¬ 
ging  its  hosting  heels,  but 
company  officials  said  the 
wait  allowed  it  to  come  out  with  a 
robust,  reliable  service.  And  ana¬ 
lysts  believe  Sprint  maybe  right. 

Sprint’s  IP  Web  Hosting  ser¬ 
vice  offers  users  shared  and  dedi¬ 
cated  service  options  with  fully 
mirrored  content  at  Sprint’s 
data  centers,  in  Relay,  Md.,  and 
Sanjose,  Calif. 

The  service  is  based  on  Sili¬ 
con  Graphics,  Inc.’s  Unix  servers 


tied  to  Auspex  Systems,  Inc.  file 
servers  in  each  data  center. 
Sprint  also  teamed  up  with  RAD 
Network  Devices,  Inc.  to  develop 
a  custom  version  of  its  Web 
Server  Director  load-bal¬ 
ancing  software,  said 
Eileen  Riordan,  market 
development  manager  for 
Sprint’s  IP  services. 

The  load-balancing  soft¬ 
ware  will  route  Web  visitors 
to  the  least  busy  or  least 
congested  server  within  Sprint’s 
data  centers,  Riordan  said. 

The  service  stands  out  for  the 
level  of  mirroring  and  reliability 
that  Sprint  has  put  together,  said 
Matthew  Kovar,  senior  analyst  at 
The  Yankee  Group,  a  Boston- 
based  consulting  firm. 

Sprint  is  also  offering  its  cus¬ 
tomers  strong  service-level 
agreements  that  guarantee  a 


customer’s  Web  site  will  be  avail¬ 
able  100%  of  the  time.  If  the  Web 
site  is  unavailable  at  any  time, 
and  the  customer  reports  the 
incident  to  Sprint,  the  customer 
will  get  50%  off  the  monthly  ser¬ 
vice  charge. 

Sprint  IP  Web  Hosting  service 
will  be  offered  in  three  flavors. 
Level  1  is  for  static  Web  page 
hosting  in  a  shared  server  envi¬ 
ronment  and  costs  $700  per 
month.  It  includes  100M  bytes  of 
storage,  500M  bytes  of  overall 
data  throughput,  content  mir¬ 
roring  on  two  servers  at  Sprint’s 
data  centers  and  one  hour  of 
implementation  and  consulting 
time  from  technicians. 

Level  2  is  for  users  who  want 
to  support  electronic-commerce 
applications  on  a  shared  server 
and  costs  $2,500  per  month.  This 
service  includes  1G  byte  of  stor¬ 


age,  5G  bytes  of  overall  through¬ 
put,  CyberCash,  Inc.’s  and  Mer- 
cantec,  Inc.’s  electronic- 
commerce  software  tools,  con¬ 
tent  mirroring  on  five  servers  at 
Sprint’s  data  centers,  and  four 
hours  of  implementation  and 
consulting  time. 

Level  3  is  for  high-end  cus¬ 
tomers  who  need  a  dedicated 
Web  server  and  is  priced  at 
$4,600  per  month.  This  service 
includes  2G  bytes  of  storage,  10G 
bytes  of  data  throughput  and  the 
same  electronic-commerce  soft¬ 
ware  options  as  Level  2.  It  also 
boasts  File  Transfer  Protocol  sup¬ 
port,  six  hours  of  implementa¬ 
tion  and  consulting,  content 
mirroring  in  two  servers  at 
Sprint’s  data  centers  and  the 
ability  to  add  custom  software, 
such  as  corporate  databases. 

Analysts  said  Sprint  has  not 


Cisco  buys  DSL,  multimedia  companies 


By  Tim  Greene 
and  Jim  Duffy 

San  Jose,  Calif. 

Cisco  Systems,  Inc.  last  week 
buttressed  its  digital  subscriber 
line  (DSL)  and  multimedia 
product  offerings  with  the  acqui¬ 
sition  of  two  companies. 

Cisco  agreed  to  acquire  DSL 
innovator  NetSpeed,  Inc.  for 
$236  million  and  multimedia 
software  developer  Precept  Soft¬ 
ware,  Inc.  for  $84  million.  At  the 
same  time,  Cisco  named  Precept 
Presidentjudith  Estrin  as  its  new 
chief  technology  officer  (CTO), 
replacing  Edward  Kozel.  Kozel  is 
assuming  a  part-time  position  as 
Cisco’s  senior  vice  president  of 
business  development. 

The  acquisitions  indicate  Cis¬ 
co’s  intention  of  taking  a  leader¬ 
ship  role  in  the  burgeoning 
markets  of  high-speed  Internet 
access  and  voice,  data  and  video 
integration.  The  number  of 
high-bit-rate  DSL  (HDSL)  lines 
in  the  U.S.  is  expected  to  grow 
from  101,000  in  1997  to  253,000 
in  2001,  according  to  Interna¬ 
tional  Data  Corp.  (IDC),  in 
Framingham,  Mass.  IDC  expects 
the  worldwide  HDSL  equipment 
market  to  be  $255  billion  by 
that  time. 

NetSpeed,  based  in  Austin, 
Texas,  is  a  privately  held  maker 
of  DSL-based  Internet  access 
gear  for  the  North  American 
market.  DSL  technology  offers 
high-speed  information  trans¬ 
mission  of  up  to  8M  bit/sec  over 


existing  telephone  lines,  en¬ 
abling  high-bandwidth  applica¬ 
tions  such  as  telecommuting, 
telemedicine,  distance  learning 
and  the  downloading  of  graphic¬ 
intensive  Web  pages. 

NetSpeed’s  products  are 
deployed  in  customer  premises, 
central  offices  and  broadband 
remote  access  locations.  For  cus¬ 
tomer  premises,  NetSpeed  de- 

PROFILE:  NETSPEED,  INC. 

Founded:  April  1996 


velops  a  low-cost,  high-speed 
DSL  modem  that  lets  users 
access  data,  voice  and  video 
applications  over  existing  cop¬ 
per  telephone  lines. 

NetSpeed  developed  an  early 
version  of  DSL  technology  that 
can  carry  voice  and  data  without 
requiring  a  separate  device  to 
split  the  voice  channel  from 
the  data  stream.  Called  EZ-DSL, 
it  is  a  variant  of  Universal  DSL, 
which  is  backed  by  Compaq 
Computer  Corp.,  Microsoft 
Corp.  and  Intel  Corp. 


NetSpeed  also  developed 
what  it  calls  dial-up  DSL,  which 
reduces  the  number  of  DSL  mo¬ 
dems  a  service  provider  needs  in 
its  central  switching  office. 
Rather  than  nailing  up  a  DSL 
connection  between  the  cus¬ 
tomer  site  and  the  switching 
office  with  a  modem  on  each 
end,  dial-up  DSL  calls  for  a 
modem  at  the  cutomer  site  and  a 
shared  modem  bank  at  the 
switchi  ng  office . 

NetSpeed’s  product 
line  will  complement  Cis¬ 
co’s  1997  acquisition  of  the 
Dagaz  business  of  Inte¬ 
grated  Network  Corp., 
Cisco  said.  Dagaz  makes 
DSL  access  multiplexers 
and  subscriber-side  access 
devices  targeted  at  interna¬ 
tional  markets  ( NW,  Aug. 
4, 1997,  page  69). 

“Standards  will  differ, 
and  look  and  feel  and  fea¬ 
ture  sets  will  differ  between 
the  two,”  said  Fred  McClimans, 
CEO  of  Current  Analysis,  Inc.,  in 
Sterling,  Va.  “I  would  not  be  sur¬ 
prised  to  see  Cisco  acquire  yet 
another  DSL  company  toward 
the  end  of  this  year  to  fill  specific 
market  niche  requirements.  ’  ’ 
NetSpeed’s  140  employees 
will  continue  to  work  in  Austin  as 
part  of  Cisco’s  network-to-user 
business  unit  within  the  com¬ 
pany’s  Service  Provider  business 
line.  The  acquisidon  is  expected 
to  be  completed  by  April. 

That’s  about  the  time  Cisco 


CEO:  John  McHale 

Financials:  $32  million  in  funding 
from  undisclosed  private 
and  corporate  investors 

Primary  products:  SpeedRunner  modem, 
FireRunner  server  and 
LoopRunner  multiplexer 
to  support  DSL  services 

Competitors:  Alcatel,  Amati,  Diamond 
Lane  and  Westell 


also  plans  to  complete  the  acqui¬ 
sition  of  Precept,  a  privately  held 
company  based  in  Palo  Alto, 
Calif.  Precept  makes  a  client/ 
server  application  called  IP/TV, 
which  allows  users  to  send  live  or 
prerecorded  digital  video  and 
audio  to  a  large  number  of  users 
over  IP-based  LANs  or  WANs. 

Cisco  has  held  a  minority 
equity  interest  in  Precept  since 
April  1996  and  will  continue  to 
sell  Precept’s  IP/TV  to  enter¬ 
prise  network  users.  By  acquiring 
Precept,  Cisco  will  now  be  able  to 
integrate  multicast,  quality  of 
service,  streaming  video  and  net¬ 
work  management  technologies 
to  create  a  network  platform  for 
delivering  high-quality  video 
over  IP,  the  company  said. 

Precept  was  founded  in  1995. 
Its  50  employees  will  become 
part  of  Cisco’s  IOS  technology 
group  and  sales  organization. 

Estrin,  meanwhile,  will  as¬ 
sume  responsibilities  for  busi¬ 
ness  development,  consulting 
engineering,  and  legal  and  gov¬ 
ernment  affairs,  in  addition  to 
her  role  as  CTO. 

As  CTO,  Estrin  will  have  big 
shoes  to  fill.  Kozel  is  a  nine-year 
veteran  of  Cisco.  He  is  credited 
with  helping  build  the  company 
from  a  $70  million  router  vendor 
in  the  late  1980s  into  the  $8  bil¬ 
lion  internetworking  behemoth 
it  is  today  through  technical 
innovation,  acquisition,  joint 
development  and  deft  industry 
insight  and  intuition. 

Cisco  said  Kozel,  who  will 
remain  on  the  company’s  board 
of  directors,  will  return  full-time 
in  a  couple  of  years.  ■ 


missed  out  on  the  Web  hosting 
market.  Last  year,  Web  hosting 
revenue  totaled  $400  million, 
but  that  number  is  expected  to 
grow  to  $6.8  billion  by  2001,  said 
Joe  Bartlett,  program  manager 
at  The  Yankee  Group. 

Sprint’s  service  will  be  avail¬ 
able  next  month.  ■ 
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News 


I  Spam  spotted  with  large  gray  areas 

Debate  rages  over  the  difference  between  spam  and  legitimate  marketing. 


By  Paul  McNamara 

No  matter  how  you  slice  it, 
one  man’s  spam  is  another’s 
bread  and  butter. 

Most  everyone  detests  an 
inbox  full  of  unsolicited  com¬ 
mercial  e-mail,  better  known  as 
spam.  However,  when  it  comes 
time  to  differendate  between 
pure  spam  and  legidmate  mar¬ 
keting  e-mail,  definidons  differ, 
gray  areas  emerge  and  debates 
often  rage. 

What,  then,  should  a  prudent 
company  do  if  it  wants  to  use 
e-mail  as  a  markedng  tool 
and  also  be  perceived  as  a  solid 
’Net  citizen? 

The  answer,  of  course,  de¬ 
pends  on  who  you  ask.  Re¬ 
sponses  range  from  “don’tdo  it” 
to  ‘‘don’t  worry.”  In  between 
there  are  rough  patches  of 
consensus  visible  on  what  can 
sometimes  be  a  flame-filled  bat¬ 
tleground. 

Everyone  but  the  hard-core 
spammers  themselves  objects  to 


the  kind  of  junk  that  makes  up 
the  bulk  of  unsolicited  e-mail: 
get-rich-quick  schemes,  pornog¬ 
raphy  and  the  like.  The  Sanford 
Wallaces  of  the  world  enable  and 
champion  a  brand  of  e-mail  mar¬ 
keting  that  few  mainstream  — 
particularly  high-tech  —  compa¬ 
nies  dare  to  emulate. 

The  true  gray  areas  involve 
those  mainstream  companies 
and  center  around  different 
interpretations  of  what  consti¬ 
tutes  solicited  and  unsolicited 
e-mail;  proper  and  improper 
means  of  gathering  e-mail 
addresses;  and,  perhaps  most 
contentious  of  all,  the  right  and 
wrong  ways  to  keep  unwanted 
messages  away  from  recipients 
who  find  such  e-mail  offensive. 

A  growing  number  of  name¬ 
brand  companies,  including 
Symantec  Corp.,  Amazon.com 
and  even  Network  World  have 


found  themselves  fielding  com¬ 
plaints  about  their  e-mail  mar¬ 
keting  practices.  As  e-mail 
becomes  an  ever  more  ubiqui¬ 
tous  and  powerful  communica¬ 
tions  tool,  its  use  in  marketing  is 
likely  to  increase  for  the  same 
reason  that  direct  snail-mail  and 
telephone  soliciting  are  so  popu¬ 
lar:  Itworks. 

“The  marketplace  can  find 
die  right  scenarios  and  situations 
where  e-mail  that  is  targeted  and 
unsolicited  will  be  welcome,” 
said  Chet  Dalzell,  a  spokesman 
for  the  Direct  Marketing  Associa¬ 
tion.  The  DMA  later  this  year 
intends  to  launch  a  worldwide 
e-mail  “opt-out”  list,  which  will 
be  designed  to  let  unwilling 
recipients  ward  off  unwanted 
electronic  advertisements. 

“As  long  as  marketers  are 
honoring  and  setting  up  effec¬ 
tive  systems  for  [opting  out],  a 
consumer  need  not  be  con¬ 
cerned  about  privacy  or  annoy¬ 
ance,”  Dalzell  said. 

“Baloney,”  counter 
the  antispammers. 

Such  opt-out  lists, 
already  in  widespread 
use  by  individual  compa¬ 
nies  and  e-mail  list  pur¬ 
veyors,  are  invariably 
ineffective,  according  to 
many  antispam  advo¬ 
cates.  These  critics  con¬ 
tend  that  asking  people 
to  opt  out  of  future  mail¬ 
ings  is  unfair  because 
it  puts  the  onus  and 
expense  on  recipients 
rather  than  senders. 
Today,  the  practice  of 
e-mail  marketing  remains  rela¬ 
tively  limited  compared  to  other 
forms  of  advertising.  What  hap¬ 
pens,  however,  if  it  becomes  stan¬ 
dard  operating  procedure? 

“Normal  business  e-mail  will 
go  down  the  drain,  because  peo¬ 
ple  will  hate  looking  at  their 
e-mail,”  said  Paul  Hoffman, 
director  of  the  Internet  Mail 
Consortium  (IMC). 

Congress  and  a  number  of 
states  are  currently  considering 
various  forms  of  antispam  legis¬ 
lation.  Hoffman  believes  that 
process  will  accelerate  if  e-mail 
becomes  a  standard  marketing 
tool  for  brand-name  companies. 

“One  of  the  best  benefits  of 
conducting  business  online  is 
convenience,”  said  Jim  Nitchals, 
an  independent  contractor 
based  in  San  Jose,  Calif.  “That 
convenience  is  quickly  offset 
if  my  mailbox  is  stuffed  with 


ads  from  those  businesses  I 
buy  from.” 

So  when  is  it  OK  to  send  mar¬ 
keting  e-mail?  A  pre-existing 
business  relationship  with  the 
intended  recipient  provides  a 
good  starting  point,  but  does 
not  constitute  permission  in 


everyone’s  eyes. 

“E-mail  spam  exists  because 
spammers  can  harvest  addresses 
that  were  provided  for  a  particu¬ 
lar  limited  purpose  and  use  them 
for  their  own  selfish  purpose, 
against  the  will  of  the  recipient,” 
said  Rob  Parker,  a  software  devel¬ 
oper  for  a  Silicon  Valley  com¬ 
pany  he  prefers  not  to  name. 
“Ethical  senders  won’t  presume 
more  permission  than  was  rea¬ 
sonably  implied,  and  will  err  on 
the  side  of  caution.” 

Providing  recipients  with  an 
opt-iw  rather  than  an  opt-out 
option  helps,  as  does  providing 
multiple  choices  and  a  clear 
explanation  of  how  an  address 
will  be  used,  experts  said.  Draw¬ 
ing  interested  parties  to  your  cor¬ 
porate  Web  site,  where  they  are 
free  to  ask  for  specific  informa¬ 
tion,  is  the  safest  method  of  all 
and  is  better  than  sending  unso¬ 
licited  e-mail,  argued  the  anti¬ 
spam  purists.  This  can  be 
accomplished  using  traditional 
advertising  and  careful  posts  to 
newsgroups  that  allow  commer¬ 
cial  messages,  they  said. 

“Symantec  sent  me  a  product 


announcement,  not  because  I’m 
a  registered  user  or  because  I’ve 
asked  for  announcements,  but 
because  they  bought  a  list  har¬ 
vested  from  Usenet,”  said  Peter 
Seebach,  president  of  Plethora 
Internet,  an  Internet  service  pro¬ 
vider,  in  St.  Paul,  Minn.  “That’s 
spam.  If  Symantec  had  sent  the 
announcement  to  the  address 
I  used  when  I  registered  [its] 
Norton  Utilities,  it  would  still  be 
spam.  I  didn’t  ask  for  those 
announcements.” 


to  record  your  votes. 

Another  example  further 
illustrates  Seebach’s  point. 

“Some  time  ago,  I  gave 
[Amazon.com]  my  address 
because  I  wanted  to  be  notified 
when  a  particular  book  was 
being  published,”  said  Matt 
North,  a  computer  sciences 
graduate  student  at  Michigan 
State  University.  “I  intended  for 
them  to  use  my  e-mail  address  for 
that  purpose;  however,  several 
months  later  I  received  e-mail 
from  them  advertising  a  contest 
they  were  running.  ’  ’ 

Networld  World  received  com¬ 
plaints  recently  after  sending 
e-mail  to  its  subscribers 
touting  the  debut  of 
Network  World  Fusion 
Focus,  a  series  of  free 
e-mail  newsletters. 

Some  recipients  called 
the  offer  spam,  saying  it 
exceeded  the  bounds  of 
how  they  thought  their 
e-mail  addresses  would 
be  used  when  they  sub¬ 
scribed  to  the  print  edi¬ 
tion  of  Network  World. 

Other  readers  wel¬ 
comed  the  information. 


Symantec,  for  one,  is  having  a 
tough  time  figuring  out  exactly 
how  far  a  responsible  busi¬ 
ness  must  go  to  protect  its  repu¬ 
tation  and  its  right  to  market 
aggressively. 

“In  February  we  sent  out  an 
e-mail  broadcast  which  included 
among  its  recipients  a  number  of 
people  who  had  not  in  any  way 
asked  to  receive  e-mail  from  us,” 
said  Curtis  Pierce,  manager  of 
Internet  services  at  Symantec. 

‘  ‘We  got  a  lot  of  flak.  ’  ’ 

Vehement  complaints  also 
poured  in  to  news  .admin, 
net-abuse. email,  a  newsgroup 
devoted  to  discussions  about 
spam. 

“We  went  back  and  looked  at 
the  process  and  realized  that  it 
was  a  mistake,”  Pierce  said. 
Symantec  purchased  the  list 
from  an  outside  source,  a  prac¬ 
tice  the  company  has  halted  tem¬ 
porarily  but  may  resume  in 
the  future. 

“Moving  forward,  it’s  not 
going  to  be  against  Symantec’s 
policy  to  buy  lists,”  Pierce  said. 
“But  it’s  going  to  be  against  our 
policy  to  buy  lists  that  weren’t 
gathered  from  sources  where 
people  knew  they  were  giving 
their  name  up  and  had  an  option 
to  not  give  their  name  up.” 

The  purveyors  of  such  lists 
routinely  vouch  for  their  accu¬ 
racy  and  validity  but,  accord¬ 
ing  to  critics,  don’t  always  deliver 
the  goods. 

“It  is  our  responsibility  to 
have  the  diligence  to  ensure 
that  we  know  where  they  got 
those  names  from,”  Pierce 
said.  “Does  that  mean  we  have 
to  actually  go  look  at  the 
[intended  recipient’s  original 
permission]  statement?  I  don’t 
know  —  maybe.” 

According  to  the  IMC’s  Hoff¬ 
man,  there  is  a  lot  riding  on 
today’s  ongoing  efforts  to  define 
what  is  and  what  is  not  accept¬ 
able  e-mail  marketing. 

“The  Internet  mail  market  is 
very  new,”  Hoffman  said. 
‘  ‘Choices  that  we  make  right  now 
are  forming  what  people  20  years 
from  now  are  going  to  see  when 
they  getlnternet  mail.”  ■ 


HOW  DO  YOU  DEFINE  SPAM? 

We’ve  set  up  an  online 
forum  and  questionnaire  to 
discuss  the  issue  of  spam.  Join  Chet 
Dalzell,  of  the  Direct  Marketing  Associ¬ 
ation,  and  Peter  Seebach,  of  ISP  Plethora 
Internet,  of  St.  Paul,  Minn.,  in  a  week-long 
discussion  about  the  issue. 


“As  soon  as  you 
(start)  doing 
spam,  yon  are 
taking  a  risk 
with  your  busi¬ 
ness  image.  ” 

Paul  Hoffman. 

director, 
Internet  Mail 
Consortium 


You  make  the  call:  Spam  or  legit? 


Not  everyone  agrees  on  what  defines  spam.  Here  are  five  situations  that 
might  fall  into  the  gray  area.  What  do  you  think? 


©You  check  out  a  Web  site  and  request  information  online, 
which  the  company  sends  to  the  e-mail  address  you  provide. 
They  also  start  e-mailing  their  monthly  newsletter. 


©You  visit  a  Web  site  and  read  information  regarding  Product 
Y.  Using  a  cookie,  the  company  harvests  your  e-mail  ad¬ 
dress  and  sends  more  information  about  that  product. 

©  Company  Z  is  an  established  supplier  of  yours  that  sends 
e-mail  updates  regarding  products  you  buy.  Then  they 
e-mail  you  about  a  new  product,  which  is  not  related,  but 
could  be  presumed  to  be  of  interest  to  you. 


O  A  newsgroup  participant  posts  a  message  asking  for 
opinions  about  the  best  spam-filtering  software  available. 
A  company  that  makes  such  software  sends  an  e-mail 
directly  to  the  questioner. 

©You  give  a  trade  publication  your  e-mail  address.  Later, 
they  send  you  an  e-mail  touting  their  new  daily  e-mail 
newsletter. 


I  I  Spam 
or 

□  Legit 
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IBM  to  boost  front-end  processor’s  IP  features 


By  Marc  Songini 

Anaheim,  Calif. 

SNA  users  adding  TCP/IP  support 
to  their  data  centers  may  be  interested 
in  some  major  front-end  processor 
(FEP)  enhancements  coming  this  sum¬ 
mer  from  IBM. 

At  the  recent  Share  user  conference, 
IBM  said  it  would  make  its  3746  Multi¬ 
access  Enclosure  (MAE)  faster  and 
better  able  to  connect  older  IBM  main¬ 
frames  to  IP-based  networks. 

The  3746  MAE  is  IBM’s  2216 
router  linked  to  the  3746  FEP  and 
sold  as  a  single  unit.  The  3746  MAE 
is  IBM’s  newest  FEP,  combining  tradi¬ 
tional  FEP  functions  such  as  SNA 
traffic  handling  with  the  IP-handling 
functions  of  a  router.  Consequently 
3746  MAE  is  one  of  the  corner¬ 
stones  of  IBM’s  SNA-to-IP  migration 
offerings. 

IBM’s  enhancements  will  include  a 
tighter  coupling  of  MAE’s  routing  func¬ 
tions  with  the  3746.  The  company  will 


Upcoming  additions  to  IBM’s  3746  MAE 


•  Bus  and  tag  support 

•Tighter  software  and 
hardware  integration 
between  3746  and  MAE 

•  Fast  Ethernet,  FDDI  and 
HSSI  support 

link  the  3746  and  router  processors 
together  internally,  boosting  through¬ 
put  by  an  estimated  three  to  10  times  the 
current  throughput. 

Currendy,  the  boxes  are  externally 
linked  via  a  32M  bit/sec  full-duplex  token 
ring  connection. 

To  help  ease  administration  of  the 
box,  the  3746  MAE  also  will  have  a 
single  IP  address,  instead  of  the  current 
two  addresses. 

Because  it  supports  SNA  and  IP, 
the  current  3746  MAE  is  a  useful  tool 
for  large  SNA  users  making  the  tran¬ 
sition  to  IP,  said  Lan  Tran,  technical 
support  specialist  at  the  Bank  of  Mon¬ 
treal.  “From  a  management  perspec¬ 
tive,  one  IP  address  and  control  point 
[is  easier  to  administer] ,”  he  said. 

For  users  with  older  mainframes, 
IBM  will  enhance  the  3746  MAE  to 
support  legacy  bus  and  tag  connec¬ 
tions,  and  users  will  have  a  new  alter- 
nauve  to  tying  IP  nets  to  those 
mainframes.  The  3746  MAE  now  sup¬ 
ports  IBM’s  fiber-based  Enterprise 
Systems  Connection  links  to  the 
mainframe. 

Today,  users  can  employ  a  channel- 
attached  router  or  IBM's  3172  gateway 
to  bring  in  IP  traffic,  said  Gilles  Garcia, 
a  member  of  IBM’s  WAN  and  server 
access  team  in  La  Gaude,  France. 

The  3746  will  be  able  to  off-load 


TCP/IP  processing  from  the  mainframe 
more  efficiently  than  the  3172  did. 
That  will  significandy  cut  down  on 
S/390’s  CPU  cycle  time,  said  Frank 
Dzubeck,  president  of  the  Com¬ 


munications  Network  Architects,  Inc. 
consultancy  in  Washington,  D.C. 

Other  additions  to  the  3746  MAE 
this  year  will  include  support  for  the 
following: 


•  Enterprise  Extender:  IBM’s  tech¬ 
nology  for  supporting  high-speed 
Advanced  Peer-to-Peer  Networking  flows 
over  TCP/IP  nets. 

•  Load-balancing  features  for  users 
with  muluple  3746  MAEs. 

•  Support  for  21  T-l  or  32  E-l  speed 
wide-area  links. 

•  Router  redundancy.  ■ 


Is  your  frame  relay  cloud  getting  foggy? 


Let  the  experts  clear  the  air: 
Paradyne’s  FrameSaver,  ™  teamed 
with  TechCare  support  from 
TechForce,  offers  you  the  most 
complete  frame  relay  network 
management  solution  available. 

Clear  up  those  growing  charges 
hidden  in  your  frame  relay  cloud. 

Using  FrameSaver’s  network  management 
tools,  our  TechCare  experts  can  help  you 
optimize  frame  relay  network  performance 
and  savings,  by  taking  control  of  those 
growing  CIR,  PVC  and  port  charges. 


PARADYNE 


The  only  frame  relay  management  solution  that  sees  and 
fixes  the  problem.  With  Paradyne’s  FrameSaver,  our  TechCare 
technicians  can  monitor  your  entire  frame  relay  network  in  real  time. 
So,  as  soon  as  they  locate  a  trouble  spot,  they  apply  their  expertise 
and  tools  to  quickly  identify  and  fix  it-  reducing  costly  downtime. 
And  that  saves  you  a  bundle! 

It’s  clear  skies  ahead  -  with  FrameSaver  and  TechCare. 

With  expertise  in  designing,  installing,  staging,  supporting  and 
end-to-end  management  of  frame  relay  networks,  we’ll  make  certain 
that  Paradyne’s  FrameSaver  maximizes  your  recurring  network 
savings -and  performance. 

And  here’s  the  silver  lining:  Buy  five  or  more  FrameSaver  products 
by  March  31, 1998  and  get  the  FrameSaver  network  management 
suite  FREE  -  a  savings  of  up  to  $10,000  off  your  cost! 


800  459-2006 

www.techforce.com 

Clearwater,  Florida 


Supporting  Your  Network  for  All  It’s  Worth. 
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Hollywood  struggles  for  Web  fame 


By  Ellen  Messmer 

Los  Angeles 

The  titans  of  entertainment 
—  Universal  City  Studios,  Inc., 
Paramount  Pictures  Corp., 
MUM,  The  Walt  Disney  Co.  and 
Sony  Corporation  of  America  — 
want  to  light  up  the  World  Wide 
Web  with  the  kind  of  boffo  hits 
they  create  for  TV,  film  and 
recordings. 

But  showbiz  on  the 
’Net  isn’t  coming  easily, 
despite  all  the  “interac¬ 
tive,”  “multimedia”  and 
“celebrity  Webcast”  pro¬ 
grams  the  studios  are 
offering  online.  To  top  it 
off,  the  big  studios  and  record 
distributors  are  finding  they 
can’t  begin  to  get  the  cyberspace 
audience  they  crave  unless  they 
make  deals  with  the  likes  of 
Yahoo,  Inc.,  Excite,  Inc.,  Net¬ 
scape  Communications  Corp. 
and  America  Online,  Inc. 
(AOL). 

Sites  that  get  huge  traffic  are 
asking  for  low  six-figure 
advances  for  the  right  to  display 
content  on  a  location,  according 
to  Lewis  Henderson,  head  of 
New  Media  for  the  William  Mor¬ 
ris  Agency,  which  represents  cre¬ 
ative  talent,  software  developers, 


publishers  and  technology  com¬ 
panies  in  the  digital  media  busi¬ 
ness.  “There’s  no  mass-market 
strategy  unless  the  studios  buy 
into  these  search  engines,”  Hen¬ 
derson  said. 

“It’s  highway  robbery,” 
grumbled  Richard  Wolpert, 
executive  vice  president  at  Dis¬ 
ney  Online,  which  runs  dis- 
ney.com. 

Paying  the  top-traffic 
sites  to  run  some  of  their 
content  with  links  to  other 
services,  or  even  to  get  top 
billing  on  a  search  engine, 
is  a  bitter  pill  for  Holly¬ 
wood  to  swallow. 

“In  the  other  models  in  Hol¬ 
lywood,  people  pay  us  for  the 
content,”  complained  Paul 
Rioux,  president  of  Universal 
New  Media,  which  has  120  sites 
up  to  promote  music,  feature 
films  and  online  games. 

Web  businesses  selling  music 
CDs  and  broadcasting  live  rock 
music  events  online  also  go  beg¬ 
ging  for  a  financial  break  from 
the  big  names  such  as  Yahoo. 

N2K  Entertainment,  Inc., 
which  manages  the  Music  Boule¬ 
vard  site  at  musicblvd.com, 
counts  Excite,  AOL,  Netscape, 
PointCast,  NTT,  MTV  and  Prod¬ 


igy  as  critical  partners,  and 
makes  deals  to  run  content  or 
advertising  with  them. 

“We’re  the  exclusive  online 
retailer  at  aol.com  in  the  music 
area,”  said  Larry  Rosen,  chair¬ 
man  and  CEO  at  N2K.  “If  you 
click  on  Celine  Dion,  it  brings  up 
Music  Boulevard.  With  Net¬ 
scape,  it’s  a  similar  situation.” 

“We  have  Yahoo, 
they  have  AOL,”  said 
Rod  Parker,  senior  vice 
president  of  product 
marketing  for  CDnow, 

Inc.,  Music  Boulevard’s 
chief  competitor  on 
the  Web.  “And  we  have 
one-half  of  Excite  — 
the  Web  Crawler  half.  ” 

Not  all  relationships 
are  based  on  money, 
though  N2K  did  pay 
AOL  and  Yahoo,  said 
J.J.  Rosen,  N2K’s 
senior  vice  president 
and  general  manager. 
“Sometimes  what  lands  us  the 
deal  is  what  we  deliver  in  terms  of 
content,’  ’  Rosen  said. 

What  can  be  delivered  makes 
a  difference,  and  when  the  stu¬ 
dios  go  into  a  meeting  with 
Yahoo,  the  emphasis  is  on 
how  many  interactive  properties 


they  can  offer. 

In  addition  to  Microsoft 
Corp.,  Universal  New  Media  is 
also  partnering  with  Intel  Corp. 
and  IBM  on  Web  projects.  But 
despite  the  helpful  cash  and 
technology  that  these  compa¬ 
nies  bring  to  the  entertainment 
field,  Hollywood  so  far  does  not 
seem  too  impressed  with  high- 
tech’s  idea  of  creative  fun. 

“The  technology  manufac¬ 
turers  suggest  things  to  you,  like 
‘wouldn’tyou  like  to  sell  that  out¬ 


fit  that  Seinfeld  is  wearing  by 
clicking  on  Seinfeld’s  outfit?’” 
said  Universal  New  Media’s 
Rioux.  “But  at  the  end  of  the  day, 
thatjust  doesn’t  work.” 

“Deep  pockets  like  Microsoft 
and  Intel  come  to  the  studio  and 
the  stuff  they’ve  presented  us 


with  is  pretty  lame,”  commented 
Linda  Keeler,  vice  president  of 
interactive  marketing  at  Sony 
Pictures  Entertainment. 

After  high-tech  companies 
fork  over  the  money,  they  come 
up  with  business  plans  that 
require  rich  multimedia  compo¬ 
nents  that  strain  the  budget  and 
result  in  slow  ’Net  downloads  for 
users,  Keeler  said. 

High-tech  vendors  seem  clue¬ 
less  to  the  fact  that  good  old  cre¬ 
ative  talent  is  really  the  key  to 
good  content,  Keeler 
noted. 

The  typical  TV  pro¬ 
gramming  strategy,  in 
which  one  show  follows 
another  and  tries  to 
keep  the  viewing  audi¬ 
ence,  doesn’t  work  on 
the  Web,  said  Robert 
Tercek,  vice  president  of 
online  programming 
for  Sony  Pictures  Enter¬ 
tainment,  which  over¬ 
sees  Columbia  Tri-Star’s 
strategy  for  Web  enter¬ 
tainment. 

Hollywood’s  New 
Media  moguls  are  ever  mind¬ 
ful  of  what  Microsoft  Corp.,  with 
its  investment  in  WebTV  and 
content-laden  channels  such 
as  MSNBC,  is  plotting  be¬ 
cause  they  are  sure  that  every 
move  Bill  Gates  makes  will  affect 
them.® 
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Disney  Online  is  trying  to  light  up  the  Web. 


Qwest 

Continued  from  page  1 
fast-packet  switches.  Many  of 
those  customers  now  also  buy 
LCI’s  plain-vanilla  Internet 
access  service,  offering  dial-up 
and  dedicated  access  options. 

But  perhaps  most  signifi¬ 
cantly,  LCI  is  the  only  long-dis¬ 
tance  carrier  other  titan  the  Big 
Three  that  offers  a  traditional 
circuit-switched  virtual  private 
network  (VPN)  service.  LCI’s 
Integrity  Virtual  Network  Ser¬ 
vice  competes  with  such  stalwarts 
as  AT&T’s  SofUvare  Defined  Net¬ 
work  for  discounted  corporate 
voice  minutes. 

Excited  LCI  officials  last  week 
said  the  upshot  could  be  that  the 
Qwest/LCI  combo  will  be  the 
first  in  the  industry  to  bring  out 
an  IP-based  VPN  for  data  traffic 
that  incorporates  classic  voice 
VPN  features. 

Neither  Qwest  nor  LCI  offers 
an  IP-based  VPN  yet.  But  when 
complete,  the  Qwest  network  is 
designed  to  be  able  to  carve  out 
gigantic  lanes  for  priority  IP  traf¬ 
fic  using  the  Cisco  12000  Gigabit 
Switch  Router  from  Cisco  Sys¬ 
tems,  Inc.  For  its  part,  LCI  offers 
online  reconfiguration  of  trans¬ 


port  circuits  from  customer  loca¬ 
tions  via  its  Authority  Network 
Management  System,  which 
moved  last  year  from  a  Sun 
Microsystems,  Inc.  SPARC- 
Station  platform  to  a  PC  version 
(ATKFeb.  10, 1997,  page  17). 


on  the  fly,  [call  detail  reporting] 
records  and  trouble-ticketing,  all 
online,”  said  Ian  Dix,  LCI’s  vice 
president  of  large  account  mar¬ 
keting. 

In  a  little-noticed  extra  fillip, 
LCI  also  brings  to  the  table  a 


Little  fry  takes  over  bigger  guy  again 


Key  facts  about  Qwest  and  LCI: 

Company:  Qwest 

Headquarters:  Denver 

CEO:  Joseph  Nacchio  H.  Brian  Thompson 


Number  of  offices: 

10 

60 

Number  of  employees: 

1,800 

4,000 

1997  revenue: 

$697  million* 

$1.6  billion 

1997  net  income: 

$14.5  million 

$97  million 

*  83.5%  of  Qwest’s  revenue  is  for  construction  services 
instead  of  data  or  voice  traffic. 


Authority  currently  is  used  for 
LCI  FramePlus  permanent  vir¬ 
tual  circuits.  But  a  top  LCI  offi¬ 
cial  said  the  new  Qwest  IP 
network  capacity  will  accelerate 
LCI’s  plans  to  diversify  the  ser¬ 
vices  that  Authority  supports. 

“Later  this  year,  foran  IP  VPN 
I  could  give  you  reconfiguration 


marketingagreementwith  newly 
aggressive  international  carrier 
Equant  Services  Corp.  LCI  is  pro¬ 
moting  frame  relay  and  other 
services  under  its  own  brand  on 
Equant’s  220-node  global  net 
based  on  Nortel’s  Magellan  Pass¬ 
port  multiservice  ATM  switches. 

While  the  large  carriers’  alli¬ 


ances  must  rely  on  feature-rob¬ 
bing  links  between  multiple  car¬ 
rier  platforms,  the  Equant  deal 
lets  Qwest  and  LCI  offer  stan¬ 
dard  service-level  agreements  in 
56  of  the  89  countries  served  by 
Equant’s  network. 

Observers  said  the  merger  is 
likely  to  close  quickly.  Although 
Qwest’s  stock  is  publicly  traded, 
the  company  is  majority-owned 
by  Philip  Anschutz,  a  railroad 
tycoon  who  retained  valuable 
rights  of  way  for  Qwest  when  he 
sold  Southern  Pacific  Co.  in  1996 
and  who  reportedly  pushed  for 
the  LCI  deal.  Likewise,  LCI’s 
stock  also  includes  large  share¬ 
holdings  by  investment  bankers 
who  financed  its  turnaround  in 
the  early  1990s  and  who  are  con¬ 
sidered  eager  for  a  final  payoff. 

In  addition,  antitrust  regula¬ 
tors  are  unlikely  to  get  involved 
because  LCI’s  market  share  is 
small  and  Qwest’s  practically 
nonexistent.  Instead,  regulators 
now  have  their  sights  trained  on 
WorldCom,  Inc.’s  buyout  of 
MCI,  ending  the  possibility  that 
those  carriers’  megadeal  will  be  a 
cakewalk  for  their  lawyers. 

All  those  factors  led  Qwest 
President  and  CEO  Nacchio  and 
LCI  Chairman  and  CEO  H. 


Brian  Thompson  last  week  to  say 
that  theirs  was  a  marriage  made 
in  heaven.  But  some  big  holes 
remain  in  the  merged  compa¬ 
ny’s  collection  of  network  assets 
before  it  can  make  a  play  for 
huge  contracts  with  most  enter¬ 
prise  networks,  particularly 
those  outside  LCI’s  traditional 
midwestern  and  mid-Atlantic 
customer  bases. 

The  most  notable  is  the  com¬ 
pany’s  lack  of  local  facilities. 
Unlike  some  other  new  carriers, 
Qwest’s  network  buildout  plan 
does  not  include  fiber  rings  in 
city  centers.  And  although  LCI 
owns  18  long-distance  switches 
from  Nortel  and  others,  it  owns 
only  one  local  telephone  switch, 
in  San  Antonio,  Texas,  obtained 
in  a  recent  acquisition. 

Instead,  LCI  has  attempted  to 
resell  local  lines  from  regional 
Bell  operating  companies.  It  has 
waged  an  extremely  aggressive 
legal  fight  against  the  RBOCs  led 
by  Anne  Bingaman,  the  former 
U.S.  assistant  attorney  general 
and  current  president  of  LCI’s 
local  division.® 

Get  more  information  online  at 
www.nwfusion.com 
DocFinder:  6220 
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Digital_Nervous_System: 


intelligent  evolution 


What  is  a  Digital  JNervous_System? 


In  the  beginning,  you  had  to  figure  out  how  to  make  a  bunch  of  disparate 
pieces  work  together. 

That  was  the  fun  and  the  challenge  and  the  job.  Making  parts  work  together. 
Making  technology  work. 

That’s  what  has  always  intrigued  and  challenged  us,  too.  Just  a  few  years 
ago,  it  was  a  breakthrough  to  be  able  to  drop  spreadsheet  figures  into  a 
Word  document.  Now,  with  the  explosion  of  the  Internet  and  advances  in 
chip  speed  and  software  functionality,  it’s  things  like  accessing  real-time 
figures  in  a  database  from  a  laptop  thousands  of  miles  away.  Or  doing 
collaborative  work  across  three  countries  via  an  intranet. 

The  time  has  come  when  you  can  build  pretty  much  any  kind  of  technology 
system  you  want,  to  do  anything  your  company  needs  to  do.  When  that 
technology  system  lets  everyone  in  your  company  harness  and  share 
information  freely,  we  call  it  a  Digital_Nervous_System. 

With  a  Digital_Nervous_System,  the  best  thinking  can  happen  at  all  levels. 
Data  becomes  knowledge.  And  knowledge  becomes  an  advantage. 

A  Digital_Nervous_System  relies  on  distributed  PCs  and  integrated  software 
to  make  information  flow  more  rich,  rapid  and  accurate,  it  helps  everyone 
act  faster  and  make  more  informed  decisions.  It  prepares  your  company 
to  react  to  unplanned  events,  it  helps  close  the  gap  between  your  company 
and  its  customers.  And  it  lets  people  focus  on  business,  not  technology. 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  BackOffice.  Windows,  Visual  Studio  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  In  the  United  States  and/or  other  countries. 


What’s  in  a  Digital_Nervous_System?  Up-to-date  PCs.  Universal  e-mail 
(encompassing  overseas  offices,  clients  and  vendors).  Common  productivity 
software  (word  processors,  spreadsheets,  etc.).  Business-specific 
applications  (either  off-the-shelf  or  custom-built).  And  integration  with 
the  Internet. 

You  may  have  most  or  all  of  these  things  now.  But  a  Digital_Nervous_System 
is  more  than  just  parts— it’s  how  these  parts  relate  to  each  other. 

How  they’re  integrated. 

And  at  its  heart  is  software  that  acts  alike,  works  alike,  thinks  alike. 

Naturally,  we  believe  our  software  provides  the  best  foundation  for  a 
Digital_Nervous_System.  We  built  Microsoft®  Windows®,  Office,  BackOffice® 
and  Visual  Studio™  from  the  ground  up  to  work  together  in  the  same  familiar 
way.  To  provide  the  greatest  level  of  software  integration  possible. 

They  also  work  with  an  industry’s  worth  of  applications,  so  incorporating 
new  software  solutions  is  easier.  Taking  advantage  of  hardware  advances 
is  easier,  too.  Integrating  Internet  capabilities  is  easier.  Managing  all  the 
pieces  is  easier.  Managing  change  is  easier. 

With  a  foundation  of  integrated  software,  it’s  easier  to  build  and  adapt 
a  Digital_Nervous_System  over  time  that  meets  your  company’s  unique 
needs.  You  dream  it  up.  You  tailor  it.  You  make  it  work. 


Where  do  you  want  to  go  today?® 


Microsoft* 

www.microsoft.com/dns/ 


LANNET 


If  you  work  in  a  company  that  simply  cannot  tolerate  one  second 
of  downtime,  you  should  switch  to  LANNET. 

Our  multilayer  Gigabit  Ethernet  and  ATM  switches,  with  the 
industry’s  most  resident  architecture,  are  clearly  in  a  league  of  their  own. 

It’s  just  one  of  the  many  reasons  why  LANNET  is  the  world’s 
#  1  Multilayer  switching  company. 

For  more  information  about  why  you  should  switch  to  LANNET,  contact 
LANNET  at  (888)  ETHERNET  or  visit  our  Web  site. 


LANNET 

A  Madge  Networks  Company 


Web  :  w.w.w.  Iannet.com 


Local  Networks 

Covering:  LAN  Hubs,  Switches  and  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 


Briefs 


In-Site 


■  Digital 
Equipment 
Corp.  this  week 
announced  a 
new  entry  into 
the  workgroup 
server  mar¬ 
ket  with  the 
Digital  Server 
500.  The  Win- 


Digital  Server  500 


dows  NT  box  runs  file  and  print, 
communications,  e-mail  and  Web 
applications.  It  holds  one  233- 
MHz  Pentium  chip,  and  has  three 
ISA  and  two  PCI  slots,  and  25.6G 
bytes  of  hard  drive.  The  Digital 
Server  500  is  shipping  now  and 
costs  SI, 099. 

©  Digital:  (800)  722-9332 


■  Transition  Networks  last 
week  announced  that  revenue 
from  its  conversion  technol¬ 
ogy  product  lines  grew  35%  in 
1997.  The  Minneapolis-based 
company  sells  products  that 
allow  copper  to  migrate  to  fiber 
cabling  across  many  networking 
protocols,  including  Ethernet, 
Fast  Ethernet,  FDDI,  ATM,  Token 
Ring  and  Gigabit  Ethernet.  Reve¬ 
nue  in  the  Fast  Ethernet  line  had 
the  highest  growth  —  720%. 

■  Novell,  Inc  .has  added  fiber 
distributed  data  interface 
support  to  ManageWise,  allow¬ 
ing  administrators  to  control 
NetWare  and  Windows  NT  clients 
and  servers  over  FDDI  networks. 
Beginning  this  month,  the  FDDI 
module  will  be  available  free  to 
ManageWise  2.5  users. 

©  Novell:  (800)  453-1267 


■  Seagate  Software,  Inc. 

has  a  new  client-side  data  pro¬ 
tection  component  for  Exec  for 
Windows  NT.  Client  Exec  is  soft¬ 
ware  that  transparently  backs 
up  Windows  95  and  NT  client 
data  to  an  NT  4. 0  server.  Admin¬ 
istrators  control  what  data  gets 
backed  up,  but  a  graphical  user 
interface  front  end  allows  end 
users  to  restore  data.  Client  Exec 
is  available  now  for  S695. 

©  Seagate:  (800)  327-2232 


Godzilla  movie  gobbles  LAN  bandwidth 


By  Ellen  Messmer 

and  Robin  Schreier-Hohman 

Santa  Monica,  Calif. 

A  new  generation  of  movie 
makers  is  creating  a  modern 
version  of  the  legendary  God¬ 
zilla,  and  to  do  it,  the  limits 
of  a  pretty  robust  LAN  are 
being  stretched. 

At  the  Centropolis  Effects, 
LLC  studio,  a  staff  of  50 
computer-based  artists  is  furi¬ 
ously  stitching  together  frame 
after  frame  of  high-resolution 
images  to  bring  the  timeless 
tale  of  Godzilla,  the  abused 
creature,  once  again  to  life. 

The  artists  have  tight  dead¬ 
lines  to  meet  for  the  movie’s 
planned  May  20  release. 
“We’re  creating  a  terabyte  of 
data  per  week,”  said  Centropo¬ 
lis’  MIS  Director  John  Duino. 
“The  main  thing  is  having 
enough  computing  resources 
to  render  out  the  images  —  the 
network  we  have  is  important.” 

Centropolis  essentially  has 
two  backbones,  one  High  Per¬ 
formance  Parallel  Interface 


(HIPPI)  and  one  Fast  Ethernet. 
The  HIPPI  backbone  has  two 
Essential  Communications’ 
EPS  16  switches.  The  EPS  16  is 
a  16-port  non-blocking,  cut- 
through,  cross¬ 
bar  switch  that 
allows  for  1 6 
simultaneous  full  duplex  con¬ 
nections  at  800M  bit/sec,  for  an 
aggregate  throughput  of  25.6G 
bit/sec  per  switch. 

For  the  Ethernet  backbone, 
Duino  uses  a  3Com  Corp. 
SuperStack  II  Desktop  switch, 
which  provides  24  10M  bit/sec 
ports  and  one  100M  bit/sec 
uplink.  Users  on  PCs  are  con¬ 
nected  to  thatbackbone. 

To  bring  higher  perfor¬ 
mance  to  the  desktop  without 
having  to  redesign  the  entire 
network,  Duino  decided  to 
replace  three  3Com  Super- 
Stack  II  Hub  100s,  which  each 
have  12  ports  of  100Base-TX. 
Since  each  is  essentially  a  hub 
and  repeater,  a  great  number  of 
collisions  were  being  experi¬ 
enced.  “100Base-T  is  a  garden 


hose  when  I  need  a  river,” 
Duino  said. 

He  replaced  the  Super- 
Stacks  with  ODS  Networks’ 
LANBlazer  7000,  which  is 
a  chassis-based 
high-speed 
switch.  He  has 
two  Fast  Ethernet  modules 
with  20  ports  each,  and  a 
management  module.  The 
LANBlazer  connects  to  an 
Origin  2000,  which  is  an 
extremely  fast  Silicon  Graphics, 
Inc.  (SGI)  server  that  pro¬ 
vides  Fast  Ethernet  and  HIPPI 
ports.  Using  this  setup,  Duino 
was  able  to  provide  a  transition 
from  the  Fast  Ethernet  desk¬ 
top  to  the  HIPPI  backbone  at  a 
low  cost.  Duino  estimates  the 
upgrade  cost  him  around 
$37,000,  and  said  ATM  would 
have  cost  $100,000  for  the 
switch  alone.  ATM  network 
interface  cards  still  sell  for  over 
$1,500. 

Each  digital  artist  uses  an 
SGI  workstation.  The  majority 
of  devices  have  HIPPI  and 


non-HIPPI  interfaces.  Ether¬ 
net  is  used  for  applications 
that  are  not  time-sensitive, 
such  as  e-mail,  and  HIPPI  is 
used  for  bandwidth-intensive 
development. 

The  live  shots  of  the  movie’s 
human  stars,  including  actor 
Matthew  Broderick,  were  done 
on  location  in  New  York.  The 
studio  artists  converted  these 
with  digital  format  film  scan¬ 
ners,  which  digitize  the  mate¬ 
rial,  and  film  recorders, 
which  turn  digital  video  back 
into  film. 

The  artists  at  the  SGI  desk¬ 
top  machines  then  blend  the 
animated  Godzilla  creature 
with  the  live  shots  from  New 
York,  Duino  said. 

With  the  river  of  data  pour¬ 
ing  across  the  LAN,  Duino  said 
he  has  to  carefully  monitor  the 
flow  to  prevent  congestion 
backups.  To  do  this,  he  uses  a 
product  called  Xni  from  Fast- 
lane  Software  Systems,  Inc.  to 
analyze,  monitor  and  record 
network  traffic.  ■ 


QUICK  TAKE:  FAST  LANs 


Here  are  the  facts;  you  decide  $3  000 
your  company’s  high-speed  future  $2 1000  h 


WHAT  IS  YOUR 
COMPANY’S  PLAN? 

According  to  a  1997 
Deloitte  &  Touche/ 
Network  World  study  of 
300  network  planners,  only 
16%  use  ATM  in  the  LAN 
and  only  10%  use  Gigabit 
Ethernet.  Out  of  the  31% 
surveyed  who  plan  ATM 
deployment,  41%  said  they 
would  alter  their  plans  if 
Gigabit  Ethernet  became  a 
viable  alternative. 


$1,000  hi 

Gigabit  Ethernet’s 
aggressive  pricing 

schedule  Backbone  ports 

$3,000  - 


1997 

1998 

1999 

2000 
2001 


Server  ports 


SOURCE:  MULTIMEDIA  RESEARCH  GROUP. 
SUNNYVALE.  CALIF. 


Network  interface 
cards 
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High-speed  LAN  ports  by  technology 
Fast  Ethernet 


(In  millions  of  units  shipped) 


1997 


1999 


2001 


1997  1999  2001 

Gigabit  Ethernet  R8B  622 M  bit/sec  ATM  SSSK 

155M  bit/sec  ATM  SSfiB  Fibre  Channel  SKSS 


SOURCE  ELECTRONIC  TREND  PUBLICATIONS.  SAN  JOSE.  CALIF. 
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0  titans  want  to  rule  workstations  too! 


By  Christine  Bums 

Seattle 

The  lords  of  the  Wintel  empire  con¬ 
tend  that  in  the  past  12  months  they  have 
fully  muscled  their  way  into  the  Unix- 


dominated  technical  workstation  market. 

Continuing  their  frontal  assault  on  this 
market,  Intel  Corp.  and  Microsoft  Corp. 
recently  announced  several  in¬ 
dustry  initiatives  geared  at  expanding 


their  workstation  presence. 

Together  the  two  companies  will  beef 
up  NT’s  ability  to  run  complex  graphics 
applications  with  support  for  a  new  ver¬ 
sion  of  the  Accelerated  Graphics  Port 


(AGP)  interface.  This  new  interface 
between  NT  and  the  underlying  Intel 
hardware,  called  AGP  Pro,  will  enable 
Wintel  workstations  to  improve  graphics 
delivery  fourfold,  according  to  Microsoft. 

Microsoft  and  Intel  will  work  on  better¬ 
ing  migration  and  interoperability  be¬ 
tween  NT  and  Unix  desktop  boxes  and 
boosting  the  number  of  native  NT  appli¬ 
cations  in  areas  such  as  mechanical  CAD 
and  financial  trading  and  analysis. 

NationsBanc-CRT,  a  Chicago-based 
trading  arm  of  NationsBanc  Montgomery 
Securities,  Inc.,  in  New  York,  has  standard¬ 
ized  on  NT  for  about  600  desktop 
machines.  However,  150  traders  still  have 
Unix  boxes  sitting  alongside  their  NT 
boxes  in  order  to  run  high-end  financial 
and  stock  tracking  applications. 

Consolidation  in  favor  of  NT  is  a  direc¬ 
tion  Rick  Shope,  manager  of  PC  technol¬ 
ogy  at  NationsBanc-CRT,  would  definitely 
like  to  go.  “But  I  have  to  be  able  to  assure 
those  guys  they  won’t  lose  access  to  neces¬ 
sary  applications  if  they  give  up  their  Unix 
machines,”  he  said,  adding  that  the  work¬ 
station  application  market  for  Unix  cur¬ 
rently  far  surpasses  that  for  NT. 

At  the  Workstation  Leadership  Forum 
held  here  earlier  this  month,  Intel  CEO 
Craig  Barrett  and  Microsoft  Chairman 
Bill  Gates  redoubled  efforts  to  convince 
independent  software  vendors  (ISV)  to 
invest  in  NT. 

The  two  announced  the  new  Migration 
Assistance  Program,  which  will  help  ISVs 
develop  applications  for  32-bit  Intel  sys¬ 
tems  running  NT.  The  program  also  will 
help  ISVs  work  toward  the  upcoming 
release  of  Intel’s  Merced  processor.  Mer¬ 
ced  is  to  be  the  first  in  Intel’s  64rbit  line 
and  is  expected  to  be  available  nextyear. 

ISVs  will  get  relevant  product  updates, 
discounted  developer  workstations,  on¬ 
site  consulting  services  and  briefings  on 
Intel’s  overall  64-bit  architecture,  and 
more  specifically,  the  Merced  chip. 

Gates  and  Barrett  pointed  to  several 
recent  studies  to  convince  the  300-odd 
ISVs  present  at  the  forum  that  NT  would 
be  worth  their  while.  The  studies  show 
that  low-cost  Pentium-based  machines 
preloaded  with  NT  are  gaining  ground  on 
the  Unix-RISC  combination,  which  can 
be  three  times  as  expensive. 

For  example,  Framingham,  Mass.- 
based  International  Data  Corp.  (IDC) 
said  sales  of  workstations  equipped  with 
NT  increased  more  than  70%  last  year. 
In  contrast,  Unix  workstation  sales 
dropped  by  7%.  IDC  said  Wintel  worksta¬ 
tions  for  the  first  time  outsold  their  Unix- 
based  counterparts,  at  1.3  million  vs. 
660,000  units.  ■ 

Get  more  online: 

•  More  details  from 
Microsoft 

•  An  overview  of  a  study 
that  shows  NT  workstations  outselling 
Unix  boxes 

•  Sun’s  explanation  of  why  Unix  is  still 

better  . , 


The  world  is  waiting.  From  here,  your  ships,  hundreds  of 


ships,  sail  to  Africa,  the  Middle  East,  Asia,  Latin  America 


the  United  States  and  Europe.  From  here,  you  must  follow 


them  every  step  of  the  way.  You  must  know  pickup  and 


locations,  precise  times  and  dates.  Your  consignment  and 


container  data  must  he  perfect,  your  logistics  network 


flawless.  The  world  is  waiting.  Will  you  deliver?  You  will  if 


your  network  is  EQUANT.  With  LAN  Access  Services  like 


Frame  Relay,  X.25  and  X.28  dial-up  and  IP-based  FreightNet. 


our  Network  Solutions  let  you  tap  into  225  countries  and 


territories.  Securely.  Instantaneously.  So  you  never  lose 


sight  of  your  cargo,  even  thousands  of  miles  away. 


All  because  we  own  and  operate  the  largest  private  network 


on  earth.  For  data,  voice,  video,  Internet  and  intranet, 


EQUANT  lias  your  world  covered 


o  Latitude 


www.equant.com 

Americas  +1  888  781  3100  Europe  +44  (0)  181  331  4000 
Asia  Pacific  +6b  332  9288 


Architect  of  Your  World  Communications 
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RED  WINDOWS 


Who’s  cooking  the  numbers? 


Of  you  were  asked,  “what  impact,  if 
any,  would  integrating  browser 
and  HTML  technology  into  the  operating 
system  have  on  end  users  and  the  applica¬ 
tions  they  can  work  with,”  howwouldyou 
answer?  Would  you  expect  a  positive 
impact,  a  negative  impact  or  none  at  all? 

In  a  recent  survey  conducted  for 
Microsoft  by  the  Telecommunications 
Research  Group,  83%  of  the  respondents 
said  there  would  be  a  positive  impact  on 
end  users.  If  you  agree,  please  drop  me  a 
note  explaining  these  positive  effects. 

Now  this  wasn’t  a  survey  of  end  users. 
Nor  was  it  a  survey  of  PC  administrators  or 
even  help  desk  personnel.  No,  it  was 
a  survey  of  independent  software 

vendors  (ISV) !  You  can  read  most  of 
the  story  at  www.microsoft.com/msdn/ 
news/ isvsurveyOl. 
htm,  but  keep  in  mind 
that  some  intriguing 
parts  are  left  out. 

See,  first  the  inter¬ 
viewer  had  respon¬ 
dents  read  “a  brief 

description  of  Micro¬ 
soft’s  reasons  for  inte- 
DaveKearns  grating  browser  tech¬ 
nology  into  its  Win¬ 
dows  family  of  operating  systems.”  Then 
they  were  asked  a  series  of  questions.  As  I 
envision  it,  the  survey  was  like  a  reading 
comprehension  test.  The  document  says 
something  like  “Integrating  browser 

technology  into  the  operating  system  will 
have  a  positive  impact  on  end  users 
because  .  .  .  .”  Later,  when  a  question  is 
asked,  respondents  recall  the  words  from 
the  document  rather  than  deciding  on 
their  own. 

I’ve  gone  into  all  this  just  to  remind 
you  that  any  survey  results  collected  on 
behalf  of  a  vendor  are  almost  hopelessly 
flawed  or  skewed  and,  as  a  result,  are  virtu¬ 
ally  worthless.  For  example,  in  the  study 
cited  above,  we’re  not  told  anything  about 
the  group  conducting  the  survey,  its  expe- 

Tip  of  the  week 

OK,  I  give  up.  Stop  sending  the  e-mail! 
Tip  of  the  week  will  NOT  be  discontinued  — 
it  will  be  here  in  Wired  Windows  every  week, 
just  like  it  always  has.  And  you  also  get  an 
additional  two  tips  in  the  Fusion  Focus  on 
NT  newsletter  (www.nwfusion.com/focus) 
every  week.  So  without  further  ado,  here ’s 
this  week ’s  tip: 

Microsoft  has  a  new  Web  site  devoted  to 
issues  and  products  of  interest  to  you  in 
Information  Technology.  Microsoft’s  IT 
Home  (www.microsoft.com/ITHome)  fea¬ 
tures  articles  and  other  resources  about 
issues  specific  to  your  needs,  such  as  total 
cost  of  ownership,  Year  2000  compliance, 
interoperability  and  more.  While  it  does 
have  a  decidedly  Microsoft  slant,  there  are 
quite  a few  gems  available. 


rience  orwhetherithas  ties  to  Microsoft. 

Further,  we’re  told  the  respondents 
were  200  randomly  selected  ISVs  drawn 


from  a  list  of  4,000  companies.  But  infor¬ 
mation  as  to  how  those  4,000  were  exactly 
chosen  isn’t  provided.  Could  it  be  that 
they’re  all  Microsoft  certified? 

It’s  not  just  Microsoft  that’s  at  fault. 
Most  vendors  in  our  industry  commission 
surveys  of  one  thing  or  another  from  time 
to  time.  Just  remember  to  look  past  the 
pretty  charts  and  glitzy  numbers  to  ana- 


We're 

building 

your 

Internet. 

At  PSINet,  we're  creating  new  services 
and  solutions  that  can  make  the  Internet 
yours.  Yours  to  help  you  cut  costs, 
increase  sales,  boost  productivity,  and 
improve  the  way  you  work.  All  so  you 
can  better  serve  your  customers  and 
gain  a  competitive  edge  in  your  market. 

If  the  Internet  is  critical  to  your  opera¬ 
tions,  call  us.  We're  the  clear  choice  for 
services  that  can  make  a  difference  for 
your  business. 


Your  Internet  Business  Partner 


1-800-341-6182  •  www.psi.ne 

North  America  •  Asia  Pacific  •  E  u 


lyze  the  who,  what  and  why  of  the  survey. 

Better  still,  rely  on  your  own  judgment 
and  that  of  people  you  trust  to  help  you 
form  opinions. 

Kearns,  a  farmer  network  administrator, 
is  a  freelance  writer  and  consultant  in 
Austin,  Texas.  He  can  be  reached  at  wired @ 
vquill.com. 


t/nw/build 

ope 
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Need  information  on  how  your  Frame  Relay  Network  is  performing?  Now  you  can  have  it  delivered  right  to  your 
desktop.  ADTRAN’s  new  IQ  View™,  Frame  Relay  management  software  and  the  IQ  family  of  DSU/CSUs,  allow 
you  to  monitor  the  performance  of  Frame  Relay  circuits  from  any  PC  or  SNMP  management  system.  Utilizing 
non-intrusive  in-band  management,  the  Windows  '95™  compatible  IQ  View™  software  provides  comprehensive 
real-time  measurement  of  each  PVC  for  T1/FT1  and  56/64  Kbps  Frame  Relay  circuits.  And  since  the  IQ  products 
are  based  on  SNMP  standards,  they  can  be  used  with  existing  SNMP  network  management  platforms  and  other 
trend  analysis  tools.  For  more  information  on  how  you  can  get  Frame  Relay  network  management  delivered  to 
your  desktop,  contact  us  at  1  800  9ADTRAN  or  visit  us  at  www.adtran.com. 
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Briefs 


■  Cisco  Systems,  Inc.  has 
unveiled  a  T-l  WAN  interface 

modu  le/or  its  1 600  and  3600 
routers.  The  WAN  module  fea¬ 
tures  an  integral  T-l  DSU/CSU, 
which  obviates  the  need  for  an 
external  DSU/CSU.  The  module 
supports  T-l  and  fractional  T-l 
service  in  increments  of  56K  and 
64K  bit/sec.  The  module  costs 
$1,000  and  is  available  now. 

©  Cisco:  (408)  526-4000 


Cisco’s  1600  router  is  getting  a 
T-l  WAN  interface  module. 


■  Sterling  Commerce,  Inc. 

recently  announced  new  elec¬ 
tronic  commerce  software, 

GENTRAN:  Basie  6.0  for  S/390 
and  MVS. 

The  product  lets  users  transmit 
electronic  approvals,  invoices 
and  financial  reports  online.  IT 
staff  also  can  manage  electronic 
commerce  activity  on  main¬ 
frames  with  tracking  and  audit¬ 
ing  tools,  Sterling  said. 

Price  varies  depending  on 
configuration. 

©  Sterling:  (800)  299-4041 

■  Compatible  Systems 
Corp.  last  week  said  it  has  com¬ 
pleted  the  design  of  two  multi¬ 
gigabit  switching  routers. 

The  VSR  product  family  in¬ 
cludes  two  models:  The  VSR-2 
supports  two  processor  cards, 
either  a  10M/100M  bit/sec  Ether¬ 
net  LAN  and  a  T-l  or  T-3  WAN 
port.  The  VSR-8  is  an  eight-slot 
chassis  that  houses  a  dual-pro¬ 
cessor  data  encryption  card,  two- 
port  10M/100M  bit/sec  Ethernet, 
eight-port  lOBase-T Ethernet, 
and  a  T-l  or  T-3  WAN. 

Both  routers  feature  integrated 
class  of  service  for  guaranteed 
bandwidth  and  reliability  of 
voice,  video  and  virtual  private 
network  applications. 

The  VSR-2  costs  $15,995  and 
will  ship  in  April.  The  VSR-8  will 
ship  in  August.  Pricing  has  not 
been  determined. 

©  Compatible:  ( 303)  444-9532 
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Covering:  TCP/IP  •  SNA  •  Network  Management 
Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Users  find  reporting  tools  indispensable 

Data  on  network  utilization,  capacity,  throughput  and  response  time  is  key  for  holding  providers  to  obligations. 


How  users  are  deploying  reporting  tools  for  service  management: 

User 

Product 

Use 

Arizona  State 
University 

Concord 

NetworkHealth 

Monitoring  ISP  service  levels  for  Internet 
access;  avoiding  service-level  agree¬ 
ments  through  proactive  LAN  monitoring 

Pacific  Bell 

Network 

Integration 

DeskTalk 

TrendSNMP 

Monitoring  frame  relay  burst  rates  and 
quality  of  service 

Intuit 

INS  EnterprisePRO 

Monitoring  network  utilization,  error 
conditions  and  frame  relay  committed 
information  rates 

By  Jim  Duffy 

As  users  evolve  from  network 
device  management  to  service- 
level  management,  they  are  rely¬ 
ing  on  network  reporting  tools 
to  keep  IT  and  service  providers 
honest. 

Products  and  services  from 
the  leading  vendors  —  Concord 
Communications  Corp.,  Desk- 
Talk  Systems,  Inc.,  International 
Network  Services  (INS)  and  Kas- 
pia  Systems  —  play  a  key  role  in 
helping  users  track  and  maintain 
network  service  levels.  The  abil¬ 
ity  of  these  products  to  display 
historical  and  trending  informa¬ 
tion  on  application  reponse  time 
helps  ensure  that  users  are  get¬ 
ting  enough  bang  for  the  band¬ 
width  buck. 

“As  we’ve  grown  [and]  as 
we’ve  not  gotten  any  more 
finances  from  the  state  to  hire 
more  staff,  have  we  become 

Get  more  online: 

•  A  look  at  how 
reporting  tools 
sometimes  don’t 
cure  management  woes 

•  Technical  overviews  of  the 
applications  mentioned  here 


more  dependent  on  [report¬ 
ing]?  Yes,”  said  Joe  Askins,  data 
communications  director  at  Ari¬ 
zona  State  University  (ASU),  in 
Tempe,  Ariz.  “It’s  the  only  way 
we’ve  been  able  to  survive  and 
keep  a  good  network  running 
and  keep  growing  it.  ” 

ASU’s  data  communications 
department  has  service-level 
agreements  (SLA)  with  four 
Internet  service  providers.  ASU 
uses  Concord’s  NetworkHealth 
reporting  tool  to  monitor  utiliza¬ 
tion,  bandwidth  capacity  and 
load  balancing  on  OC-3,  10M 
bit/sec  Ethernet  and  T-l  Inter¬ 
net  access  links,  and  on  frame 
relay  links  to  state  agencies. 

Conversely,  NetworkHealth 
helps  Askins’  group  avoid  SLAs 
with  its  customers,  which  include 
ASU  staffers  on  more  than  20 
Ethernetsegments.  “We’ve been 
able  to  see  problems  in  buildings 
or  on  floors  or  in  departments 
usually  before  they  get  too  seri¬ 
ous,”  Askins  said. 

Reporting  tools  have  become 
more  important  to  Pacific  Bell 
Network  Integration’s  (PBNI) 
ability  to  deliver  SLAs,  said  Brian 
Weir,  network  systems  consultant 
at  PBNI.  PBNI  uses  DeskTalk’s 
TrendSNMP  to  provide  perfor¬ 
mance  and  health  reports  on 
customer  networks. 


University  of  Kaspia  Network 

Kentucky  Audit 


With  TrendSNMP,  PBNI  can 
give  customers  performance 
data  on  circuits  and  termination 
equipment,  Weir  said.  On  frame 
relay  circuits  specifically,  PBNI 
now  can  show  customers 
whether  they  are  getting  the 
burst  rate  they  are  paying  for, 
Weirsaid. 

“From  a  service-level  per¬ 
spective,  we  can  give  [custom¬ 
ers]  information,  including  the 
quality  of  the  packets  going 
through  the  frame  switches, by 
measuring  discard-eligible  pack¬ 
ets,”  Weir  said.  “We  are  giving 
them  a  clear  picture  that  they  are 
getting  exactly  128K  [bit/sec] 


Correlating  device-specific  historical 
data  with  real-time  CiscoWorks  data  to 
predict  potential  outages 

plus  they  are  able  to  burst,  and 
the  quality  of  service  is  there.” 

Service-level  management 
has  not  yet  hit  financial  software 
developer  Intuit,  Inc.  But  the 
company  plans  to  move  in  that 
direction  within  the  next  two 
months,  said  Rick  Parkinson, 
network  manager  at  Intuit. 

When  Intuit  moves  to  service- 
level  management,  INS’  Enter- 
prisePro  software  and  services, 
which  the  company  currently 
uses,  will  play  an  integral  part. 
Intuit  is  using  EnterprisePro  for 
monitoring  and  reporting  net¬ 
work  utilization,  handling  capac- 
See  Report,  page  26 


WaiLAN  boosts  DSL  bandwidth 


By  Tim  Green 

San  Jose,  Calif. 

WaiLAN  Communications, 
Inc.  has  found  a  way  to  use  exist¬ 
ing  digital  subscriber  line  (DSL) 
technology  to  tie  buildings  in  a 
campus  together  at  7M  bit/sec 
over  regular  phone  lines. 

Dubbed  WaiDSL,  the  tech¬ 
nology  uses  the  same  wires  that 
would  be  used  for  a  two-way  1 .5M 
bit/sec  pipe  and  turns  them  into 
a  two-way  7M  bit/sec  link.  Based 
on  rate  adaptive  DSL  (RADSL), 
WaiDSL  works  on  lines  up  to 
2,000  feet  long  before  perfor¬ 
mance  drops  off,  the  company 
claimed.  RADSL  runs  over  a  reg¬ 
ular  phone  line  and  has  a  top 
speed  of  7M  bit/sec  in  one 


direction  and  about  1M  bit/sec 
in  the  other. 

To  use  WaiDSL,  users  buy  a 
pair  of  WaiDSL  modems 
and  attach  them  to  two 
copper  phone  lines.  The 
modems  come  in  two 
models,  Agate  800  and 
Agate  850  (see  graphic) . 

WaiDSL  is  designed  to 
provide  high-speed  links 
between  buildings  where 
fiber  is  not  available, 
according  to  Michael 
Sadetsky,  WaiLAN’s  mar¬ 
keting  manager.  That  was 
just  the  kind  of  connec¬ 
tion  Western  Kentucky 
University,  of  Bowling 
Green,  was  looking  for. 


Most  of  the  buildings  on  cam¬ 
pus  support  Ethernet  LANs 
and  routers  that  are  tied  to  an 
FDDI-based  fiber  ring,  said 
David  Beckley,  director  of  net¬ 
works  and  communications  for 


the  university. 

One  building  was  connected 
to  the  campus  net  via  a  T-l  link, 
but  the  building  needed  a  faster 
connection.  Beckley  took  the 
DSUs/CSUs  off  the  ends  of 
the  T-l,  which  provided  two 
high-quality  phone  lines,  and 
put  WaiDSL  modems  at  either 
end.  That  upgraded  the  link  to 
7M  bit/sec. 

He  tried  using  the  same 
method  to  connect  a  second 
building,  but  the  copper  wires 
running  to  it  were  poor,  and  he 
could  squeeze  only  1.5M  bit/sec 
out  of  the  connection. 

WaiLAN  is  working  on  new 
products  that  would  enable  ser¬ 
vice  providers  to  offer  WaiDSL, 
according  to  Sadetsky,  who  said 
he  could  not  elaborate. 

©WaiLAN:  (408)  452-8081 


DSL  FLAVOR  OF  THE  MONTH 

WaiLAN’s  WaiDSL  Agate  800  and  850: 


Support:  7M  bit/sec  in  both  directions 
Require: Two  plain  copper  phone  lines 
Connect:  Campus  LANs 
Cost:  Agate  800,  $2,499;  Agate  850,  $2,799 

Available:  Now 
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Xceilenet  adds  remote  management  software 


By  Tim  Greene 

Atlanta 

Xceilenet,  Inc.  last  week  introduced 
additions  to  its  RemoteWare  manage¬ 
ment  software  line  diat  make  it  easier  to 


keep  track  of  dial-up  remote  access  users. 

The  products  are  designed  to  control 
the  cost  of  maintaining  a  large  number  of 
remote  PCs.  A  study  by  International  Data 
Corp.,  a  research  firm  in  Framingham, 


Mass.,  showed  that  remote  clients  cost 
almost  60%  more  per  client  to  maintain 
than  LAN-based  computers.  The  same 
study  also  showed  that  the  number  of 
remote  users  will  hit  1 08  million  by  2002. 


The  information  age  is  all  about  the  power  to  do  more  in  less 
time.  It's  about  processing  information  and  making  critical 
decisions  almost  instantaneously.  >^-  For  a  national  air  traffic  control  system,  landing  planes  with  split-second  precision  is  how 
they  build  their  business.  It's  also  why  they  choose  Newbridge  Networks.  They  count  on  us  to  deliver  the  gigabytes  to  make  it 
happen,  Whatever  your  business,  our  networks  help  you  harness  the  power  of  information  and  find  new  opportunities  in  less 
time.  If  your  business  is  ready  to  make  every  second  count,  we're  ready  to  deliver. 
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Xceilenet  announced  three  new 
client/ server  software  modules  —  Inven¬ 
tory  Manager,  Backup  Manager  and  Anti¬ 
virus  Manager  —  that  add  new  functions 
to  its  flagship  RemoteWare  software.  All 
of  the  software  runs  on  Microsoft  Corp. 
Windows  95  and  IBM  OS/2  clients  and 
Windows  NT  or  OS/2  servers. 

Inventory  Manager  keeps  track  of  the 
hardware  and  software  each  client  has, 
and  checks  for  changes,  either  when  the 
remote  user  dials  in  or  by  prescheduled 
polling. 

Backup  Manager  stores  copies  of  des¬ 
ignated  files  on  a  centrally  located  server 
so  if  files  are  destroyed  or  corrupted,  they 
can  be  restored. 

Anti-virus  Manager  scans  files  being 
sent  across  the  dial-up  link.  When  it 
detects  a  virus  it  can  destroy  the  file,  hold 
it  or  isolate  it  in  a  separate  file.  Anti-virus 
Manager  is  based  on  software  from  Net¬ 
work  Associates,  Inc. 

The  RemoteWare  server  gathers  infor¬ 
mation  from  the  modules  when  the 
remote  users  call  in. 

Because  RemoteWare  supports  direct 
dial  up  or  access  from  the  Internet,  Gary 
Malhoit,  network  administrator  for  Olym¬ 
pian  Oil  Commercial  Fueling  Network, 
Inc.  (CFN),  in  San  Francisco,  expects  to 
save  a  lot  of  money  on  long-distance 
charges.  With  the  savings  on  long-dis¬ 
tance  fees  and  reduced  hours  required  to 
administer  the  remote  clients,  Malhoit 
expects  a  payback  on  the  cost  of  Remote- 
Ware  within  14  months. 

Xceilenet  also  announced  it  has  writ¬ 
ten  hooks  to  link  RemoteWare  with  TME 
10  from  IBM’s  Tivoli  Systems,  Inc.  That 
makes  it  easier  for  the  network  manager 
to  keep  track  of  LAN-based  and  remote 
users  from  a  single  screen. 

RemoteWare  costs  $375  per  client, 
plus  $50  to  $75  for  the  plug-in  modules.  A 
RemoteWare  server  license  costs  $5,500 
to  $33,000,  depending  on  the  number  of 
clients. 

©Xceilenet:  (770)  804-8100 
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ity  planning  and  error  conditions,  and  for 
comparing  frame  relay  circuit  utilization 
with  committed  information  rates,  Par¬ 
kinson  said. 

The  University  of  Kentucky  is  using 
Kaspia’s  Network  Audit  technology  for 
device-specific  reports  on  bandwidth  and 
CPU  utilization.  “When  we  got  into  some 
serious  service-level  management  con¬ 
tract  discussion  with  other  departments 
on  campus,  we  realized  that  we  need  to  be 
able  to  create  and  produce  reports  on 
equipment,’’  said  Doyle  Friskney,  direc¬ 
tor  of  communications  and  network  sys¬ 
tems  at  the  Lexington  school. 

The  university  then  correlates  the 
reported  data  and  trending  information 
with  data  from  Cisco  Systems,  Inc.’s 
CiscoWorks  to  predict  potential  prob¬ 
lems,  Friskney  said.  CiscoWorks  monitors 
devices  in  real  time,  and  Kaspia  is  useful 
for  historical  trending  analysis,  he  said.  ■ 
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WebFORCE®  Origin™  servers  from  Silicon 
Graphics. The  world’s  leading  Internet  solutions  for 
the  world’s  leading  Internet  Service  Providers.  Grow 
as  fast  as  the  Internet.  Host  more  customers  with 
less  overhead.  Do  it  all  while  spending  less  on  your 
Internet  server  infrastructure  and  reducing  system 
and  network  management  costs.  Only  WebFORCE 
Origin  servers  can  deliver  that  kind  of  world  record 
price/performance,  scalability,  and  bandwidth. 


Hiway Technologies,  home  to  over  50,000  Internet 
domains,  relies  upon  the  performance,  scalability  and 
reliability  of  WebFORCE  Origin  servers. 

Over  50  WebFORCE  Origin  servers  help  handle  more  than  900  million 
hits  per  month  with  greater  than  99.5%  uptime,  making  Hiway  the 
worldwide  leader  in  Web  hosting. 

If  you’re  serving  mail,  news,  commerce  transactions,  databases,  or  caching 
Web  content,  look  to  Origin  servers.  Join  the  over  500  ISPs  who  know  there 
is  no  better  foundation  available.  We  understand  your  business  and  have  the 
satisfied  customers  to  prove  it.  Remember,  the  Internet  is  booming. Your 
business  can  too,  with  Silicon  Graphics®  WebFORCE  Origin  Servers. 
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Inside  IBM’s  Network  Division 


here  to  stay  or  going  away? 


/  HS|  \  BM’s  Networking  Hardware  Division  has 
seen  better  days. 

\.  -  /  While  NHD  still  brings  in  plenty  of 

money  —  $2  billion  to  $4  billion  annually, 
according  to  sources  —  it  has  lost  the  cache  that 
competitors  such  as  3Com  Corp.,  Cisco  Systems, 

Inc.,  and  Bay  Networks,  Inc.  have  in  the  competitive 
network  arena. 

Detractors  say  rather  than  hitting  the  market  with 
new,  innovative  switching  products  or  trying  to 
anchor  TCP/IP  nets  with  some  new  whiz-bang  hard¬ 
ware,  NHD  has  rested  on  its  laurels,  content  to  rake 
in  maintenance  and  service  fees  from  its  SNA 
installed  base. 

It  also  has  not  helped  that  the  division  has  gone 
through  multiple  reorganizations  and  seen  some  of 
its  leading  executives  retire  or  move  on  in  the  past 
year.  Confronted  with  these  observations,  NHD  did 
not  comment. 

Lackluster  legacy 

Still  others  point  to  IBM’s  legacy  of  lackluster 
third-party  relationships  as  the  root  of  NHD ’s  prob¬ 
lems.  In  an  18-month  period  during  1996  and  1997, 
IBM  made  at  least  eight  major  corporate  acquisi¬ 
tions  and  partnerships.  These  include  relationships 
with  Xylan  Corp.,  Ipsilon  Networks,  Inc.  (now  owned 
by  Nokia),  Cascade  Communications  Corp.  and 
Sync  Research,  Inc. 

With  the  exception  of  Xylan,  which  through  its 
reseller  agreement  with  IBM  earned  NHD  about 
$48  million  last  year,  the  relationships  have  not 
amounted  to  much,  sources  say. 

Those  who  defend  IBM  say  the  company  has 
tried  to  be  leading-edge.  For  example,  IBM  took  a 
leadership  role  in  trying  to  bring  ATM  products  to 
market.  Its  Prizma  ATM  chip  has  enjoyed  some  suc¬ 
cess.  NHD  products  control  most  large  data  center 
operations,  where  some  40,000  front-end  processors 
still  handle  access  to  the  big  glass  houses.  Some 
Cisco  executives  would  give  their  right  arms  to  have 
a  quarter  of  that  business. 

So  the  question  remains:  Will  IBM  let  NHD  live 
off  its  past  SNA  success,  cut  it  loose  to  the  highest 
bidder  or  try  to  revitalize  it? 

Some  say  IBM  should  take  the  SNA  money  and 
run  with  it,  possibly  making  it  a  separate  unit  of 
NHD. 

Never  underestimate  the  value  of  legacy  hard¬ 
ware,  says  Robin  Layland,  principal  at  Hartford, 
Conn.-based  Layland  Consulting.  “Overall  they’re 
not  doing  that  bad  when  they’ve  got  cash  cows 
[SNA  products  and  services]  that  aren’t  going  away 
anytime  soon.” 

“There  are  still  a  lot  of  people  running  their  mis¬ 
sion-critical  stuff  on  SNA,”  adds  Steve  Joyce,  an  ex- 
IBM  employee,  now  vice  president  of  marketing  for 
Ganymede  Software,  Inc.,  a  software  development 
firm  in  Morrisville,  N.C. 


By  Marc  S  o  n  g i  n  i 


“If  you  look  at  what  they’ve  done  recently,  they’ve 
had  some  good  successes,”  Joyce  says.  “The  2216 
router  is  selling  like  popcorn.  In  other  fields,  like 
the  Ethernet,  IBM  is  not  a  player.” 

But  for  some,  IBM  is  still  more  than  a  player. 

“At  our  place  we  think  of  IBM  first  when  we  think 
of  networking  products,”  says  Dave  Hansen,  IT 
manager  of  Avenor,  Inc.’s  mill  complex,  located  in 
Thunder  Bay,  Ontario.  Avenor  is  a  pulp  and  paper 
manufacturer. 

Hansen  says  he  has  been  impressed  by  NHD’s  ser¬ 


vice  department,  which  answered  questions  not  only 
about  IBM  products,  but  also  about  Digital  Equip¬ 
ment  Corp.  products  he  had  installed. 

For  the  future,  Hansen  would  like  to  see  IBM  fur¬ 
ther  integrate  its  and  other  vendors’  network  prod¬ 
ucts  with  the  mainframe. 

Lead  or  be  lead 

NHD  has  its  work  cut  out  for  it  no  matter  what 
it  does. 


IBM  CEO  Louis  Gerstner  has  made  it  no  secret 
that  he  wants  IBM  to  be  a  network  leader,  espe¬ 
cially  in  the  Internet  arena.  But  sources  say  he 
has  shown  little  tolerance  for  NHD’s  seeming 
lack  of  success. 

There  have  been  reports  that  IBM  corporate  is 
looking  to  buy  a  company,  such  as  Xylan  Corp.  or 
3Com  Corp.,  to  try  to  revitalize  NHD.  Again,  IBM 
did  not  comment  on  these  rumors. 

It  is  also  not  lost  on  many  observers  that  NHD’s 
fate  may  be  out  of  its  own  hands.  Its  future  ulti¬ 
mately  may  be  decided  by  bean  counters  in 
Armonk,  N.Y.,  rather  than  executives  in  Raleigh, 
N.C.,  the  division’s  headquarters. 

However,  if  Gerstner’s  regime  wanted  to  dump 
NHD,  its  recent  move  to  place  James  Vanderslice  at 
the  helm  of  the  division  would  not  make  sense,  says 
Frank  Dzubeck,  president  of  the  Washington,  D.C.- 
based  consultancy  Communications  Network 
Architects,  Inc.  Vanderslice  is  known  inside  IBM  as 
a  turnaround  master  who  has  had  notable  success 
revamping  IBM’s  printer  and  storage  divisions. 

Moreover,  Vanderslice ’s  predecessor,  Rick  McGee, 
has  moved  to  IBM  corporate,  where  he  can  advo¬ 
cate  for  NHD. 

Other  changes  have  affected  NHD  as  well.  The 
division’s  loss  of  revenue  also  is  due  to  the  fact  that 
in  the  past  several  years,  IBM  corporate  has 
removed  some  big-ticket  items  from  NHD’s  purview, 
Dzubeck  points  out.  The  Networking  Software 
Division  is  a  separate  entity  now,  and  product  lines 
such  as  MQSeries,  CICS  and  NetView  have  been 
moved  away  from  NHD.  So  the  apparent  decline  in 
revenue  can  be  misleading,  Dzubeck  says. 

Still,  not  everyone  is  convinced  NHD’s  problems 
can  be  overcome. 

“If  the  networking  game  is  five-stud  poker,  and 
I’m  IBM,  then  I’m  at  the  table  with  a  lot  of  chips 
but  don’t  know  how  to  play  the  game,”  says  Nick 
Francis,  a  former  NHD  and  Cisco  executive  and 
currently  a  principal  at  Madison  Group,  a  consul¬ 
tancy  in  Cary,  N.C. 

It’s  good  to  be  king 

“Everybody  wants  to  be  the  leader,”  Layland  says. 
“Does  NHD  have  a  chance  now  of  being  the  leader 
in  networking?  There’s  not  a  good  chance.”  The 
company  should  de-emphasize  ATM  and  think  of 
investing  in  a  Gigabit  Ethernet  company  instead, 
he  says. 

“What  I  think  NHD  [should]  do  is  recognize  that 
networking  hardware  is  not  their  strong  point,” 
Francis  says.  “Too  much  has  been  lost  for  them  to 
gain  the  position  they  had  before.  What  they  should 
do  is  embrace  [electronic]-commerce  and  take  the 
resources  and  products  they  have  and  direct  them 
to  benefit  the  service  part  of  IBM.  .  .  .  NHD  should 
change  its  name  and  become  a  resources  arm  of  the 
services  group.”  ■ 
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THERE  ARE  LOTS  OF  WAYS 
FOR  YOUR  BUSINESS 
TO  ENTER  THE  INTERNET 
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The  promise  of  networked  commerce.  Stronger 
customer  relationships.  The  ability  to  rapidly 
respond  to  a  constantly  changing  marketplace. 

Where  there’s  a  reason  to  put  your  business 
on  the  Internet,  there’s  a  reason  to  rely  on 
the  expertise,  strength  and  security  of  Cisco 
Systems  -  the  company  that  brought  the 
Internet  to  business. 

Look  for  the  Cisco  Powered  Network™ 
mark.  It  means  your  network  service  provider 
uses  Cisco  equipment  -  the  common  platform 
that  lets  your  network  work  with  any  other 
network  on  the  planet. 

Which  is  why  Cisco  Powered  Network 
service  providers  are  uniquely  equipped 
to  make  the  Internet  work  for  you,  whether 
it’s  Internet  access,  ATM,  frame  relay  or  other 
data  services. 

To  find  out  more,  visit  our  website  at 
www.cisco.com.  And  let  a  Cisco  Powered 
Network  service  provider  open  up  the  Internet 
for  your  business. 


©1998  Cisco  Systems,  Inc.  All  rights  reserved. 
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ernet  Access  FREE  with  the 
biggest  ISP  you  never  heard  of. 


Theory: 

When  your  budget’s  on  the 
line,  your  ISP  should  be  big 
enough  to  help  you  keep 
your  balance. 


Introducing  Applied 
ProfitProtection ,™ 

Intriguing,  but  what’s  the  catch? 

No  catch.  Sign  us  on  for  just  one  year  before  May  1 5  and 
you  get  3  FREE  months  of  Internet  access  in  your  company's 
fourth  quarter.  The  bigger  you  are  the  more  you  save. 

Because  if  you  use  one  T3  you  can  add  up  to  $80,000 

to  vour  bottom  line. 

Why  the  offer? 

One:  We’re  more  than  pipes,  we're  Internet  partners  and  we 
want  you  to  know  we  think  about  your  bottom  line  just  like 
you  do. 

Two:  Once  you  use  us,  you'll  stick  with  us.  Everyone  else 
does.  97%  of  our  clients  STAY  WITH  US!  So  with  this  offer, 
you  win,  we  win. 


What  do  we  know  about  the  Internet? 

Of  the  4,000-some  ISP’s,  we  are  one  of  the  handful  that 
actually  created  the  Internet.  Hey,  we  put  Kodak,  Corning,  and 
the  U.S.  Department  of  Labor  on  the  Internet,  we  put  in  the 
super  computer  center  at  Cornell,  we  plugged  in  Rockefeller 
University,  Memorial  Sloan  Kettering,  the  Cornell  Medical 
Center,  and  many,  many  more.  And  now,  we’re  also  helping  to 
invent  Internet  2,  so  stay  tuned. 

Did  you  say  100%  Backbone  Uptime  for  the  past  26  months? 

We  started  emphasizing  100%  reliability  five  years  before 
the  word  “Internet”  made  it  to  the  front  pages  of  the  Times 
and  Wall  Street  Journal.  Our  advanced  equipment  can  moni¬ 
tor  your  system  so  well,  we  find  potential  problems  BEFORE 
they  occur.  In  fact,  we  even  post  your  bandwidth  utilization 
right  on  the  net  for  you  to  monitor  yourself.  Check  out  a 
sample  right  now  at  networkutilization.com.  It’s  no  accident 
we've  had  100%  backbone  uptime  for  the  last  26  months. 


But  are  we  good? 

Actually,  we're  great.  If  you  use  the  Internet,  you've  probably 
used  us  and  didn't  even  know  it.  We're  the  largest  ISP  in  New 
York.  From  dial-up  to  high  speed  access  of  up  to  1 55 
million  bits  per  second,  we  probably  have  the  highest 
percentage  of  high  speed  users  of  any  company  in  the  world. 
Users  who  demand  the  best  service  possible. 
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What  about  those  phone  company  deals? 

We  are  all  internet  and  only  Internet.  Your  phone  company  is 
chasing  every  business  under  the  sun  and  thinks  because  it 
can  plug  you  in,  it’s  an  ISP.  Uh-uh. Takes  a  lot  more  than 
that!  We  give  you  the  Internet  service  your  phone  company 
can't.  Our  average  time  for  answering  a  call  is  6  seconds, 
AND  you  get  a  live  person  who  can  solve  your  problem,  not 
an  answering  machine. Try  calling  your  phone  company. 


Applies  to  AppliedTheory  port  charges  only.  Cannot  be  combined  with  any  other  special  price  program. 


What  about  those  local  discount  deals? 

Don't  fall  for  a  bargain  basement  deal.  Those  little 
companies  are  cutting  overhead  by  hanging  onto  old  equip¬ 
ment,  farming  out  services  they  should  do  themselves  and 
going  to  sleep  at  night.  We  ARE  Internet  service  with  over 
130  professionals  backing  up  your  system  with  24-hour  a 
day  high-end  response.  When  your  local  is  sleeping,  WE'RE 
monitoring  your  system. 

A  better  bottom  line  in  the  end! 

With  AppliedTheory,  you  get  the  best  service  and  the  best 
price.  Because  new  customers  who  sign  up  before  May  15 
get  three  FREE  months  of  access  applied  to  their  4th  quarter. 
And  a  better  bottom  line.  Now  isn’t  that  a  nice  bonus? 


Hit  profitprotection.com  or  call 

1-800-658-8587 


Call  now  and  see  your 

Net  Potential.  Realized. 
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Briefs 


■  The  number  of  frame  relay 

ports  in  service  will  continue  to 
boom,  with  an  expected  increase 
from  269,591  in  1997  to 
485,823  in  1998,  according  to 
preliminary  results  from  the  Dis¬ 
tributed  Networking  consultancy. 
A  survey  by  Distributed  Network¬ 
ing  said  the  number  of  companies 
using  frame  relay  also  will 
increase  over  the  same  period 
from  25,559  to  39,575.  The  survey 
polled  19 frame  relay  carriers  rep¬ 
resenting  a  roughly  equal  mix  of 
local,  long-haul  and  international 
carriers. 

More  results  can  be  found 
online  at  www.webtorials.com. 

MFive  hotels  are  in  the  process  of 

testing  IPORT,  a  high-speed 
Internet  access  service  backed  by 

Microsoft  Corp.,  Atcon/lnfo, 
Inc.  and  CGX  Communications, 
Inc.  The  IPORT  trial  service,  an¬ 
nounced  earlier  this  month,  will 
let  business  travelers  access  their 
e-mail,  corporate  networks  and 
the  Internet from  a  hotel  or  meet¬ 
ing  room  using  a  preconfigured 
laptop.  The  system  is  based  on 
Microsoft ’s  BackOffice  software 
and  CGX’s  dedicated  Internet 
access  services.  IPORT  is  expected 
to  be  available  by  midyear,  but 
pricing  is  not  yet  available. 

■  Web  hosting  service  providers 

Hiway  Technologies,  Inc.  and 
Best  Internet  Communica¬ 
tions,  Inc.  last  week  announced 
their  plans  to  merge.  Both  compa¬ 
nies  offer  Web  hosting  ser¬ 
vices  based  on  Unix  platform 
servers  to  more  than  80,000  cus¬ 
tomers  combined. 

■  Gemini  Submarine  Cable 

System,  Ltd.,  a  joint  venture  be¬ 
tween  WorldCom,  Inc.  and  U.K- 
based  Cable  &  Wireless,  Ltd., 

opened  for  business  earlier 
this  month.  The  system  carries 
60G  bit/sec  of  t  raffic.  Officials  said 
the  capacity  would  help  foreign 
users  access  U.S. -based  intranets 
and  corporate  trading  partners. 
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Where  have  all  the  area  code  numbers  gone? 

New  report  argues  area  code  splits  are  unnecessary  if  carriers  quit  wasting  numbers. 


By  David  Rohde 

Washington,  D.  C. 

Quick:  Name  the  reason  why 
we  keep  running  out  of  tele¬ 
phone  numbers  and  have  to  cre¬ 
ate  new  weird-looking  area 
codes. 

If  you  answered  “because  of 
the  growth  of  modems,  faxes, 
cell  phones  and  data  lines,” 
you’re  wrong.  But  don’t  worry: 
That’s  what  almost  everyone  else 
thinks,  too. 

A  new  report  indicates  that 
carrier  mismanagement  of  num¬ 
bers,  not  voracious  user  appetite 
for  new  voice  and  data  lines,  is 
to  blame  for  repeated  area 
code  splits. 

In  the  report  “Where  Have 
All  the  Numbers  Gone?”  author 
Lee  Selwyn,  president  of  the  Bos¬ 
ton  research  firm  Economics 
and  Technology,  Inc.,  argues 


that  the  telephone  industry  is 
wasting  hundreds  of  millions  of 
unused  numbers  because  of  old- 
fashioned  policies  that  slice  local 
calling  areas  into  distinct  geo¬ 
graphical  exchanges. 

Selwyn  said  the  195  area 

AREA  CODE  EXPLOSION 

Most  new  U.S.  area  codes 
have  gone  into  effect  in 
just  the  past  three  years: 

"■Includes  area  codes 
currently  being  phased  in 

SOURCE:  ECONOMICS  AND  TECHNOLOGY,  BOSTON 

codes  now  assigned  in  the  U.S. 
provide  a  capacity  of  more  than 
1.5  billion  numbers  —  many 
more  than  the  country  needs. 

The  Ad  Hoc  Telecommunica¬ 
tions  Users  Committee  and  the 


International  Communications 
Association  user  groups  commis¬ 
sioned  Selwyn ’s  report.  Both 
groups  called  on  local  carriers 
and  the  Federal  Communica¬ 
tions  Commission  to  revisit  their 
numbering  policies. 


“The  usual  reason  given,  the 
reason  that  most  of  us  tend  to 
accept  for  the  proliferation  of 
area  codes,  is  that  we  are  all  to 
blame,”  said  James  Blaszak, 
counsel  to  the  Ad  Hoc  commit- 


1961  to  1994  1995  to  present 


WorldCom  sorts  out  its  Internet  assets 


By  Denise  Pappalardo 

Looking  to  get  all  of  its  Inter¬ 
net  service  ducks  in  a  row,  World¬ 
Com,  Inc.  recendy  revealed  a 


WorldCom’s  internet  mixing  bowl 


WorldCom  is  dividing  its  ANS  Communica¬ 
tions,  CompuServe  Network  Services  (CNS), 
UUNET  Technologies,  GridNet  International 
and  Internet  services  into  two  divisions: 


Value-added  services 

Lead  management:  Peter  VanCamp, 
president  of  CNS 

Service  offerings: 

ANS’  Virtual  Private  Data  Networking 
CNS’  Intranet  Security  Frame-Net  Firewall 
Grid  VPN/Intranet  Service 
UUNET’s  ExtraLink 

Basic  Internet  services 

Lead  management:  Mark  Spagnolo, 
president  and  COO  of  UUNET 


plan  to  reorganize  its  four  Inter¬ 
net  subsidiaries  into  two  busi¬ 
ness  groups. 

Reorganizing  the  subsidiaries 
is  the  first  of  two  steps 
being  taken  by  World¬ 
Com  to  integrate  its 
recently  acquired  Com¬ 
puServe  Network  Ser¬ 
vices  (CNS)  and  ANS 
Communicadons  busi¬ 
nesses  with  its  UUNET 
Technologies,  Inc.  and 
GridNet  International 
companies.  WorldCom’s 
next  step  will  be  to  inte¬ 
grate  its  subsidiaries’ 
physical  networks. 

The  reorganization’s 
goal  is  to  gather  similar 
services  under  one  man¬ 
agement  team,  accord¬ 
ing  to  John  Sidgmore, 
UUNET’s  CEO  and 
WorldCom’s  chief  oper¬ 
ating  officer  (COO). 
WorldCom  may  have 
three  or  four  versions  of 
certain  offerings  under 
the  plan,  but  the  com¬ 
pany  has  no  immediate 
plans  to  eliminate 
redundant  services. 


One  new  business  unit  will 
include  basic  Internet  services 
while  the  other  will  include 
value-added  netservices. 

Mark  Spagnolo,  UUNET’s 
president  and  COO,  will  lead  the 
basic  Internetservices  group. 

“This  group  will  concenuate 
on  UUNET’s  traditional  services 
coupled  with  telephony  ser¬ 
vices,”  Sidgmore  said.  IP  fax 
and  voice  services  will  also  be 
included  in  the  basic  Internet 
services  group. 

The  value-added  services 
group  will  be  run  by  CNS  Presi¬ 
dent  Peter  VanCamp. 

Most  of  CompuServe’s  and 
GridNet’s  services  will  fall  into 
the  value-added  division,  while 
UUNET’s  and  ANS  Communi¬ 
cations’  service  offerings  will  be 
divided  between  the  two  groups. 

WorldCom  doesn’t  expect  to 
start  integrating  its  Internet  sub¬ 
sidiaries’  disparate  physical  net¬ 
works  until  year-end.  The  com¬ 
pany  faces  numerous  chal¬ 
lenges,  including  finding  net 
equipment  that  can  scale  up  far 
enough  to  support  massive  traf¬ 
fic,  and  blending  four  networks 
based  on  different  net  gear.  ■ 


Service  offerings: 

ANS’  Internet  Connection  Services 
CNS'  Dedicated  and  Dial-up  Internet  Access 
GridNet  X.25 

UUNET’s  Wholesale  Services 


tee.  “But  now  there  are  five  tele¬ 
phone  numbers  available  for 
every  person  in  the  U.S.” 

One  big  problem,  Selwyn 
said,  is  that  local  earners  con¬ 
tinue  to  assign  an  exchange,  a 
block  of  10,000  numbers 
defined  by  an  area  code  and  the 
following  three  digits,  to  each 
local  “rating  area.”  A  rating  area 
is  a  small  community  used  to  fix  a 
geographic  location  in  order  to 
calculate  precise  distances 
between  any  two  points. 

Each  time  a  competitive  local 
exchange  carrier  (CLEC)  enters 
a  market,  it  must  apply  for  its 
own  exchanges  in  each  rating 
area,  even  if  it  installs  only  one 
high-capacity  switch  to  serve  an 
entire  metropolitan  area,  Selwyn 
said.  As  a  result,  a  CLEC  may  take 
up  10,000  numbers  in  one  part 
of  a  metro  area  but  only  have  cus¬ 
tomers  for  500  of  them. 

Selwyn  suggested  four  poten¬ 
tial  solutions: 

•  Local  carriers  should  imple¬ 
ment  “number  pooling,”  in 
which  exchanges  are  broken 
into  blocks  of  100  and  1,000  for 
assignment  to  different  carriers. 

•  Local  carriers  should  con¬ 
solidate  rating  areas.  Those  that 
charge  local  tolls  by  the  mile 
should  consider  revising  their 
tariffs  to  make  up  the  revenue 
elsewhere. 

•  The  FCC  should  drop  a 
1995  policy  prohibiting  the  use 
of  special  area  codes  for  mobile 
wireless  sendees. 

•  Carriers  should  conduct 
rigorous  number  utilization 
audits  and  levy  penalties  for 
number  hoarding.  II 


Get  more  online: 


@  A  look  at  how  Texas 
is  trying  to  slow  the 
demand  for  new  area  codes 


9  An  overview  of  a  number- 
pooling  pian  in  Illinois 


9  A  case  study  about  how 
Massachusetts  chose 
geography-based  area  codes 
instead  of  overlays 
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_ Carriers  &  ISPs _ 

Si  let  becoming  one-stop  shop  for  ’Net,  data  and  voice  services 


8y  Denise  Pappalardo 

Herndon,  Va. 

Can  PSINet,  Inc.  have  its  cake  and  eat 
it,  too? 

After  establishing  its  telecommunica¬ 


tions  division  last  month,  PSINet  started 
putting  pieces  in  place  that  will  let  the 
Internet  service  provider  buy  network 
capacity  from  local  exchange  carriers  and 
sell  data  services  overseas. 


That  means  PSINet’s  fiber  assets  will 
enable  the  ISP  to  offer  users  a  single  dedi¬ 
cated  connection  for  Internet  access, 
frame  relay  and  voice  calls.  Today,  only 
two  providers,  WorldCom,  Inc.  and  Tele¬ 


port  Communications  Group,  Inc.,  offer 
such  a  service  nationwide,  through  their 
ISP  subsidiaries. 

While  other  ISPs  can  offer  similar  ser¬ 
vices  to  business  users,  PSINet’s  approach 
differs  from  most,  if  not  all, 
of  its  traditional  competitors.  UUNET 
Technologies,  Inc.,  GTE  Internetworking 
and  TCG  CerfNet  offer  integrated  Inter¬ 
net  access,  data  and  voice  services,  but 
none  could  do  so  until  they  were 
purchased  by  a  telecommunications  ser¬ 
vice  provider. 

PSINet  Telecom,  PSINet’s  wholly 
owned  subsidiary,  is  a  regulated  busi¬ 
ness  that  will  require  federal,  state  and 
even  European  approval  to  offer  cer¬ 
tain  services. 

For  example,  PSINet  Telecom  has  the 
ability  to  go  to  each  state  public  utility 
commission  to  be  granted  competitive 
local  exchange  carrier  (CLEC)  status, 
said  Eric  Paulak,  an  analyst  at  the  Gartner 
Group,  Inc.,  a  Stamford,  Conn.-based 
consulting  firm. 
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Saving  money 

CLEC  status  will  let  PSINet  buy 
capacity  from  incumbent  LECs  and 
offer  business  users  a  local  and  long¬ 
distance  service  package  that  will  save 
them  money,  Paulak  said.  PSINet  Tele¬ 
com  will  be  able  to  get  T-l  local-loop 
access  for  a  lower  price  than  any  unregu¬ 
lated  ISP. 

“This  is  not  PSINet  trying  to  become  a 
phone  company,  but  it’s  PSINet  trying  to 
offer  customers  local,  long-distance  and 
international  services  without  dragging 
its  unregulated  business  into  the  mess,” 
Paulak  said. 

PSINet  also  confirmed  that  it  is  buying 
capacity  on  a  trans-Atlantic  cable  that  will 
carry  what  regulators  consider  “basic  data 
service”  from  the  U.S.  to  Europe  and 
the  U.K. 

The  Federal  Communications  Com¬ 
mission  last  month  granted  PSINet  a  214 
license,  which  lets  the  ISP  offer  data  ser¬ 
vices  overseas,  said  Pete  Wills,  chief  oper¬ 
ating  officer  at  PSINet. 

Although  a  214  license  isn’t  neces¬ 
sary  to  offer  Internet  access  services,  a 
license  is  needed  to  resell  common  carri¬ 
ers’  voice  or  data  services,  which  is  exactly 
what  PSINet  can  do  through  its  agree¬ 
ment  with  IXC  Communications  (NW, 
Feb.  9,  page  6). 

PSINet  recently  finalized  a  deal  with 
IXC  that  essentially  gives  the  ISP  10,000 
route  fiber  miles  of  IXC’s  OC-48  net¬ 
work  and  IXC  a  20%  stake  in  PSINet. 
The  agreement  also  stipulates  that 
each  provider  can  resell  the  other’s  ser¬ 
vice  offerings. 

While  PSINet  will  be  “in  the  near 
future  revealing  strategies,  plans  and 
products  [regarding]  voice  over  the 
Internet,  we  don’t  plan  on  being  in 
the  same  business  as  the  telephone  com¬ 
panies.  We  are  an  Internet  company,” 
Wills  said.  ■ 
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(Uninterruptible  power  solutions!  For  an  on-iine  ups  that 

provides  clean,  consistent  power,  pick  up  a  Powerware®  Prestige  from 
Exide  Electronics.  Its  unique  design  protects  critical  workstations  and 
network  devices.  Along  with  OnliNet®  power  management  software,  it 
enables  sophisticated  network  communication  and  control.  And  its  wide  input 
voltage  range  saves  batteries  for  when  you  need  them — during  an  extended 
power  outage.  So  accept  no  substitutes,  get  genuine  power  protection  today. 

Within  the  Americas:  1-800-554-3448,  ext.  762,  or  +1-919-870-3403 
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ithout  question,  the  introduction  of  High  Speed  Token  Ring  is  the 
most  significant  development  for  Token  Ring  customers  in  a  decade.  This 
advancement  revitalizes  Token  Ring  as  a  strategic  technology  on  a  par  with 
ATM  and  Gigabit  Ethernet.  In  fact,  the  unique  architectural  characteristics 
of  Token  Ring  will  likely  make  it  more  effective  than  Ethernet  at  speeds  of 
lOOMbit/s,  1  Gigabit,  and  higher.  And,  the  entire  industry  is  united 
behind  a  single  IEEE  standard  for  High  Speed  Token  Ring. 

Now  that  the  industry’s  leading  networking  providers  have  announced 
they  will  ship  High  Speed  Token  Ring  products  later  this  year,  users  need 
to  make  plans  for  the  implementation  of  this  turbo  charged  upgrade  to 
their  existing  Token  Ring  nets.  Large  frame  sizes,  native  prioritization, 
and  multiple  active  paths  between  switches  are  among  the  key  attributes 
that  Token  Ring  brings  to  the  table.  Token  Ring  users  can  now  plan  to 
scale  their  networks  up  to  100  Mbit/s  and  Gigabit  speeds  without 
sacrificing  these  attributes. 

Join  industry  gurus  Kevin  Tolly,  president  of  The  Tolly  Group  and 
John  Gallant,  Editor  in  Chief  of  Network  World  in  a  unique  interactive 
event  that  will  examine  High  Speed  Token  Ring  and  the  issues 
surrounding  this  exciting  new  LAN  technology.  Plan  now  to  attend  this 
FREE  SEMINAR  and  learn  how  High  Speed  Token  Ring  can  boost  your 
network  bandwidth. 

BENEFITS  OF  ATTENDING... 

Discover  how  to  leverage  existing  investments  in 
Token  Ring  technology. 

Investigate  network  design  options  for  integrating  High  Speed 
Token  Ring  in  your  enterprise  network. 

Understand  the  role  of  Fast  Ethernet  and  Gigabit  Ethernet  in 
heterogeneous  networks  with  High  Speed  Token  Ring. 

Probe  top  vendor  strategists  on  plans  for  product  rollout, 
feature  sets,  and  product  support. 

Learn  how  High  Speed  Token  Ring  and  ATM  compliment 
each  other  in  the  Enterprise. 

Learn  how  unique  architectural  characteristics  of  Token  Ring 
provide  tangible  benefits  when  scaling  to  gigabit  speeds. 


SEMINAR  AGENDA... 


8:00  -  9:00  Registration  &  Continental  Breakfast 

9:00  -  9:30  segment  i  •  Level  Set 
9:30  -  10:30  segment  2  •  The  Decision  Drivers 

1 0:30  —  11 :00  Break  &  Product  Information 

11:00  - 1 2:1 5  segment  3  •  High  Speed  Token  Ring  Strategies 

12:15-1:30  Complimentary  Lunch 

1 :30  -  3:00  segment  4  •  Technical  Issues  and  Options 

3:00  -  3:1 5  Break  &  Product  Information 

3:15-4:00  segments  •  The  Future 
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GROUP 

KEVIN  TOLLY  is  President  and 
CEO  of  The  Tolly  Group,  a  strategic 
consulting,  independent  testing,  and 
industry  analysis  organization.  He  is 
a  leading  industry  consultant  and  is 
responsible  for  guiding  the 
technology  decisions  of  major 
vendor  and  end-user  organizations. 
Tolly  writes  regularly  for  Network 
World ,  and  other  publications  and 
has  been  widely  quoted  in  leading 
business  publications  such  as 
Business  Week. 


NetworkWorid 


JOHN  GALLANT  is  Editor  in  Chief 
of  Network  World,  one  of  the 
fastest  growing  publications  in  the 
computer/communications  industry. 
With  more  than  13  years  experience 
covering  the  industry,  Gallant  sets 
the  strategic  directions  for  the 
newsweekly,  which  serves  over 
157,000  network  IS  managers.  As 
senior  vice  president,  Gallant  also 
guides  Network  World  Publishing, 
Inc’s  (NWPI)  other  editorial  ventures 
including  IntraNet,  a  magazine 
focusing  on  how  corporations  are 
using  Internet  technologies. 
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Carriers  &  ISPs 


WAN  MONITOR 

Carriers  missed  the  boat  on  wireless  fire  sale 


few  weeks  ago,  the  federal  govern¬ 
ment  started  auctioning  off  Local 
Multipoint  Distribution  System  (LMDS) 
wireless  licenses.  Some  thought  the  auc¬ 


tion  would  create  a  gold  rush  for  the  mod¬ 
ern  era .  They  were  wrong. 

LMDS  uses  microwave  signals  to  sup¬ 
port  integrated  voice,  video  and  data 


transmissions.  It  should  reduce  signal 
interference  and  fading,  which,  com¬ 
bined  with  its  capacity  advantage,  should 
enable  support  for  high-quality,  high- 
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speed  interactive  services  and  multimedia 
applications. 

Overall,  LMDS  sounds  like  good  news. 
After  all,  digital  subscriber  line  technol¬ 
ogy  isn’t  being  deployed  as  rapidly  as 
many  would  like. 

The  availability  of  high-speed  Internet 
connectivity  from  cable  providers  is  still 
spotty.  Everyone  agrees  that  a  capacity 
constraint  is  keeping  low-cost,  leading- 
edge  graphical  and  interactive  applica¬ 
tions  from  being  deployed  in  home  and 
remote  offices. 

So  why  did  all  of  the  major  interex¬ 
change  carriers  (IXC)  take  a  pass  on  bid¬ 
ding  for  LMDS  licenses?  The  Federal 
Communications  Commission  accepted 
138  qualified  bidders  for  986  LMDS 
licenses  in  493  service  regions,  and  not 
one  of  the  major  IXCs  putin  abid. 

How  could  that  be?  Isn’t  this  a  pos¬ 
sible  solution  to  all  the 
bellyaching  going  on 
about  how  the  RBOCs 
aren’t  opening  up 
their  nets  quickly 
enough? 

Wouldn’t  LMDS 
provide  a  diverse 
path  into  homes 
and  businesses  and 
open  high-availabi- 
lity  network  services? 

Couldn’t  LMDS  solve 
the  bandwidth  and 
bottleneck  problems 
users  face  today 
in  the  local  infra¬ 
structure? 

We  would  have  Daniel 
thought  at  least  some  Briere  and 
long-distance  provid-  Christine 
ers  would  put  a  stake  H  e  e  k  a  r  t 
in  the  ground  and 
start  prospecting  for  gold. 

A  measly  few  million  could  buy  licenses 
in  most  of  the  top-tier  U.S.  cities.  The  big 
carriers  annually  pay  more  than  that  to 
the  RBOCs  for  termination  fees. 

Some  of  the  registered  bidders 
included  Bell  Video  Services,  US  WEST 
Communications,  WinStar  Communica¬ 
tions  and  Nextband  Communications. 

A  company  called  Cortelyou  Commu¬ 
nications  outbid  WNP  Communications 
in  four  of  the  top  eight  markets.  WNP  is 
the  venture  capital  consortium  that 
deposited  the  highest  upfront  payment, 
dominated  the  first  round  and  was  not 
challenged  in  the  second  round  for 
licenses  in  Chicago,  Detroit,  Dallas  and 
Boston.  A  lot  of  the  unchallenged  bids 
were  for  $5  million. 

The  primary  implication  of  this  disap¬ 
pointing  showing  is  that  it  will  probably 
take  a  lot  longer  for  LMDS  to  be  used  as  an 
access  service  into  current  and  emerging 
WAN  services.  Also,  it  will  probably  take 
longer  for  businesses  to  derive  benefit 
from  LMDS-based  local  services. 

Briere  is  president  and  Heckart  is  vice 
president  of  TeleChoice,  Inc.,  a  consultancy 
in  Verona,  N.J.  They  can  be  reached  at 
dbriere@telechoice.com  and  checkart @ 
telechoice.com. 


Presented  by 
Cathy  Gadecki, 
TeleChoice,  Inc. 
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SEMINAR  OVERVIEW 


As  a  network  IS  professional,  your  end-users  are  continuously 
finding  new  ways  to  leverage  your  network  for  business 
advantage.  The  resultant  traffic  load  is  rapidly  pushing  l_AN 
and  WAN  backbones  to  the  breaking  point.  At  the  same  time 
you  are  struggling  to  support  the  high  QoS  demanded  by  new 
applications  such  as  web  browsing,  desktop  conferencing  and 
collaborative  groupware. 


ATM  was  designed  to  meet  the  specific  networking  challenges 
of  more  bandwidth  and  differentiated  quality.  It  provides  a 
flexible  infrastructure  for  building  your  LAN  and  WAN 
backbone.  ATM  also  boasts  one  of  the  most  complete  sets  of 
standards  with  a  full  complement  of  specifications  for 
interoperating  with  legacy  networks.  And,  it’s  here  today. 


ATM  Integration:  Discovering  How  ATM  Fits  In  Your 
Network  is  designed  to  help  you  discover  ATM’s  fit  into  your 
local  and  wide  area  network  architecture.  ATM  Integration 
explores  the  capabilities  and  benefits  of  ATM  and  carefully 
examines  its  interoperability  with  multiple  legacy  environ¬ 
ments  including  ethernet,  token  ring,  FDDI,  frame  relay,  voice 
and  IP. 


The  seminar  is  taught  by  leading  ATM  expert  Cathy  Gadecki 
of  TeleChoice,  Inc.  Cathy  is  co-author  of  the  popular  ATM  For 
Dummies ®  from  IDG  Books  Worldwide  with  over  10,000  copies 
sold  in  its  first  six  months.  You  will  learn  more  about  ATM,  its 
uses,  alternatives  and  criteria  for  evaluating  ATM  vendors.  . 
You  will  leave  the  seminar  with  the  information  needed  to 
help  you  decide  whether  to  and  how  to  implement  ATM  in 
your  own  enterprise  network. 


1.  Understand  how  ATM  can 
interoperate  with  various  existing 
networks,  including  ethernet, 
token  ring,  FDDI,  frame  relay, 
voice  and  IP. 

2.  Learn  how  other  users  have 
implemented  ATM,  and  how  they 
justified  the  change. 

3.  Obtain  a  list  of  questions  and 
checkpoints  for  evaluating  ATM 
vendors. 

4.  Find  out  how  you  can  use  ATM 
as  the  backbone  for  your  existing 
ethernet  and  token  ring  LANs 
and  increase  server  throughput. 


7.  Investigate  practical  strategies 
for  transitioning  your  current 
network  to  a  LAN  or  WAN  ATM 
backbone. 

8.  Compare  and  contrast  ATM  to 
other  solutions  for  the  campus 
and  wide  area  networks. 

9.  Learn  three  ways  to  send  IP 
traffic  over  an  ATM  network. 

10.  Discuss  options  for 
implementing  ATM  as  a  LAN 
backbone. 

11.  Gain  perspective  on  the 
advantages  and  disadvantages 
of  ATM. 


REGISTER  AND  YOU  WILL  RECEIVE  .  .  . 


5.  Explore  how  you  can  use  ATM  in 
your  WAN  to  unplug  your  frame 
relay  bottlenecks  and  increase 
Internet  connection  speeds. 

6.  Uncover  the  facts  on  using  ATM 
to  carry  voice  traffic. 


12.  Develop  an  understanding  of 
ATM  jargon. 

13.  Find  out  what  you  can  expect 
from  future  ATM  equipment  and 
services. 


■  Comprehensive  Seminar  Workbook 

■  Complimentary  copy  of  best-selling 

ATM  For  Dummies ®,  co-authored  by  seminar 
presenter  Cathy  Gadecki 

■  Exclusive  Network  World  ATM  Resource  CD-ROM 

■  Luncheon  and  break  refreshments 

■  Opportunity  to  visit  with  leading  ATM  vendors 


■  All  of  the  above  included  in  your  $450  registration  fee 

(Save  with  our  new  team  discounts  for  two  or  more  attendees!) 


Note:  If  you  can’t  attend,  order  this  informative  and  useful  attendee 
materials  kit  for  just  $99.00! 
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Visit  us  on-line  . . . 
l^gyO  Complete  seminar  outline 
O  Comprehensive  presenter  bio 
O  Register  for  the  seminar  nearest  you 


Automated  fax-back  information  available  by  calling  (800)756-9430.  Code  #70 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 
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If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 
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Now,  there’s  a  faster  way  to  bring  people  and  their  data  together. 

r~i - - — — — r: - ^ — : - \  In  the  fast-paced  world  of  e-business,  everyone  needs  immediate 

(  Presenting  IBM  Serial  Storage  Systems  )  ......  . 

v '  access  to  crucial  data.  With  the  proven  performance  of  IBM 

Serial  Storage  Systems,  you  have  a  way  to  give  it  to  them.  And  get  more  out  of  critical  applications  like  data  ware¬ 
housing,  data  mining  and  transaction  processing. 

These  open-disk  systems  use  Serial  Storage  Architecture  (an  ANSI  standard  interface)  to  significantly 
outperform  traditional  SCSI  disk  systems.  A  two-way  loop  handles  inbound  and  outbound  data  streams 
simultaneously.These  systems  are  designed  to  connect  to  UNIX®  and  NT  servers,  like  HP,  Sun,  DEC,  Compaq  and 
IBM.  And  as  your  storage  needs  grow,  capacity  can  be  increased  without  going  offline. 

Visit  www. ibm.com/storaqe/access  to  find  out  how  your  company’s  data  can  move  =====  = 
as  fast  as  your  business. 

Solutions  for  a  small  planet' 


Covering:  Messaging  •  Groupware  •  Databases 
Multimedia  •  Electronic  Commerce  •  Security 


Briefs 


■  Document 
management 
vendor  PC 

DOCS  Group 
Interna¬ 
tional,  Inc., 

of  Toronto,  has 
completed  its  acquisition  of 
Fulcrum  Technologies,  Inc., 

a  search  engine/knowledge  man¬ 
agement  company  based  in 
Ottawa.  Fulcrum  stockholders 
received  one  PC  DOCS  share  for 
every  4.4  shares  of  Fulcrum  that 
they  owned.  Fulcrum  will  con¬ 
tinue  to  operate  under  its  own 
name. 

©  PC  DOCS:  (781 )  273-3800; 
Fulcrum:  ( 613)  238-1 761 

■  Security  Dynamics,  Inc. 

has  launched  The  SecurlD  Pro¬ 
tected  Program.  Bay  Networks, 

Inc.  andAventail  Cory,  the  first 
vendors  to  participate  in  the  pro¬ 
gram,  will  bundle  Security 
Dynamics  Ace/Server  and 
authentication  tokens  with 
their  respective  security  products. 

■  Business  application  outfit 

Astound,  Inc.  this  week  will 
release  a  new  version  of  its  Web- 
based  multimedia  presenta¬ 
tion  software. Designed  to 
allow  users  to  create  presenta¬ 
tions  and  deliver  them  over  the 
World  Wide  Web,  Astound  5.0 
includes  several  new  features 
such  as  3-D  effects  for  headlines, 
more  precise  control  of  animation 
timing  and  the  ability  to  import 
PowerPoint  97 files.  Astound  5.0 
runs  on  Windows  95  and  Windows 
NT 4.0  or  later.  It  is  available 
starting  Wednesday  for  $249. 

©  Astound:  (408)  720-0337 

■  NCR  Corp.  and  Microsoft 
Corp.  last  week  announced  they 
would  tightly  integrate  NCR’s 
Teradata  AaAammingproduct 
with  Microsoft’s  SQL  Server.  The 
two  companies  also  promised 

to  make  NCR’s  Teradata  rela¬ 
tional  database  software  avail¬ 
able  on  the  Windows  NT  Server 
by  mid-1998. 


Sendmail:  from  freeware  to  feeware 

The  widely  used  e-mail  product  will  add  support,  service  and  new  features  for  a  price. 


By  Andy  Eddy 

Emeryville,  Calif. 

Freeware  is  thriving  these 
days.  Apache  Server  and  Linux 
operating  system  remain  ex¬ 
tremely  popular,  and  Netscape 
Communications  Corp.  is  ready¬ 
ing  a  release  of  its  Communica¬ 
tor  source  code  to  the  public. 

But  one  of  the  freeware  stal¬ 
warts  is  moving  in  the  opposite 
direction.  The  creators  of  Send¬ 
mail  have  formed  a  new  com¬ 
pany  that  will  pitch  a  com¬ 
mercial  version  of  the  popular 
e-mail  system. 


This  week,  Sendmail,  Inc.  will 
publicly  unveil  the  latest  beta  of 
the  free  Sendmail  program,  but 
it  will  also  discuss  plans  to  com¬ 
mercialize  what  has  been  a  staple 
of  the  freeware  community  for 
the  past  17  years. 

Company  officials  noted  that 
Sendmail  currently  is  being  used 
in  a  number  of  systems,  from 
such  notable  outfits  as  online  ser¬ 
vice  America  Online,  Inc.  and 
Internet  service  providers  Earth- 
Link  Network,  Inc.  and  UUNET 
Technologies,  Inc. 

Sendmail  has  become  a  bit  of 


a  de  facto  standard  courtesy  of 
the  extensive  enhancements 
added  over  time  by  the  Internet 
community.  On  the  surface,  this 
commercialization  might  seem 
to  be  a  greedy  grab,  taking  what 
has  been  a  popular  program  and 
turning  it  into  a  proprietary 
property.  However,  Greg  Olson, 
president  and  CEO  of  Sendmail, 
said  the  offshoot  of  the  process 
also  will  create  a  better  freeware 
product. 

“We  feel  strongly  about  the 
freeware  program.  We’re  work¬ 
ing  with  the  community  to  sort 


Sun  faces  Java  backlash 


By  Chris  Nerney 

San  Jose,  Calif. 

In  the  drama  that  is  the  legal 
battle  between  Sun  Microsys¬ 
tems,  Inc.  and  Microsoft  Corp. 
over  Java  licensing  issues,  Micro¬ 
soft  clearly  is  cast  as 
thevillain. 

But  some  warn  that 
a  victory  for  Sun  isn’t 
necessarily  good  for 
Java.  “If  Sun  wins,  it 
may  be  a  net  loss  for 
Java  development 
overall,”  said  Ron 
Rappaport,  an  analyst 
for  Zona  Research, 

Inc.,  in  Redwood  City, 

Calif. 

Sun  claimed  in  a 
lawsuit  filed  last  October  that 
Microsoft’s  Internet  Explorer 
4.0  browser  failed  its  Java  com¬ 
patibility  tests,  thus  violating  the 
Java  trademark  and  licensing 
agreements  that  alljava  licensees 
are  required  to  sign. 

The  first  courtroom  skirmish 
came  Feb.  27,  when  a  U.S.  Dis¬ 
trict  Court  here  heard  a  request 
from  Sun  that  would  force 
Microsoft  to  remove  the  “Java 
compatible”  logo  from  Internet 
Explorer  4.0.  No  ruling  has  been 
made. 

If  Microsoft  prevails  in  court, 
many  developers  fear  it  will  con¬ 
tinue  to  develop  its  own  brand  of 
Java,  destroying  the  write-once, 
run-anywhere  promise  of  the 
programming  language  intro¬ 
duced  by  Sun  three  years  ago. 


Indeed,  Microsoft  last  week 
announced  a  revised  version  of 
its  Java  tools  for  Windows-based 
computers  that  goes  far  beyond 
the  changes  it  made  tojava  in 
Internet  Explorer  4.0. 

Rappaport,  how¬ 
ever,  said  a  legal  tri¬ 
umph  by  Sun  over 
Microsoft  could  in¬ 
hibit  development 
efforts  by  other  Java 
licensees. 

“A  company  like 
IBM  that  wants  to 
improvejava’s  perfor¬ 
mance  on  IBM  archi¬ 
tectures  won’t  be  able 
to  touch  it  if  some 
legal  precedent  is 
set,”  he  said. 

One  Novell  executive  re¬ 
cently  expressed  similar  con¬ 
cerns.  “You  know,  I  have 
NetWare  to  worry  about,  and  I 
have  issues  with  NetWare  I  have 
to  tweak  and  turn,  so  I  can’t  have 
Sun  telling  me,  ‘No,  you  can’t  do 
that,’”  said  Chris  Stone,  Novell 
vice  president  of  strategy  and 
corporate  partnerships. 

Stone  said  many  other  Java 
licensees  already  are  tinkering 
with  their  own  Java  Virtual 
Machines  needed  to  run  Java 
applications. 

“Everybody  is  playing  with  it. 
It’s  slow,”  he  said. 

So  does  this  mean  other  Java 
licensees  experimenting  under 
Java’s  hood  are  tempting  a  court 
date  with  Sun? 


Not  at  all,  Sun  said.  “We 
encourage  all  of  our  licensees  to 
make  improvements  on  top 
of  the  Java  platform,”  said 
a  spokesperson  for  Sun’s  Java¬ 
Soft  division.  “There  is  a  well- 
defined  infrastructure  in  place 
fordoingso.” 

What  licensees  can’t  do  is 
“unilaterally  make  changes 
within  the  Java  API  and  deliver 
them  into  the  marketplace  as 
Microsoft  has  done,”  the  spokes¬ 
person  said. 

A  spokesman  for  the  largest 
Java  licensee  said  he  had  no  con¬ 
cerns  about  being  hamstrung  by 
Sun.  “Provided  we  are  compati¬ 
ble  in  terms  of  meeting  the 
requirements  and  specifications 
of  the  compatibility  tests,  how  we 
implement  in  terms  of  perfor¬ 
mance  is  entirely  our  responsi¬ 
bility,”  said  David  Gee,  program 
director  for  IBM’s  alphaWorks 
Web  site. 

There’s  another  reason  IBM 
needn’t  worry  about  flunking 
Java  compatibility  tests. 

“We  helped  write  most  of  the 
tests,”  Gee  said.  ■ 


®  An  overview  of  Sun’s 
efforts  to  have  Java 
made  an  international 
standard 


•  Microsoft’s 
view  on 
Java  port¬ 
ability 


out  how  innovation  can  be 
driven  on  freeware,  yet  [users 
can]  still  implement  new  fea¬ 
tures  into  the  commercial  ver¬ 
sion,”  Olson  said. 

The  commercial  side  of  the 
equation  still  is  a  concern  to 
some.  Phil  Schacter,  a  senior  ana¬ 
lyst  for  The  Burton  Group,  an 
information  technology  advisory 
firm  based  in  Midvale,  Utah, 
expressed  mixed  feelings  about 


SENDMAIL’S  STORY 

•  Sendmail  was  first  developed 
by  Eric  Allman  in  1981 

•  It  currently  has  a  75%  to  80% 
market  share,  with  over  one 
million  copies  in  use 

•  A  freeware  version  is  coordinated 
through  www.sendmail.org 


Sendmail.  Schacter  argues  that 
the  company  might  have  a  hard 
time  becoming  a  “major  force  in 
the  marketplace,”  yet  believes 
that  it  still  has  a  good  chance  at 
rounding  up  companies  and 
ISPs  tojump  on  its  bandwagon. 

“[Customers  are]  buying  a 
support  organization  and  en¬ 
hancements  that’ll  better  cater 
to  what  they’re  trying  to  do.  ISPs 
in  particular  have  special  needs, 
and  I  think  they  would  be  happy 
to  pay  for  the  enhancements  and 
support,”  Schacter  said. 

The  latest  freeware  version, 
labeled  as  v8.9,  is  being  billed  as 
the  “spam  control  release”  and 
should  be  ready  for  full  release  in 
early  April.  This  will  be  followed 
by  the  first  retail  product,  Send¬ 
mail  Pro,  which  is  targeted  for  an 
August-September  rollout.  Pric¬ 
ing  hasn’t  yet  been  finalized,  but 
Olson  noted  the  cost  would  be 
competitive,  in  the  range  of 
$1,000  per  server. 

The  Pro  version  adds  graphi¬ 
cal  Web-based  tools,  binary 
installations  for  leading  plat¬ 
forms,  support  and  service,  and 
better  spam  management,  the 
company  said. 

Sendmail’s  future  strategy 
includes  a  move  toward  the  cor¬ 
porate  user  with  a  server  product 
planned  for  a  second-quarter 
1 999  release,  as  w'ell  as  a  new'  ver¬ 
sion  of  the  freeware  in  the  first 
quarter  of  2000  and  an  enter¬ 
prise  product  in  the  fourth  quar¬ 
ter  of  2000. 

©Sendmail:  (510)  594-3150 
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-JZT  INSIDER 

Minutes  as  a  measure 


he  Internet  is  like  a  packet- 
oriented  device.  To  the  Internet,  all 
is  data  and  all  data  is  divided  into  packets. 
Individual  streams  of  data,  known  as  ses¬ 


sions,  between,  for  example,  a  Web  server 
and  a  browser  are  broken  up  into  packets. 
Each  packet  contains  an  IP  source  and  an 
IP  destination  address  and  is  processed 


individually  by  the  routers  it  traverses.  In 
the  Internet,  the  data  packets  that  make 
up  a  single  session  do  not  need  to  take  the 
same  path  across  the  ’Net.  They  are  not 
guaranteed  to  get  to  the  destination  in  the 
same  order  as  they  were  sent.  They  may  be 
duplicated.  They  may  even  be  lost  and  will 
have  to  be  retransmitted. 

Within  sessions,  data  packets  are  only 


sent  when  they  need  to  be.  For  example,  if 
you  are  using  an  application  that  provides 
for  telephone-like  connections  over  the 
Internet  and  you  are  not  talking  (for 
example,  pondering  the  importance  of 
the  last  thing  that  the  person  on  the  other 
end  said) ,  your  application  is  not  sending 
any  data,  therefore  no  packets  get  sent. 
Well,  if  you  cogitate  too  long,  a  keep-alive 
packet  may  be  sent  to  keep  the  session 
alive,  but  these  are  few  and  far  between. 

In  addition,  when  you  are  connected 
to  the  Internet,  you  may  have  multiple 
applications  running  simultaneously.  The 
Internet  protocols  were  designed  to  mul¬ 
tiplex  many  concurrent  sessions,  not  to 
just  run  one  at  a  time.  The  individual 
packets  have  tags  to  indicate  which  ses¬ 
sion  they  are  part  of. 

The  time  factor 

There  is  nothing  in  the  ’Net  that  lends 
itself  to  a  time-based  accounting  of  Inter¬ 
net  data  transfer.  There  may  be  a  time- 
based  access  fee,  but  since  a  specific 
connection  potentially  encompasses 
many  parallel  applications,  this  cannot  be 
translated  into  a 
per-minute 
usage  fee  for  a 
particular  Web 
server. 

Billing  based 
on  the  amount 
of  data  trans¬ 
ferred  may  make 
sense,  but  billing  Scott  Bradner 
based  on  the 

amount  of  time  that  you  spend  reading 
some  page  you  downloaded  does  not 
have  any  technical  or  resource  usage 
justification. 

So  why  is  it  that  most  stories  about 
Internet  telephony  talk  about  billing  in 
terms  of  minutes?  Sure  it  is  a  familiar  con¬ 
cept  in  the  telephony  world  because  many 
telephone  calls  for  fax  or  voice  are  billed 
per  minute.  For  example,  there  is  pro¬ 
jected  to  be  over  400  billion  minutes  of 
phone  usage  in  the  U.S.  in  1998.  But  this 
does  not  translate  to  use  of  applications 
over  the  Internet.  In  some  cases  it  might 
be  nice  to  have  time-based  billing  —  after 
all,  the  equivalent  of  a  page  of  fax  can  be 
transmitted  from  my  machine  at  home  in 
a  small  fraction  of  a  second  over  my  cable- 
TV  based  Internet  link. 

Use-based  rather  than  usage-based 
pricing  would  also  mean  that  sending 
some  packets  would  cost  more  than  oth¬ 
ers,  a  somewhat  strange  concept,  also  easy 
to  defeat  by  changing  the  use  tag  between 
consenting  end  systems.  But  overall  it 
seems  a  bit  quaint  to  use  yesterday’s  bill¬ 
ing  concepts  for  tomorrow’s  technology. 
The  use  of  such  concepts  might  even  be  a 
way  to  tell  if  the  pundits  understand  the 
technology. 

Disclaimer:  Harvard  is  re-engineering 
its  core  systems  to  avoid  the  pejorative  use 
of  the  description  “quaint,”  but  the 
above  are  my  thoughts  alone. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.  edu. 


WE’D  LIKE  TO 
POINT  ODT  THE 
ONLY  COMPANY 
WITH 
STANDAODS-OASED 
VOICE  OVER  ATM. 


Only  one  company  can  deliver  standards- 
based  VBR  voice  over  ATM  -  General  DataComm, 
with  the  APEX™  family  of  switches  and 
concentrators. 

APEX  gives  the  world  the  new  VBR  voice 
over  ATM  standard  (AAL2),  smashing  the  remaining 
barriers  to  commercial  ATM.  This  international  ITU-T 
standard  is  the  first  for  voice  interoperability. 

It  allows  bandwidth  to  be  assigned  dynamically  (rather 
than  statically)  according  to  actual  usage  of  each  phone  circuit. 

The  result?  Voice  service  costs  can  be  cut  by  up  to  50%  with 
minimal  investment  -  opening  up  new  revenue  opportunities. 

APEX  is  part  of  GDC’s  multi-service  product  line:  which  allows  you  to  send  ATM, 
frame  relay,  Ethernet,  circuit  emulation,  full  motion  video,  IP  and  voice  services  through 
the  same  network,  at  the  same  time. 

For  details  of  the  one  answer  to  voice  over  ATM,  or  to  receive  FREE 
independent  case  studies  examining  the  financial  benefits  of  the  APEX  Voice 
Service  Module,  call  1-610-437-5151,  or  1-800-794-8246  (toll-free) 
in  North  America. 

Or  visit  our  web  site  at  www.voiceofatm.com  (±1  General  DataComm 


O  General  DataComm  Corporation  1997,  Apr*  and  Voice  Service  Modulr  (VSM)  arc  triulrmurlo  of  General  DataComm  Corporation. 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified, 
Novell  Engineer  and  Groupware 
CNE  in  the  Lexington,  Kg.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1108,  Ext. 
476,  or  sendyour  questions  to 
mutter@world.std.com. 

I've  heard  that  NetWare  4.11  can 
handle  long  file  names.  Is  this  true 
and,  if  so,  how  do  you  facilitate  this? 

Vianwfusion 

Long  file  names  are  handled  by 
loading  name  space  support  modules. 

For  Macintoshes,  you’ll  need  to  use 
MAC.NAM .  For  computers  running 
Unix,  you’ll  need  to  use  NFS.NAM.  All 
other  computers  should  be  supported 
byLONG.NAM. 

Ifyou  need  LONG. NAM  and 
MAC.NAM, you  should  consult  Novell, 
Inc.’s  Technical  Information  Docu- 
mentNo.  1007579.  Thisdocument 
details  what  you  need  to  be  aware  of 
when  using  these  two  name  spaces  on 
the  same  volume. 

The  process  for  adding  name  space 
support  to  a  volume  begins  by  typing 
“Load  LONG.NAM” — or  the  name  of 
the  name  space  module  you’re  using 
— at  the  command  prompt.  Then 
type  “Add  Name  Space  Long  To  vol¬ 
ume — name.”  Before  restarting  the 
server  or  adding  name  space  support, 
make  sure  you  have  the  appropriate 
.NAM  module  present  in  the  DOS  par¬ 
tition  directoryfrom  whichyou  run 
server.exe. 

It  is  a  good  idea  to  check  the  sup- 
port.novell.com  Web  site  periodically 
for  updates  to  the  name  space  mod¬ 
ules.  Being  aware  of  updates  may  help 
youcircumventproblems. 

While  considering  whether  you’re 
going  to  support  long  file  names,  you 
should  look  at  the  potential  of  adding 
memory  in  the  server  to  handle  the 
enlarged  FAT  and  DET  tables.  Again, 
refer  to  Novell’s  documentation  for 
more  information  on  this. 

Also  be  on  the  lookout  for  the 
release  of  N ovell  Storage  Services 
(NSS)  later  this  year.  NSSwill  change 
NetWare  from  a  cached  to  a  journal¬ 
ized  file  system,  which  will  allow  large 
file  systems  to  be  supported  on  less 
memory  and  will  speed  the  volume 
mounting  process  considerably.  This 
system  is  similar  to  the  one  IB  M  uses 
in  its  AS/400  midrange  systems. 

Lastly  make  sure  you  have  the 
latest  hard-disk  controller  drivers 
installed  on  the  server. 


Crafting  the  directory-enabled  network 


By  Donal  Byrne 
and  Ciineyt  Ozveren 

Tomorrow’s  business-critical 
applications  are  being  designed 
to  make  extensive  use  of 
Web-based  and  object-oriented 
technologies. 

Many  application  and  net¬ 
work  operating  system  vendors 
are  planning  to  use  a  directory 
service  to  manage  this  new  gen¬ 
eration  of  network-focused 
applications. 

However,  there  is  one  missing 
ingredient  in  the  overall  recipe 
for  directory  nirvana.  The  net¬ 
work  infrastructure  has  never 
been  integrated  with  directory 
services.  Switches  and  routers 
traditionally  have  been  excluded 
from  directories.  Additionally, 
routers  and  switches  have  not 
been  able  to  enforce  the  policies 
specified  in  a  directory. 

With  the  increased  awareness 
and  dependence  of  next-genera¬ 
tion  applications  on  the  net¬ 
work,  it  is  imperative  that  the 
network  infrastructure  in  turn 
become  more  application- 
aware.  Tying  the  network  infra¬ 
structure  into  the  directory 
service  is  a  major  step  in  the  right 
direction  for  the  creation  of 
such  networks. 

Today,  there  are  a  variety  of 
directory  service  offerings  from 
which  to  choose.  Novell  Direc¬ 
tory  Services  (NDS)  is  widely  rec¬ 
ognized  as  the  most  mature 
enterprisewide  directory.  Net¬ 
scape  Communications  Corp.’s 
Directory  Server  is  based  on  the 
latest  version  of  the  IETF’s  direc¬ 
tory  access  standard,  called 
Lightweight  Directory  Access 
Protocol  (LDAP)  Version  3.  It 
is  important  to  note  that 
LDAP  itself  is  not  a  directory 
service.  It  is  a  protocol  standard 
that  defines  access  and  replica¬ 
tion  methods  for  directory 
services. 

Microsoft  also  is  promising 
Active  Directory,  an  enterprise- 
class  directory  service,  in  its 
upcoming  release  of  Windows 
NT  5.0.  It  also  is  rooted  in  the 
LDAPv3  standard. 

While  many  factors  enter 
into  your  choice  of  enterprise¬ 
wide  directory  service,  the  suit¬ 
ability  of  a  directory  service  for 
the  directory-enabled  network 


depends  on  the  following  key 
factors.  It  should  be  LDAPv3- 
compliant.  It  also  needs  to  sup¬ 
port  a  blueprint  that  defines  the 
set  of  objects,  also  known  as 
classes,  that  can  be  created  in  a 
directory. 

Each  object  has  a  set  of  attrib¬ 
utes  used  to  describe  its  charac¬ 
teristics.  For  example,  a  network 
switch  could  be  represented  by 
an  object.  The  object  could  be  of 
a  type  known  as  a  container. 

A  container  object  includes 
more  objects  underneath  it.  For 
example,  the  switch  object  could 


retrieved  by  network  elements 
such  as  switches  and  routers. 

Today’s  switches  and  routers 
only  support  SNMP  and  have  no 
mechanism  for  accessing  a  direc¬ 
tory  service.  A  proxy  device, 
called  a  policy  server,  is  used  to 
handle  this  situation.  The  policy 
server  is  capable  of  accessing  a 
directory  service  through  LDAP 
and  then  can  communicate  with 
the  switches  and  routers  through 
SNMP.  Unfortunately,  this  mech¬ 
anism  adds  components  to  the 
network  and  has  some  scaling 
limitations  due  to  the  central- 


and  maximizes  scalability. 

Network  device  definitions 
can  be  vendor-defined  or 
defined  by  standards  bodies  or 
industry  initiatives.  The  Desktop 
Management  Task  Force,  a  stan¬ 
dards  body,  is  working  on  Com¬ 
mon  Information  Model  (CIM), 
which  provides  a  broad  defini¬ 
tion  for  management  of  the  over¬ 
all  computing  environment. 

The  Directory  Enabled  Net¬ 
works  ad  hoc  Working  Group  is  a 
separate  but  complementary 
industrywide  initiative  started  by 
Microsoft  Corp.  and  Cisco  Sys- 


HOW  IT  WORKS 

Directory-enabled 
networks 

The  central  ideas  behind  directory- 
enabled  networks  are  to  simplify 
overall  IT  administration  and  to 
speed  delivery  of  applications  over 
the  network.  These  goals  are 
achieved  through  the  directory 
specified  and  enforced  use  of 
application  and  user  CoS  policies. 
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The  directory  servertakes 
administrator’s  CoS  requests, 
updates  directory  and  replicates 
high-priority  policy  request 
across  network. 


Policy  server 


Administrator 


Legacy 
switch/router 
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Directory-enabled  switches 
automatically  update  forward¬ 
ing  tables.  Legacy  switches/ 
routers  can  be  updated  via 
SNMP-based  policy  servers. 


Directory- 

enabled 

switch 


Administrator  logs  on  to  directory  to 
set  high-priority  and  CoS  transport  for 
'  an  application. 


Directory- 

enabled 

switch 


All  switches  and  routers 
enforce  directory-specified 
policy  request,  place 
application  traffic  in  high- 
priority  queues  and  blast 
data  to  destination. 


have  additional  objects  repre¬ 
senting  line-cards  in  the  switch. 
The  line-card  object  may  contain 
link  speed  as  an  attribute. 

In  addition  to  objects  repre¬ 
senting  physical  entities,  more 
complex  objects  can  be  created 
to  represent  policies  and  config¬ 
uration  settings.  An  information 
model  is  used  to  describe  how 
these  objects  interact,  and  the 
model  defines  the  relationships 
between  objects. 

The  final  but  crucial  piece  of 
the  puzzle  for  directory-enabled 
networks  is  the  practical  aspect 
of  how  the  data  within  the  direc¬ 
tory  is  actually  populated  and 


ized  nature  of  the  policy  server. 

Next-generation  switches  and 
routers  will  support  directory 
service  access  without  the  need 
for  intermediate  policy  servers. 
This  can  be  achieved  through 
the  integration  of  an  LDAP  cli¬ 
ent  into  the  switch  or  router. 

The  most  advanced  directory- 
enabled  switches  are  capable  of 
participating  as  a  peer  entity 
within  the  directory  service. 

That  means  the  switch  can 
participate  in  the  native  direc¬ 
tory  replication  process  to  auto¬ 
matically  receive  any  relevant 
directory  updates.  Such  an 
approach  minimizes  complexity 


terns,  Inc.  The  group  now  has 
active  participation  from  over 
100  companies.  The  initiative  is 
focused  on  specifying  a  design 
for  the  network  infrastructure 
that  is  compatible  with  CIM. 

The  DEN  Specification  is 
expected  to  eventually  become 
part  of  the  overall  CIM  standard. 

Byrne  is  vice  president  of 
marketing  and  Ozveren  is  vice 
president  of  engineering  at  Berkeley 
Networks,  Inc.  Berkeley  Networks  is  a 
start-up  company  in  Milpitas ,  Calif, 
that  delivers  advanced  directory- 
enabled  networking  products.  They 
can  be  reached  at  ( 408 )  71 9-3004. 
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EDITORIAL 


Network  World  honored  for  journalistic  excellence 


g  h  * 


Last  week,  Network  World  took  home  one  of  the  most  prized 
awards  in  business  journalism  —  ajesse  H.  Neal  Edi¬ 
torial  Achievement  Award  from  the  American 
Business  Press  (ABP)  association. 

We  received  the  award  for  the  best  sin¬ 
gle  issue  of  a  newspaper  for  our  1996/97  Power 
Issue,  our  annual  look  at  the  most  powerful  people 
and  companies  in  the  network  industry.  That  entry 
also  was  a  runner-up  for  the  Grand  Neal  Award, 
which  recognizes  the  best  of  the  more  than  1 ,000 
editorial  entries  assessed  by  the  Neal  Awardjudges. 

Those  awards  are  the  latest  in  a  string  of  honors 
for  the  editorial  staff  of  Network  World.  Lastyear,  we 
earned  two  Certificates  of  Merit  from  ABP,  one  for  our 
series  “The  Internet  Health  Report,”  and  another  for 
our  10-Year  Anniversary  Issue. 

We  also  were  cited  by  our  peers  in  the  Computer  Press  Association 
as  a  runner-up  in  the  annual  CPA  awards’  Best  Newsweekly  category. 
Mark  Gibbs  was  honored  by  CPA  for  his  ‘  ‘IntraVert’  ’  column  in  our 
monthly  /tt/raiW/supplement.  In  1996,  we  also  received  Folio  maga¬ 
zine’s  prestigious  Editorial  Excellence  Award.In  the  past  year,  our 
design  team  has  received  awards  for  its  work  from  Folio  and  the 


American  Society  of  Business  Press  Editors.  And  our  own  Adam  Gaffin, 
who  runs  Network  World  Fusion  (www.  nwfusion.com),  was  cited 
as  one  of  the  10  top  journalists  in  electronic  publishing  by 
Marketing  Computers  m  agazine . 

While  these  awards  are  great  for  the  ego,  they  are 
more  important  because  they  illustrate  how  Network 
World  is  fulfilling  its  mission  of  service  to  network 
professionals.  That  mission  is  simple:  to  help  you  do 
yourjob  and  advance  your  career  by  providing  the 
best  news,  analysis,  reviews,  opinions  and  design. 

Behind  that  simple  goal,  however,  is  a  great  deal 
of  hard  work  by  reporters,  columnists,  freelancers, 
reviewers,  editors  and  people  who  toil  in  the  back¬ 
ground  to  make  the  rest  of  us  look  good — like  our  copy 
editors,  designers  and  administrative  staff. 

We  hear  a  lot  of  vendors  talking  about  one-stop  shopping 
and  trying  to  be  all  things  to  all  customers.  That  doesn  ’  t  work  for  us. 
We  have  a  single-minded  focus  on  the  needs  of  network  professionals. 
We’re  the  only  newsweekly  written  exclusively  for  you.  And  that’s  a 
greatjob,  awards  or  not. 


John  Gallant,  editor  in  chief 


jgallant@nww.com 


Totally  Unplugged  •  Ira  Brodsky 

CDMA  proves  the  power  of 
an  open  standards  process 

Oow  quickly  things  change.  Little  more  than  a  year  ago,  crit¬ 
ics  charged  Qualcomm’s  Code  Division  Multiple  Access 
(CDMA)  wireless  technology  had  won  widespread  support 
on  the  strength  of  its  inventors’  exaggerated  claims.  Some  even 
accused  Qualcomm  of  fraud. 

Today,  CDMA  is  delivering  virtually  everything  it  promised.  Com¬ 
pared  with  competing  wireless  technologies,  CDMA  is  dem¬ 
onstrating  qualitatively  better  capacity,  coverage  and  audio 
quality,  not  to  mention  longer  battery  life.  In  fact,  CDMA  is 
off  to  the  fastest  start  of  any  cellular  radio  technology,  amass¬ 
ing  eight  million  users  in  just  two  years  of  commercial  ser¬ 
vice.  CDMA  clearly  will  play  a  key  role  in  growing  the  wireless 
communications  market. 

Butyou  don’t  have  to  take  my  word  for  it.  Nearly  every 
major  wireless  equipment  manufacturer  has  embraced  some  form  of 
CDMA  as  its  next-generation  solution.  CDMA  has  even  out-muscled 
the  market  leader,  Europe’s  global  system  for  mobile  communica¬ 
tions  (GSM),  in  the  U.S.  andjapan,  the  world’s  top  two  mobile  phone 
markets. 

CDMA  is  to  wireless  today  what  the  integrated  circuit  was  to  com¬ 
puters  20  years  ago.  Like  most  paradigm  shifts,  CDMA  requires  us  to 
throw  traditional  thinking  out  the  window,  which  is  why  it  sometimes 
evokes  emotionally  charged  responses  from  opponents.  Conven¬ 
tional  digital  wireless  technologies  support  multiple  conversations 
(or  data  sessions)  by  assigning  them  to  different  frequencies  and 
time  slots.  In  contrast,  CDMA  puts  multiple  conversations  on  the 
same  frequency  at  the  same  time  and  uses  mathematical  codes  to  pre¬ 
vent  them  from  interfering  with  one  another. 

CDMA  vendors  are  focusing  on  four  major  applications:  mobile 
telephone,  wireless  local  loop,  mobile  satellite  and  wireless  data. 
Nationwide  CDMA  mobile  phone  networks  are  being  built  in  the 
U.S.,  Korea,  Japan,  China,  Peru,  Israel  and  other  countries.  CDMA 
wireless  local-loop  networks  are  providing  basic  services  to  telecom- 
starved  consumers  in  countries  such  as  Russia,  India,  Nigeria,  the 
Philippines,  Guatemala  and  Indonesia. 

The  deployment  this  year  of  the  Globalstar  satellite  network 
will  create  a  global  footprint,  catapulting  CDMA  ahead  of  GSM  in 


coverage .  And  CDMA  shows  great  promise  for  high-speed  wireless  data 
applications,  which  is  why  even  Swedish  radio  giantEricsson,  along- 
time  Qualcomm  adversary,  is  developing  its  own  wide-band  CDMA. 

But  there’s  more  at  stake  here  than  simply  whether  mathematical 
codes  prevail  over  time  slots.  This  really  is  a  conflict  between  two 
opposing  technology  development  models.  The  outcome  could  have  a 
profound  impact  on  all  high-tech  industries. 

The  competition  between  CDMA  and  GSM  represents  a  larger  bat¬ 
tle  between  voluntary  industry  standards  and  government-mandated 
standards.  CDMA  was  proposed  by  a  small  company  at  a  time  when  the 
U.S.  cellular  telephone  industry  had  already  endorsed  another  digital 
technology — Time  Division  Multiple  Access.  It  was  up  to  CDMA 
entrepreneurs  to  convince  opera¬ 
tors  that  theirsolution  was  worth 
waiting  for.  To  its  credit,  the  Fed¬ 
eral  Communications  Commis¬ 
sion  remained  neutral,  leaving 
the  final  decision  to  network 
operators. 

In  contrast,  GSM  was  devel¬ 
oped  by  a  govemment/industry 
committee  of  experts.  Its  goal 
was  to  come  up  with  a  single 
standard  and  mandate  its  use 
throughout  Europe. 

Although  committees  tend  to 
weed  outinnovation  in  favor  of 
entrenched  vendors,  the  Euro¬ 
pean  community  believes  that’s  a 
price  worth  paying  because  cus¬ 
tomers  simply  aren’t  qualified  to 
make  tough  technology  choices 
on  their  own. 

The  Europeans  are  mistaken. 

CDMA,  a  product  of  inspiration, 
will  beat  the  pants  off  GSM,  a 
product  of  back-room  politics. 


Brodsky  is  president  of  Data- 
comm  Research  Co.,  a  Chesterfield, 
Mo. -based  consulting  firm.  He 
can  be  reached  at  ibrodsky @ 
ix.netcom.com 


Send  letters  to  nwnews@nww.com  or  John  Gallant, 
editor  in  chief  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include phone  num¬ 
ber  and  addressforverification. 

Thoughts  on  Antisoft 

Regarding  Mark  Gibbs’  column 
“How  we  invented  Antisoft  and  found 
happiness”  (Feb.  23,  page  62): 

I  agree  that  Linux  has  the  momen¬ 
tum  and  support  necessary  to  convinct 
people  that  life  without  Microsoft  is 
possible.  Unix  and  the  Internet  go 
together  infinitely  better  than  Win¬ 
dows  and  the  Internet  Today,  all  you 
really  need  is  a  good  Web  browser  and ; 
stable  computer. 

I  would  like  to  correct  a  few  of  Gibbs 
statements  about  Linux.  First,  Gibbs 
says,  “Linux  runs  on  a  more  limited 
range  of  hardware  compared  with  Win 
dows.  ’  ’  However,  Linux  runs  on  more 
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Infrastructure  Insights  •  Mary  Petrosky 

Why  you  need  a  QoS  scheme 


ithin  weeks  of  each  other,  3Com  and  Cisco  have  announced  their  plans 
for  delivering  policy-based  management  —  dubbed,  respectively,  the 
3Com  Transcend  Policy  Manager  and  CiscoAssure  Policy  Networking. 
Both  companies  have  targeted  class  of  service  (CoS)  or  quality  of  service  (QoS)  as 
the  first  service  they’ll  bring  under  their  policy-based  management  umbrellas. 

It’s  great  that  network  managers  will  be  able  to  centrally  define  policies  with 
regard  to  CoS/ QoS.  However,  it  begs  the  question:  Who  needs  CoS/ QoS,  anyway? 

There’s  a  long-held  belief  that  in  campus  networks,  bandwidth  can  solve  all  prob¬ 
lems.  Gigabit  Ethernet  and  622M  bit/ sec  ATM  should  provide  enough  bandwidth 
for  anybody,  right? 

Maybe  or  maybe  not.  Think  back  to  fall  1996.  Are  you  running  the  same  applica¬ 
tions  you  were  then?  How  much  has  your  traffic  grown  since  then? 

How  are  your  response  rates? 

Ifyour  network  handles  data  only,  traffic  has  grown  slowly  and 
users  rarely  complain  of  poor  response  times,  you’re  probably  in 
good  shape.  Adding  bandwidth  where  needed  will  likely  keep  your 
network  humming  until  you  have  a  major  change  in  your  applica¬ 
tion  mix  or  in  the  number  of  users  on  the  network. 

However,  ifyour  traffic  has  grown  by  35%  or  more  or  response 
times  have  increased  by  10%  or  more  and  you  see  these  trends  con¬ 
tinuing,  you  should  seriously  consider  some  type  of  CoS/ QoS 
scheme.  The  alternatives  are  to  keep  throwing  bandwidth  at  your  problems  or 
freeze  your  applications  and  associated  traffic  at  their  current  levels. 

Certainly  more  bandwidth  will  make  data  move  faster.  However,  it  won’t  magi¬ 
cally  make  congestion  go  away  or  prevent  router  and  switch  buffers  from  overflow¬ 
ing.  When  one  or  more  packets  have  to  be  dropped,  do  you  care  if  packets  from  the 
order  entry  application  get  dropped  rather  than  e-mail  packets?  If  you  consider  the 
mismatch  between  gigabit-speed  backbones,  1 00M  bit/sec  links  in  building  risers 
and  1 0M  bit/sec  links  to  desktops,  you’re  bound  to  have  congestion  points. 

More  important,  adding  bandwidth  does  nothing  to  change  the  fact  that  LANs 
provide  only  a  best-effort,  one-size-fits-all  service.  Consequendy,  your  SAP  R/ 3  traf¬ 
fic  can  drown  in  a  flood  of  PointCast  packets,  and  packets  from  a  video  training  ses¬ 
sion  can  get  blocked  by  a  Web  download.  Ifyou  want  better  control  over  which 
traffic  gets  through,  you  need  some  sort  of  CoS/QoS  scheme. 

If  yours  is  one  of  the  small  but  growing  number  of  organizations  that  are  rolling 
out  interactive  applications,  such  as  videoconferencing  or  collaborative  white¬ 
boards,  you  will  likely  need  some  type  of  CoS/QoS  to  ensure  smooth  voice  and  video 
delivery.  You  could  getby  without  CoS/QoS  ifyour  network  consistently  is  lightly 
loaded.  However,  the  bursty  data  traffic  typical  of  LANs  can  easily  clobber  real-time 


applications  such  as  videoconferencing,  making  users  unhappy. 

Fortunately,  the  industry  has  developed  a  few  schemes  that  make  CoS/ QoS  sup¬ 
port  in  the  LAN  relatively  painless.  The  simplest  of  these  is  a  prioritization  scheme. 
The  IEEE  and  Internet  Engineering  Task  Force  support  the  same  eight  levels  of  pri¬ 
ority  —  the  IEEE  in  its  802. 1  p  specification  and  the  IETF  using  IP  precedence  bits  in 
the  IP  header. 

3Com  and  Cisco  are  among  the  many  vendors  moving  quickly  to  support  these 
prioritization  schemes  in  their  switches  and  routers.  In  addition,  the  companies  are 
among  the  vendors  that  have  worked  with  Microsoft  to  ensure  that  the  next  releases 
of  its  operating  systems  have  the  hooks  needed  to  set  these  priority  bits. 

Coupled  with  sufficient  bandwidth,  these  priority  schemes  will  give  you  the  con¬ 
trol  you  need  to  expedite  certain  types  of  traffic.  For  example, 
with  a  prioritization  scheme  in  place,  you  can  define  SAP  R/ 3  traf¬ 
fic  as  high  priority  so  it  will  be  forwarded  before  PointCast  and 
other  low-priority  traffic.  And  if  packets  must  be  dropped  because 
of  congestion,  the  low-priority  packets  will  be  dropped  first. 

For  organizations  that  need  to  control  latency,  there  are  more 
elaborate  QoS  schemes,  such  as  those  supported  by  ATM  and  the 
Resource  Reservation  Protocol  (RSVP) .  These  QoS  schemes  give 
you  control  of  bandwidth,  latency  and  accuracy  levels  (meaning 
which  packets  get  tossed  in  case  of  congestion) .  RSVP  is  capable  of 
ensuring  that  latency  doesn’t  exceed  a  specified  maximum,  while  ATM  goes  a  step 
further  and  can  controljitter —  the  variation  in  latency,  or  delay,  that  a  packet  expe¬ 
riences  as  it  moves  from  one  device  to  another  across  links. 

If  you’re  notsure  you  need  CoS/QoS  todaybut  think  you  might  in  the  future, 
hedge  your  bets.  Buy  switches  for  your  wiring  closet  and  the  network  edge  that  have 
two  levels  of  queuing  so  you  can  support  802. 1  p-based  prioritization.  Similarly,  buy 
core  switches,  Layer  3  switches,  switching  routers  and  routers  with  multiple  levels  of 
queuing  (four  has  become  relatively  common)  to  ensure  thatyou  can  accommo¬ 
date  more  levels  of  prioritization. 

The  bottom  line:  If  the  performance  of  your  mission-critical  applications  is  suf¬ 
fering  as  network  traffic  increases,  you  should  plan  your  CoS/QoS  strategy  now. 

Petrosky  is  a  senior  analyst  with  The  Burton  Group,  an  information  services  firm 
that  provides  in-depth  technology  analysis.  She  can  be  reached  at  (415)  572-0560  or 
petrosky  @tbg.  com . 

For  more  on  policy-based  management,  see  “Directories  in  the  limelight,”  page  1. 


architectures  than  Windows, 
including  x86,  RISC,  Alpha 
and  MIPS.  Name  almost  any 
commercial  platform  and 
there  is  a  working  port  or  devel¬ 
opment  port  of  Linux  to  it. 
Also,  Linux  supports  more  PC 
hardware  than  Windows  NT. 

Gibbs  also  says  Linux  users 
don’thave  “avendor  to  com¬ 
plain  to  if  things  don’ t  work 
right.  ’  ’  However,  Red  Hat  soft¬ 
ware  offers  phone  support  for 
Red  Hat  Linux. 

Ross  Campbell 
Systems  administrator 
Oracle  Corp. 

San  Mateo,  Calif. 

Mark  Gibbs  notes  that 
“Linux  suffers  from  a  lack  of 
i  [graphical  user  interfaces].” 
But  there’s  one  GUI  out  there 
already  that  is  quite  promising. 
Check  out  the  work  being 
done  atwww.kde.org,  where 
the  KDesktop  Environment 
development^  centered. 


It  will  be  interesting  to  see  if 
Netscape’s  release  of  the 
source  code  for  its  browser 
leads  to  its  adoption  as  the  de 
facto  Linux  standard.  Depend¬ 
ing  on  the  exact  licensing 
terms  and  the  completeness  of 
the  release,  that  could  happen 
rather  quickly. 

Rich  Rulawiec 
Chadd’sFord,  Pa. 

Gibbs’  column  suggests  that 
Linux  should  be  more  like 
Windows.  What  would  be  the 
point  of  that? 

Already,  Linux  offers  its 
users  and  administrators  far 
more  power,  flexibility  and  reli¬ 
ability  than  any  version  ofWin- 
dows  ever  has  and  does  this  at  a 
lower  cost,  on  less  hardware. 


Yes,  it  would  be  nice  to  see 
more  applications  available 
for  Linux,  but  the  existing 
kernel  and  GUI  tools  are 
more  than  adequate  for  their 
production. 

Making  Linux  into  Win¬ 
dows  is  not  the  answer  to 
Microsoft’s  aggressive  tactics. 
Keith  Wesolowski 
Reno,  Nev. 

What  we  need  to  do  is  sell 
companies  on  the  idea  that 
using  Linux  and  making 
OpenSource  software  is  great 
and  would  give  them  a  compet¬ 
itive  edge. 

We  need  a  nice,  profes¬ 
sional  and  serious-looking  Web 
page/glossy  brochure  diat 
would  pack  enough  punch  to 


convince  any  CEO  that  it’s 
profitable  to  support  and  use 
Linux.  Think  business  case. 

We  need  a  Linux  Steve  Jobs, 
someone  with  so  much  cha¬ 
risma  that  companies  would 

T  e  I  e  t  o  o  n  s 


pay  to  listen  to  him.  Think  hard 
sell. 

We  need  mainstream  recog¬ 
nition.  ThinkTV. 

Ricky  Ng-Adam 
Montreal 


Go  online  for  more  comments 
on  Antisoft  and  other  topics. 
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TECHNICAL  SEMINARS 


PRESENTER 
Jeff  Phillips 

TeleChoice,  Inc. 


Seminar  Overview: 


As  the  technology  matures  to  a  point  of  mass  user  adoption, 
frame  relay  continues  its  explosive  growth  trend  in  1998.  Frame 
relay  has  proven  it  can  deliver  the  increased  performance  and 
network  efficiencies  IT  managers  are  looking  for  while  at  the 
same  time  decreasing  their  overall  operations  costs.  In  addition, 
carriers  and  equipment  vendors  continue  to  deliver  the  enhanced 
services  and  capabilities  necessary  for  managers  to  address 
today’s  and  tomorrow’s  application  needs. 

Frame  Relay  ’98  will  help  you  make  sense  of  all  that  frame  relay 
has  become.  This  information-packed  seminar,  taught  by  Jeff 
Phillips,  a  frame  relay  expert  with  TeleChoice,  Inc.,  addresses  the 
technology  from  virtually  every  angle.  In  this  seminar,  we  will 
explore  everything  from  frame  relay  implementation  fundamen¬ 
tals  to  application  specifics  and  the  many  areas  in  between.  Hot 
topics  such  as  network  management,  voice  and  SNA  transport, 
carrier  and  equipment  vendor  offerings,  and  interoperability  will 
be  covered  in  this  powerful  one-day  session.  New  features  and 
services  available  on  the  market  along  with  their  networking 
benefits  will  be  addressed  along  with  enhancements  coming 
from  industry  players  in  the  future. 

Whether  you  are  a  network/telecom  planner,  manager,  designer 
or  administrator,  Frame  Relay  ’98  will  provide  you  with  the 
information  and  insight  necessary  to  more  efficiently  and 
effectively  implement,  expand  and  manage  your  network. 


Register  and  You  Will  Receive: 


•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Frame  Relay  Resource  CD-ROM 

•  Luncheon  and  break  refreshments 

•  Visit  with  leading  frame  relay  vendors 

•  All  of  the  above  included  in  your  $450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more 
attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  $99! 


8  Key  Benefits  of  Attending: 


-  ;  ■'W|! 


1.  Explore  the  inherent  benefits 
of  using  frame  relay 

2.  Compare  and  contrast  frame 
relay  to  other  wide  area  net¬ 
working  solutions  including 
when  frame  relay  is  a  more 
economical  solution 

3.  Understand  the  alternative 
approaches  to  running  SNA 
applications  over  frame  relay 

4.  Understand  available  network 
management  options  and  the 
pros  and  cons  of  outsourcing 
vs.  in-house  network 
management 


5.  Learn  how  frame  relay  can 
interoperate  with  other 
networking  technologies 
and  why  you  may  want  to 
explore  them 

6.  Learn  how  to  save  money 
by  consolidating  your  voice 
and  data  applications  over 
frame  relay 

7.  Analyze  the  service  and 
pricing  differences  between 
the  major  frame  relay 
providers 

8.  Learn  about  new  and  likely 
future  service  and  equipment 
enhancements  which  could 
prove  advantageous  to  your 
networking  environment 


NetworkWorkl 


www.nwfusion.com/seiiiiriars 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 

O  Register  on-line 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)756-9430  CODE  #95. 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 


SPONSORED  BY: 

Et  Kentrox*  Adirati 


The  NetworV  Accee*  Company” 


*3  CONCORD. 


Thm  Total  Vlow 


CRL 


NETWORK  IIIVICES 


^  NetScout  NORTEL  MICOM  PARADYNE" 


Digital  Link 

Sprint 


EQUANT 


m 


Network  Systems 


83  sync 


Time  Pie: r  Group 


kaspia 

VISUAL 

NETWORKS. 
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Directories  in  the  limelight 


Continued  from  page  1 

Several  developments  are  setting  the 
stage  for  directory  services’  rise  to 
prominence.  The  emergence  of  stan¬ 
dards  such  as  the  Lightweight  Dir¬ 
ectory  Access  Protocol  (LDAP)  is  pro¬ 
viding  much-needed  vendor  interoper¬ 
ability,  freeing  developers  from  having 
to  tie  their  applications  or  services  to  a 
particular  directory.  Likewise,  the 
Directory  Enabled  Networks  (DEN) 
initiative,  led  by  Microsoft  Corp.  and 
Cisco  Systems,  Inc.,  promises  to 
increase  momentum  for  directory  ser¬ 
vices  by  bringing  the  physical  infra¬ 
structure  under  the  directory  umbrella 
and  tackling  the  standardization  of 
directory  information  itself. 

The  idea  behind  all  this  activity  is  to 
enable  a  single  common  directory  to 
support  all  your  applications,  services 
and  infrastructure.  Down  the  road, 
you  won’t  have  to  set  up  and  adminis¬ 
ter  separate  directories  for  your  e-mail 
network,  SAP  R/3  implementations, 
remote  access  authentication  services 
and  so  on. 

The  result  will  be  fewer  directory 
setup  and  maintenance  chores,  which 
means  increased  IT  staff  productivity. 

The  reliability  of  directory  information  also  will 
increase  because  the  information  won’t  be  dupli¬ 
cated  in  numerous  places. 

Last,  but  perhaps  most  important,  centralized 
directories  will  spawn  true  policy-based  manage¬ 
ment.  You’ll  be  able  to  establish  criteria  for  how 
your  net  should  be  managed,  including  response¬ 
time  targets  and  authentication  policies  for  dif¬ 
ferent  classes  of  users.  The  directory  will  serve 
as  the  vehicle  that  helps  enforce  policies  across 
the  enterprise. 

Directory  primer 

Directories  provide  a  simple  way  of  naming, 
describing,  finding,  accessing  and  protecting 
resources  over  space  and  time.  They  are  the  logi- 

WHERE  WE’RE  HEADED 

A  sampling  of  the  roles  and  functions  directories 

are  expected  to  take  on: 

•  RADIUS  authentication  functions 

•  DHCP/DNS  functions  integration 

•  Store  network  configuration  information 

•  Store  policy  information 

•  Manage  security  information,  such  as  certificates 

•  Function  as  resource  registry  for  meeting  rooms, 
videoconference  facilities  and  so  on 

•  Act  as  a  foundation  for  network-centric  applications 

•  Serve  as  a  repository  for  management  data 

•  Drive  event  notification-based  management 

•  Handle  object  or  process  activation 


cal  places  at  which  network  services,  applications 
and  people  meet  and  interact. 

Directories  have  been  around  for  more  than  a 
decade.  Banyan  Systems,  Inc.  began  shipping  the 
StreetTalk  directory  service  as  part  of  its  VINES 
NOS  in  1986.  Novell,  Inc.  began  shipping  its 
Novell  Directory  Services  (NDS)  with  NetWare 
4.0  in  1993.  These  NOS-based  directories  have 
allowed  network  administrators  to  manage  and 
authenticate  users  and  to  administer  file  and 
print  services. 

A  major  benefit  of  directory  services  is  they 
enable  you  to  create  a  relationship  between  a 
logical  representation  of  a  resource  such  as  a 
printer  or  file  “object”  and  the  physical  device  or 
resource.  If  you  need  to  move  a  printer  or  a  sub¬ 
directory  to  a  server  with  more  memory,  you 
only  have  to  change  the  relationship  between 
the  directory  object  and  the  physical  resource  it 
represents.  There’s  no  need  to  update  user 
logon  scripts  or  otherwise  touch  desktops.  This 
helps  cut  desktop  support  costs. 

Directory  services  also  allow  users  to  log  on 
from  anywhere  on  die  network,  because  configu¬ 
ration  and  other  user-related  information  is 
stored  in  the  directory  rather  than  in  files  on  the 
user’s  desktop.  Similarly,  because  directory  ser¬ 
vices  enable  associations  of  logical  names  and 
access  rights,  user  access  rights  don’t  have  to 
change  if  a  resource  is  moved. 

In  addition,  extensions  can  be  written  that 
enable  functions  such  as  software  distribution, 
password  management  and  customized  relation¬ 


ships  between  users  and  applications. 

Users  also  benefit  from  this  logical 
view  of  the  network.  Not  only  can 
they  find  the  resources  they  need 
more  easily,  they  also  gain  location 
independence.  As  more  applications 
and  services  exploit  directory  services 
for  user  authentication,  users  will  be 
able  to  employ  a  single  logon  that 
gives  them  access  to  all  the  resources 
they  need. 

Beyond  the  NOS 

Over  the  past  few  years,  directory 
services  have  grown  beyond  simple 
NOS  administration.  An  enterprise 
directory  is  now  recognized  as  a  tool 
that  brings  together  the  management 
of  users,  security,  applications,  ser¬ 
vices  such  as  e-mail,  and  network 
devices  ranging  from  desktops  to 
routers. 

“The  real  power  of  a  directory 
service  is  that  it  provides  a  com¬ 
mon  interface  for  provisioning  ser¬ 
vices  and  users  across  a  heteroge¬ 
neous  network,”  notes  Lee  Rhodes, 
strategic  alliance  manager  for 
Hewlett-Packard  Co.’s  Internet 
Infrastructure  Operation. 

Over  the  past  six  months,  Novell  and 
Netscape  Communications  Corp.  have 
announced  products  that  clearly  demonstrate 
the  power  of  directory  services  in  easing  admin¬ 
istration  of  other  network  services.  For  exam¬ 
ple,  several  of  the  components  in  Novell’s 
BorderManager  product  use  NDS  in  some  way. 
BorderManager  provides  a  number  of  Internet- 
related  services,  including  an  IPX-to-IP  gateway 
and  a  proxy  service,  that  help  improve  Web 
performance.  Both  services  look  to  NDS  to 
determine  whether  a  user  is  properly  authenti¬ 
cated  and,  if  so,  which  access  rights  and  restric¬ 
tions  apply.  NDS  also  holds  the  configuration 
and  management  information  for  virtual  private 
networks  supported  by  BorderManager,  so 
there’s  no  need  for  a  separate  data  store  for 
this  information. 

Netscape  recently  announced  it  is  expanding 
its  Mission  Control  management  tool  to  include 
directory-enabled  administration  of  Netscape 
client,  server  and  application  software.  Currently, 
Mission  Control  manages  client  configuration 
for  Netscape’s  Communicator.  When  it  releases 
SuiteSpot  4.0  later  this  year,  Netscape  will  ex¬ 
pand  Mission  Conu  ol  to  include  all  admin¬ 
istration  and  security  functions  of  Netscape 
clients  and  servers. 

For  example,  under  the  new  version  of 
Mission  Control,  user  profiles  will  be  stored  in 
the  Netscape  Directory  Server  rather  than  on 
users’  desktops,  as  they  are  now.  This  change  will 
allow  for  location  independence  for  clients  as 
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LDAP  or  bust 


©irectory  vendors  can’t  announce  support  for  Lightweight  Directory  Access 

Protocol  (LDAP)  fast  enough,  but  delivering  it  is  sometimes  a  different  story. 
Here’s  where  some  of  the  major  players  stand. 

■  Netscape  Communication  Corp.’s  Netscape  Directory  Server  and  Netscape 
Navigator  were  written  to  a  prestandard  version  of  LDAP  3.0.  Netscape  will  be  able 
to  bring  these  products  into  compliance  with  the  standard  fairly  easily. 

■  Novell,  Inc.  has  an  LDAP  2.0  server  interface  that  supports  read/ write  access  to  Novell 
Directory  Services.  An  LDAP  3.0  implementation  is  in  the  works,  scheduled  for  release  in 
the  second  half  of  the  year.  Also,  Novell’s  GroupWise  5.2  has  LDAP  2.0  read-only  access 
to  the  GroupWise  address  book.  Novell  has  committed  to  support  LDAP  on  its  GroupWise 
clients. 

■  Banyan  Systems,  Inc.  last  fall  began  offering  an  add-in  module  that  provides  LDAP  2.0  read¬ 
only  access  to  StreetTalk  for  Windows  NT  and  VINES.  An  upgrade  module  is  due  this  spring  to 
provide  LDAP  3.0  support  with  read/write  capabilities. 

■  Sun  Microsystems,  Inc.  last  fall  began  shipping  its  Sun  Directory  Services,  which  supports 
LDAP  2.0  read/write  capabilities.  An  LDAP  3.0-compliant  version  is  due  by  mid-1998. 

■  Microsoft  Corp.  has  committed  to  using  LDAP  as  a  core  protocol  for  accessing  Active 
Directory,  and  its  newer  applications  are  beginning  to  support  the  protocol.  For  example, 
while  Outlook  97  lacks  any  LDAP  capability,  Outlook  Express  supports  LDAP  2.0  read/write 
operations,  and  Outlook  98  will  support  LDAP  3.0 
-  Mary  Petrosky 


well  as  simplified,  centralized  administration. 

Netscape  Certificate  Server  also  will  be  inte¬ 
grated  with  the  Netscape  directory  and  Mission 
Control.  Rather  than  maintain  its  own  database, 
Netscape  Certificate  Server  4.0  will  use  the 
directory  as  the  repository  for  certificates.  This 
will  allow  for  centralized,  directory-based  man¬ 
agement  of  user  security  credentials  such  as 
public-key  certificates.  For  example,  administra¬ 
tors  will  be  able  to  configure  Mission  Control  to 
revoke  certificates  when  they  delete  a  user  from 
the  directory. 

The  LDAP  factor 

Directory  vendors  aren’t  the  only  ones  getting 
into  the  act.  Other  vendors  are  looking  to  direc¬ 
tory  services  to  support  authentication  and  other 
functions. 

Bay  Networks,  Inc.  currently  exploits  directory 
services  natively  in  BaySecure  Access  Control,  its 
Remote  Authentication  Dial-In  User  Service 
(RADIUS).  Rather  than  duplicate  directory  ser¬ 
vices  in  its  RADIUS  server,  Bay  is  directing 
authentication  operations  to  underlying  naming 
and  directory  services.  BaySecure  Access  Control 
is  available  for  Windows  NT,  NetWare  and  Unix. 
Each  version  uses  the  directory  that  is  native  to 
its  operating  system:  the  NT  Domain  Naming 
System,  the  NetWare  bindery  or  NDS,  and  the 
Network  Information  Services  Unix-based  nam¬ 
ing  scheme. 

The  standardization  and  subsequent  wide¬ 
spread  adoption  of  LDAP  has  been  a  key 
driver  behind  vendors  such  as  Bay  taking 
advantage  of  directory  services  rather  than 
creating  their  own  application-  or  service- 
specific  directories. 

LDAP  defines  a  standard  protocol  for  access¬ 
ing  and  updating  directory  information  in  a 
client-server  model.  As  a  standard,  LDAP  pro¬ 
vides  for  vendor-independent  directory  access 
and  makes  directory  interoperability  possible. 
While  it’s  neither  perfect  nor  complete,  LDAP  is 
making  the  new  directory-based  management 
paradigm  possible. 

The  latest  version  of  the  LDAP  specification, 
Version  3,  offers  significant  enhancements  over 


Version  2.  In  particular,  LDAP  3.0  supports  vari¬ 
ous  authentication  schemes  and  has  a  referral 
capability  so  one  directory  server  can  forward 
a  client’s  query  to  another.  In  addition,  LDAP  3.0 
supports  schema  discovery,  so  an  LDAP  client 
can  learn  about  the  structure  of  the  informa¬ 
tion  in  a  directory.  Because  LDAP  must  be  able 
to  search,  read  and  update  server  information 
on  behalf  of  the  client,  the  client  must  have 
prior  knowledge  of  the  directory’s  schema, 
or  have  some  facility  for  discovering  and  inter¬ 
preting  schema. 

Support  for  LDAP  has  grown  rapidly  among 
vendors  of  directory  services.  Netscape,  Novell, 
Microsoft,  Banyan  and  Sun  Microsystems,  Inc. 
each  support  the  protocol  in  their  respective 
directories  and,  in  some  cases,  applications  (see 
story  above). 

Likewise,  network 
equipment  vendors  are 
using  directory  services  for 
everything  from  user 
authentication  to  policy- 
based  management. 
Companies  such  as  Bay 
and  Cabletron  Systems, 

Inc.  have  or  are  working 
on  LDAP  clients  for  some 
of  their  network  gear. 

Toward  policy-based 
management 

As  more  vendors  lever¬ 
age  the  common  data 
within  directory  services, 
we  will  begin  to  see  true 
policy-based  manage¬ 
ment.  Indeed,  all  the 
leading  equipment  ven¬ 
dors  have  committed  to 
exploiting  directory  ser¬ 
vices  as  part  of  their  policy- 


based  management  offerings. 

Directory  services  provide  a  centralized  way  for 
IT  managers  and  service  providers  to  define  the 
policies  according  to  which  network  services  are 
configured,  operated  and  managed.  Policies  can 
be  based  on  criteria  such  as  response  time  and 
uptime  targets,  often  broadly  referred  to  as  ser¬ 
vice-level  agreements;  application  and  security 
requirements;  and  Intemet/intranet  access 
needs.  Network  services  and  related  policies  can 
be  tied  to  individual  users,  groups  of  users,  orga¬ 
nizational  units  such  as  departments  and  compa¬ 
nies  as  a  whole. 

Cabletron,  for  example,  is  licensing  Net¬ 
scape’s  LDAP  3.0  developers’  kit  and  will  imple¬ 
ment  LDAP  clients  on  its  high-end  Smart- 
Switches  by  mid-1998.  LDAP  support  will  enable 
the  switches  to  communicate  with  the  Netscape 
directory  to  discover  information  about  user 
logon  names  and  corresponding  security  rights. 
That  in  turn  enables  the  switches  to  apply  user- 
based  policies.  Cabletron  also  will  store  key  net¬ 
work  information  in  the  directory,  including  a 
user’s  IP  and  media  access  control  address  and 
related  switch  port  information. 

3Com  Corp.  has  similar  plans.  Customers  will 
use  3Com’s  Transcend  Policy  Manager  applica¬ 
tion  to  configure  policies,  which  will  be  stored  in 
a  directory  server.  A  separate  policy  server  will 
access  the  policy  rules  in  the  directory  via  LDAP 
and  interpret  them  on  behalf  of  various  types  of 
network  equipment  (see  Figure  1).  3Com 
expects  to  ship  its  Transcend  Policy  Manager 
application  and  LDAP-based  policy  server  in  the 
third  quarter  and  will  initially  support  Netscape’s 
directory  for  NT  and  Novell’s  NDS  for  NT. 

Bay  is  creating  a  policy-based  management  sys¬ 
tem  that  combines  an  LDAPv3.0  server  with  its 
NetID  platform,  which  is  a  set  of  sendees  for 
managing  IP  addressing,  Domain  Name  System 
(DNS)  and  Dynamic  Host  Configuration 
Protocol  (DHCP)  servers.  Bay  recently  inherited 


FIGURE  1: 3C0M’S  POLICY-BASED  MANAGEMENT  SYSTEM 


1.  A  manager  defines  a 
policy  giving  high  priority  to 
SAP  R/3  users  in  the  finance 
department  and  low  priority 
to  all  PointCast  users. 
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2.  The  information 
is  stored  in  an  LDAP- 
based  directory. 

LDAP 

3.  The  policy  server  accesses  the 
information  from  the  directory, 
interprets  it  and  passes  filters  and 
other  messages  to  network  devices  so 
they  can  queue  traffic  appropriately. 
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THE  INTEROPNET": 

CENTERPIECE  OF 
NETWORLD+INTEROP 

The  InteropNet  is  the  largest 
short-term,  real-time  network  on 
the  planet.  This  awesome  network 
supports  ATM  and  Gigabit 
Ethernet  networks  interconnected 
with  Layer  3  switching  and  xDSL 
demon-stration  networks. 

The  InteropNet  connects  all 
NetWorld+Interop  98  Las  Vegas 
exhibitors  to  each  other, 
demonstrating  true  interoperability 
and  showing  you  what  solutions 
really  work.  Here  are  a  few  of  the 
technologies  you'll  see  in  action 
on  the  InteropNet: 

•  10M  and  100M  delivery  with 
a  mixture  of  Gigabit  Ethernet 
and  ATM  uplinks. 

•  Gigabit  Ethernet  and  ATM 
technologies  used 
cooperatively. 

•  PNNI  used  to  support 
redundancy,  load  balancing 
and  dynamic  routing  for  the 
ATM  networks. 

•  ISDN,  Frame  Relay  and 
native  ATM  Services  over 
the  same  ATM  network. 

•  Voice,  video  and  data 
using  the  same  network 
infrastructure. 

It’s  not  theory.  It's  not  science 
fiction.  It's  real,  and  it  packs 
enough  power  to  support  some 
small  countries.  If  you're  a 
serious  networking  professional, 
you've  simply  got  to  see  this 
thing  in  action. 

www.interop.com 
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The  Definitive  Networking  Event 


Register  online:  www.interep.coTn 

or  call  800-944-4628  today! 


Las  Vegas  Convention  Center 

Conference:  May  4-8, 1998 
Exhibition:  May  5-7, 1998 
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i  its  first  LDAP-enabled  policy-based  management 
capability  when  it  acquired  New  Oak  Commu¬ 
nications,  Inc.  New  Oak  has  implemented  an 
LDAP  2.0  client  and  server  for  managing  the  setup 
of  tunneled  sessions  and  VPNs  and  for  authenti¬ 
cation  services  on  the  NOC  4000  access  device. 

Cisco  recently  announced  its  road  map  for 
policy-based  management,  key  pieces  of  which 
will  ship  in  the  second  half  of  the  year.  Like  other 
vendors,  Cisco  will  provide  a  management  appli¬ 
cation  for  configuring  policies.  Initially,  Cisco  will 
store  policy  information  in  policy  servers,  which 
will  communicate  with  network  equipment  via 
mechanisms  such  as  the  command-line  interface. 
Longer  term,  Cisco  will  use  the  Common  Open 
Policy  Service  protocol,  currently  being  defined 
by  the  Internet  Engineering  Task  Force,  to  pass 
policy  information  from  a  policy  server  to  net¬ 
work  gear. 

Like  Bay,  Cisco  will  initially  use  its  DNS/DHCP 
platform,  which  it  calls  the  network  registry,  for 
host  name  and  IP  address  information.  The  com¬ 
pany  will  provide  directory  access  via  LDAP  3.0  to 
enable  policies  based  on  user  and  group  informa¬ 
tion.  In  1999,  Cisco  will  provide  full  integration 
of  its  policy  management  system  with  Microsoft’s 
Active  Directory,  including  support  for  the  DEN 
specification. 

FIGURE  2:  BERKELEY  NETWORKS  AND  ITS  LDAP  AGENTS 


Even  start-ups  are  taking  advantage  of  directo¬ 
ries.  Similar  to  New  Oak,  Berkeley  Networks,  Inc., 
of  Milpitas,  Calif.,  has  developed  what  it  calls 
“application-aware”  Ethernet  switches  that  will 
use  directory  services  for  configuration  data,  as 
well  as  for  policies  that  cover  security  and  access, 
class  of  service,  routing  and  naming. 

Rather  than  wait  for  the  DEN  specification  to 
evolve,  Berkeley  defined  its  own  schema  exten¬ 
sions  that  characterize  its  switches.  The  company 
also  created  extensions  to  standard  directory 
browsers  so  network  administrators  can  view  and 
manipulate  the  switches  and  related  information 
within  the  directory  tree  structure. 

For  example,  an  administrator  can  click  on  an 
NDS  tree  and  drop  the  Berkeley  switches  into  any 
part  of  the  directory.  Clicking  on  the  switch 
object  will  bring  up  a  window  that  offers  various 
options,  such  as  to  view  the  switch’s  name,  serial 
number,  location  and  software  release,  or  to  set 
policy  for  class  of  service  on  an  application-by¬ 
application  basis. 

The  Berkeley  switches  include  an  LDAP  client 
that  can  be  used  to  communicate  with  the  direc¬ 
tory  (see  Figure  2).  Berkeley  initially  will  support 


any  LDAP-accessible  directory  and  expects  to 
deliver  this  capability  in  the  second  quarter. 

Future  roles 

A  number  of  industry  players  envision  an  even 
more  expanded  role  for  directory  services  in  sys¬ 
tems  and  network  management. 

Proponents  of  the  DEN  initiative  want  to  store 
information  about  network  services  and  device 
configuration  in  the  directory.  While  not  all  ven¬ 
dors  are  enthusiastic  about  this  aspect  of  the  DEN 
work,  Lionel  Gibbons,  director  of  3Com’s 
TranscendWare  Product  Group,  believes  such  an 
effort  could  vastly  simplify  the  configuration  of 
multivendor  equipment. 

If  vendors  support  a  common  schema,  cus¬ 
tomers  will  be  able  to  configure  devices  by 
defining  objects  in  a  directory,  Gibbons  says.  So 
rather  than  having  to  know  how  to  configure  a 
3Com  or  Cisco  switch,  you  simply  would  config¬ 
ure  a  “generic”  switch.  Vendors  would  have  to 
enable  their  network  equipment  to  read  this 
high-level  configuration  information  out  of  the 
directory  and  translate  it  in  a  way  that’s  specific  to 
their  devices. 

Cisco  envisions  directories  playing  a  role  in 
event  management  rather  than  merely  acting  as 
a  repository  for  information  and  relatively  static 
relationships.  For  example, 
if  an  “event”  occurs,  such 
as  the  clock  striking  5  p.m., 
the  directory  could  trigger 
a  series  of  operations,  per¬ 
haps  limiting  access  to  the 
accounting  server,  switch¬ 
ing  routes  for  WAN  traffic 
and  kicking  off  a  band¬ 
width  reservation  for  server 
backup. 

Marc  Trachtenberg,  a 
principal  at  consultancy 
Mycroft,  Inc.,  in  New  York, 
has  a  similar  vision. 

“Objects  in  the  directory 
need  to  be  activated  by 
events  and  take  responsibili¬ 
ty  for  their  domain  of  influence,”  Trachtenberg 
says.  “The  real  value  in  directories  will  be  having 
the  authority  to  make  event-driven  decisions 
about  the  relationships  they’re  managing.” 

It  will  take  time  for  directory  services  to  step 
into  this  expanded  role.  Technical  issues  related 
to  directory  performance  and  scalability  must  be 
tackled,  including  the  creation  of  a  standard  for 
replicating  data  among  directory  services.  Like¬ 
wise,  the  effort  to  define  a  common  schema  has 
barely  begun  and  will  easily  extend  into  1999. 

Directory  payback 

Even  so,  there’s  plenty  you  can  be  doing  now 
to  directory-enable  your  enterprise. 

For  many  organizations,  the  biggest  hurdle  is 
getting  a  good  understanding  of  your  business 
processes.  Also,  be  aware  that  the  decision  to 
implement  directory  services  can  precipitate 
political  battles  if  all  arms  of  IT  —  as  well  as  key 
business  managers  —  aren’t  involved  or  if  the 
rollout  isn’t  handled  diplomatically. 

In  terms  of  hard  costs,  the  directory  software  is 
the  main  expense.  However,  there  are  a  number 
of  “soft”  costs,  of  which  planning  is  the  largest. 


Get  more  online: 

•  A  Rapport  Communication  presentation  on  directory 
economics 

•  Information  on  the  Directory  Enabled 
Networks  Ad  Hoc  Working  Group  and 
links  to  resources  that  describe  relevant 
standards  such  as  LDAP 

•  Papers  that  describe  Berkeley  Networks’  directory- 
enabled  switches,  from  the  vendor’s  site 


Trachtenberg  notes  it  is  necessary  to  consider  the 
staff  or  consultant  time  needed  to  create  a  direc¬ 
tory  model,  evaluate  products  and  learn  how  to 
use  and  manage  the  directory  service.  The  plan¬ 
ning  process  can  take  months. 

Consultants  at  firms  such  as  Mycroft  and 
Rapport  Communication,  of  Silver  Spring,  Md., 
agree  that  you  should  begin  the  process  of  archi¬ 
tecting  a  directory  now.  You  can  take  a  tactical 
approach,  if  need  be,  and  see  which  areas  of  your 
organization  would  immediately  benefit  from  a 
directory  implementation.  For  example,  the  inte¬ 
gration  of  Novell’s  NDS  and  Bay’s  RADIUS  ser¬ 
vices  may  be  a  compelling  first  step. 

Likewise,  roll  out  products  that  support  LDAP 
clients  and  servers  as  they  become  available  from 
your  key  vendors.  New  versions  of  e-mail  clients 
and  servers  would  be  a  good  start. 

Trachtenberg  also  recommends  that  the  vari¬ 
ous  arms  of  IT,  including  the  infrastructure, 
application  development  and  support  staff,  begin 
to  document  the  relationships  between  users, 
applications  and  other  resources.  Next,  organize 
resources  by  business  function,  not  by  physical 
devices.  Take  into  account  your  remote  and 
mobile  users  in  planning  the  directory. 

The  process  of  building  a  directory  is  difficult, 
whichever  directory  you  choose,  so  the  sooner 
you  get  started,  the  better.  As  Trachtenberg  notes, 
there’s  no  sense  waiting  for  Microsoft’s  Active 
Directory  to  ship;  it  will  be  relatively  easy  to 
migrate  to  it  when  the  time  comes,  if  you  so 
choose,  as  compared  with  implementing  your 
first  directory. 

All  this  work  has  a  payoff,  of  course,  and 
it  comes  in  the  form  of  reduced  administra¬ 
tion  costs. 

In  light  of  tight  IT  budgets  and  the  constant 
scramble  for  support  staff,  directory  services 
offer  a  concrete  way  to  gain  management  effi¬ 
ciencies.  Mycroft  is  among  the  consulting  groups 
that  have  demonstrated  that  directory  services 
can  pay  for  themselves  in  less  than  a  year. 
Rapport  notes  that  savings  increase  as  you  con¬ 
tinually  phase  out  duplicate  directories.  The 
value  of  directories  will  increase  even  more  as 
policy-based  management  and  other  directory- 
enabled  services  are  delivered. 

The  companies  that  begin  to  exploit  the  bene¬ 
fits  of  directory  services  now  will  be  in  the  best 
position  to  follow  its  rising  star. 

Petrosky  is  a  senior  analyst  at  The  Burton  Group,  an 
information  services  firm  that  provides  in-depth  technol¬ 
ogy  analysis.  She  can  be  reached  at  (415)  572-0560  or 
petrosky@tbg.  com. 


1 .  A  policy  is  established  giving  high  priority 
to  videoconferencing  users  in  the  marketing 
department  and  low  priority  to  external  Web 
traffic. 


Berkeley  eVislon 
management 
application 


3.  LDAP  agents  on  Berkeley’s 
switches  communicate  with  the 
directory  to  retrieve  policy 
information,  which  is  used  to 
apply  appropriate  filtering  and 
queuing  mechanisms. 


Directory 

server 

2.  The  policy  data  is  stored  in 
a  centralized  directory. 


LDAP 


Attached  workgroups 
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WHITE  PINE’S  MEETINGPOINT  SERVES  UP  VIDEO- 
CONFERENCING,  BUT  DON’T  PLAN  A  BIG  ROLLOUT  YET. 


By  Lee  Schlesinger 

oday,  knowledge  workers  can  practically  live  in  their  offices.  With  a 
stash  of  snacks,  a  comfy  chair  and  a  high-speed  Internet  link,  the 
only  thing  forcing  cubicle  rats  to  leave  their  lair  is  an  occasional 
meeting.  You  may  be  able  to  eliminate  even  that  obstacle  with  White  Pine 
Software,  Inc.  ’s  MeetingPoint  Conference  Server  3. 0.  MeetingPoint  lets 
anyone  with  a  cheap  digital  camera  participate  in  group  videoconferences 


without  leaving  his  desk. 

MeetingPoint  supports  not  only  clients  run¬ 
ning  the  vendor’s  Enhanced  CU-SeeMe  video- 
conferencing  software,  but  also  any  client  run¬ 
ning  the  H.323  videoconferencing  and  T.120 
teleconferencing  protocols,  including  Micro¬ 
soft  Corp.’s  NetMeeting. 

But  you  probably  won’t  want  to  put  Meeting- 
Point  on  your  CEO’s  desk  just  yet.  A  lack  of 
administration  tools  and  a  clunky  administra¬ 


tive  interface  make  the  product  suitable  only 
for  sites  where  videoconferencing  is  not  a  mis¬ 
sion-critical  application. 

Good  intentions 

The  concept  behind  MeetingPoint  is  a  good 
one.  The  MeetingPoint  server  acts  as  a  host 
that  enables  clients  to  communicate  over  a  net¬ 


work,  either  locally  or  via  the  Internet.  Once 
connected,  they  can  communicate  with  any 
combination  of  voice,  video  or  text  chat.  In 
effect,  it  is  a  reflector  that  provides  group  con¬ 
ferencing,  without  which  CU-SeeMe  is  just  a 
point-to-point  communication  tool. 

MeetingPoint  supports  multiple  conference 
servers  (for  sites  with  heavy  conferencing 
loads)  and  multiple  conferences  per  server. 

To  connect  to  a  confer¬ 
ence,  users  need  to  run  a 
compatible  client.  A  natural 
choice  is  White  Pine’s 
Enhanced  CU-SeeMe,  or  any 
other  version  of  CU-SeeMe 
including  the  original  devel¬ 
oped  by  Cornell  University. 

Because  it  supports  T.120 
conferencing,  any  T.120 
client  also  can  connect  to  a 
MeetingPoint  conference. 

But  because  of  the  immaturi¬ 
ty  of  software  that  supports 
T.120,  T.120  clients  can  only 
see  other  like  T.120  clients. 

Don’t  expect  full-motion 
30  frame/ sec  video  when 
many  participants  are  logged 
on  to  a  conference.  We  were 
lucky  to  get  1  frame/sec 
most  of  the  time.  Clients  can 
limit  their  send  and  receive 
rates,  which  helps  lighten  the 
load  on  the  server  but  makes 
for  an  even  worse  viewing  experience. 

Three  paths  to  administration 

There  also  are  several  ways  to  impose  limits 
on  the  server  side.  An  administrator  can  con¬ 
trol  bandwidth  usage  and  define  client  access 
to  conferences  as  well  as  set  up  billing  infor¬ 
mation  and  perform  housekeeping  on  product 


MeetingPoint’s  Web-based  administration  interface  offers  only  basic  configu¬ 
ration  functions,  and  lacks  robust  monitoring  tools.  The  interface  consists  of 
basic  HTML  fields  and  hyperlinks. 


MeetingPoint 


Administration  (20%) 

6  x  .20  - 1 .2 

Functionality  (20%) 

8x.20  =  1.6 

Client  compatabiiity  (20%) 

6  x. 20  =  1.2 

Monitoring  (20%) 

2  x. 20  =  0.4 

Installation  (10%) 

9  x. 10  =  0.9 

Documentation  (10%) 

10x.l0  =  1.0 

Total  score  |  6.3 

Individual  category  scores  are  based  on  a  scale  of  1-10. 
Percentages  are  the  weight  given  each  category  in  determining 
the  total  score. 


parameters. 

There  are  three  ways  to  administer  Meeting- 
Point.  The  easiest  is  simply  to  edit  the  pro¬ 
gram’s  configuration  file.  The  file  betrays  the 
program’s  origins;  it  looks  like  a  list  of  Unix 
commands  —  cryptic  pseudo-words  with  para¬ 
meters  preceded  by  a  hyphen.  You  also  can  tel¬ 
net  in  to  the  server  to  make  configuration 
changes.  If  you  choose  to  go  either  of  these 
routes,  be  sure  to  have  the  documentation  at 
your  side. 

A  more  comprehensible  approach  is  to  use 
the  software’s  built-in  Web-based  interface. 
From  any  Java-capable  browser,  you  can  access 
a  graphical  interface  that  enables  you  to 
change  the  most  important  parameters  of  the 
product.  For  example,  you  can  add,  edit  and 
remove  conferences,  set  passwords  for  confer¬ 
ence  participants  and  change  the  messages 
people  see  when  they  log  on  to  the  server  or  a 
conference  (see  graphic). 
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MeetingPoint  Conference  Server  3.0 


White  Pine  Software,  Inc. 

(603)  886-9050 

www.  wpine.  com/ mp/ index,  html 

From  $4, 000 for  1 0  users  to  $20, 000 for  1 00  usm 


PROS 


Runs  on  Windows  NT  and  Solaris 
Compatible  with  T.120  clients 


CONS 


▼  Lacks  basic  logging  of  user 
connection  times 

▼  Lacks  ability  to  archive  chat  conferences 
V  Web-based  administration  is 

cumbersome 
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Because  the  administrative  applets 
are  written  in  Java,  they’re  slow.  And 
because  they  run  within  a  browser,  they 
lack  the  sophistication  of  a  stand-alone 
program.  Administrative  pages  are  sim¬ 
ply  HTML  tables,  so  you  can’t,  for 
instance,  get  any  information  by  click¬ 
ing  the  right  mouse  button. 


Request  For  Comment 

We’d  like  to  solicit  your  suggestions  for 
products  to  evaluate  in  several  upcom¬ 
ing  Network  World  reviews.  Send  the 
names  of  companies  and  products  you’d 
like  us  to  look  at  to  Test  Center  Director 
Lee  Schlesinger  at  lee_schlesinger@ 
nww.com. 

Product  categories  include: 

■  Internet  usage  monitoring  and 
reporting  software 

■  Windows  NT  administration  tools 

■  ATM  switches 

■  Firewalls 

■  Internet  telephony  gateways 
and  servers 

■  Inventory/ asset  management  softwar  e 

■  License  metering  software 


Our  biggest  regret,  however,  is  the 
lack  of  monitoring  tools  built  in  to  the 
server.  We  wouldn’t  expect  to  archive 
voice  and  videoconferences,  but  you 
can’t  even  keep  a  log  of  the  chat  ses¬ 
sions  that  conference  participants  type 
to  each  other.  You  can  log  the  times 
users  logged  in  to  and  out  of  each  con¬ 
ference,  but  the  log  file  can’t  be 
browsed  from  the  graphical  adminis¬ 
trative  interface.  You  can  see  a  list  of 
users  currently  logged  in,  but  the  dis¬ 
play  is  not  dynamically  refreshed, 
meaning  a  list  snapshot  taken  five  min¬ 
utes  ago  may  be  totally  out  of  date 
unless  you  do  a  manual  refresh. 

Installation  and  documentation 

At  least  MeetingPoint  is  easy  to 
install.  A  single  CD-ROM  lets  you 
install  MeetingPoint  on  a  server  run¬ 
ning  Windows  NT  Server  4.0  or  Sun 
Microsystems,  Inc.’s  Solaris  2.5.  You 
need  a  fast  server  with  at  least  64M 
bytes  of  memory  and  a  speedy  net¬ 
work  interface  card  because  videocon¬ 
ferencing  puts  a  heavy  demand  on 
server  CPU,  memory  and  network 
subsystems. 

White  Pine’s  single  volume  of  docu¬ 
mentation  is  half  user’s  guide,  half 


reference  appendix  that  comprehen¬ 
sively  details  the  product’s  many  con¬ 
figuration  options. 

In  our  view,  MeetingPoint  is  fine  for 
low-end  videoconferencing,  but  it’s  not 
ready  to  be  a  vital  tool  for  corporate  use. 

In  order  for  it  to  hit  the  big  time, 
White  Pine  needs  to  upgrade  its  admin¬ 
istrative  features,  add  an  administrative 
tool  that  doesn’t  rely  on  Java  and  a  Web 
browser  and  incorporate  a  more  de¬ 
tailed  log  of  conference  activity. 

Until  then,  it  looks  like  most  workers 
will  still  have  to  leave  their  offices  on 
occasion.  Maybe  that’s  not  such  a 
bad  thing.  ■ 


How  We  Did  It 

We  installed  MeetingPoint  Conference  Server  3.0  on  a  Micron  Electronics,  Inc.  Vetix  2Mxi 
server  with  dual  200-MHz  Pentium  Pro  CPUs  and  64M  bytes  of  memory.  The  server  ran 
Windows  NT  Server  4.0  with  Service  Pack  3.  To  participate  in  conferences,  we  used  a  variety  of 
client  PCs  running  White  Pine’s  Enhanced  CU-SeeMe  3.1  and  Microsoft’s  NetMeeting.  Our 
video  hardware  included  Philips  Consumer  Electronics  Co.’s  EasyCam  and  VideoLabs,  Inc.’s 
FlexCam  camera  and  Stinger  video  capture  board. 

We  set  up  a  single  videoconferencing  server,  then  added,  removed  and  edited  conferences 
using  the  product’s  Java  administration  applets  from  within  Netscape  Navigator  4.04.  We  used 
the  product’s  administration  tools  to  monitor  and  manage  conferences  and  users. 


Go  online  to: 

■  Download  a  trial  version  of  MeetingPoint 

■  Read  a  previous  review  of  White  Pine’s 
Enhanced  CU-SeeMe 

■  View  two  lists  of  CU-SeeMe  resources 

■  Find  Web-based  video- 
conferencing  reflectors 

■  Learn  about  the  H.323 
andT.120  standards 
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Forward-thinking  company  gives  its  employees  a  subnetwork  where  they 
can  experiment  with  emerging  products  and  technologies. 


By  Tom  Duffy 

athan  Mehl  doesn’t  have  a  lot  of  free 
time  at  work.  In  addition  to  being  the 
network  security  manager  at  Cohesive 
Network  Systems,  Inc.’s  (CNS)  New 
England  division,  in  Cambridge,  Mass., 
he’s  also  a  consultant  for  the  systems 
integrator. 

But  when  he  does  get  a  spare  minute, 
it’s  a  good  bet  that  he  can  be  found  playing 
around  in  the  company  “sandbox,”  a 
subnetwork  set  aside  for  employees  to 
let  off  some  steam  by  experimenting 
with  technologies  they  typically  don’t 
get  to  work  with  on  the  job. 

Lately  Mehl  has  been  learning  the 
finer  points  of  Berkeley  Internet 
Name  Daemon,  an  application  that 
translates  domain  names  into  IP 
addresses. 

Mehl  downloaded  the  program 
from  the  Internet  and  has  been  prac¬ 
ticing  using  it  on  the  sandbox  net¬ 
work,  which  is  segregated  from  the 
company’s  LAN  so  employee  experi¬ 
ments  don’t  impede  more  important 
work. 

“It’s  definitely  one  of  the  best  perks  we  get,” 
Mehl  says.  “It’s  a  good  incentive  to  go  out  and 
play  with  more  things  that  will  eventually  benefit 
me  and  the  company.” 

Corporate  romper  rooms 

Because  network  professionals  and  other  tech¬ 
nical  employees  are  in  high  demand,  more  and 
more  companies  are  creating  similar  technology 
playgrounds  to  help  retain  qualified  employees. 
The  playgrounds  also  appear  to  be  popular  in 
nontechnical  companies  that  sometimes  have 
trouble  holding  on  to  employees  who  don’t 
always  get  a  chance  to  work  with  cutting-edge 
technologies,  says  Tim  Walsh,  a  vice  president  at 
Blessing/White,  Inc.,  a  human  resources  consul¬ 
tancy  in  Princeton,  N.J. 

“Companies  in  the  service  sector,  such  as 
banks,  find  they  are  competing  heavily  with  the 


consulting  firms  for  IT  people,”  Walsh  says. 
“You’ve  got  turnover  rates  of  20%  to  30%,  so 
these  people  are  willing  to  try  almost  anything.” 

Although  retention  may  be  more  of  a  problem 
in  certain  industries,  all  types  of  companies  can 
benefit  by  adding  an  opportunity  for  fun  to  the 
workday. 

Take  CNS,  formerly  known  as  LeftBank.  Turn¬ 
over  isn’t  a  problem  there  because  company 
founder  Bob  Antia  set  out  to  create  an  attractive 
working  environment. 


"It’s  a  good  incentive  to  go 
out  and  plug  with  more 
things  that  will  eventually 
benefit  me  and  the  company.  ’ 

Nathan  Mehl,  network  security  manager, 
Cohesive  Network  Systems 


“I  think  people  just  want  to  be  appreciated, 
have  fun  and  do  things  that  interest  them,”  says 
Antia,  now  a  managing  partner  for  CNS’  New 
England  division.  “It’s  just  one  part  of  an  overall 
employee  retention  strategy.” 

Before  starting  LeftBank  four  years  ago,  Antia 
worked  in  the  theater  industry  creating  special 
effects  for  such  Broadway  productions  as  “Les 
Miserables.”  Although  there  weren’t  any  tech¬ 
nology  playgrounds  there,  he  learned  a  few  uni¬ 
versal  truths  about  how  to  treat  employees. 

“The  only  real  assets  are  your  people,  and  you 
really  have  to  treat  them  like  assets,”  he  says. 
“They’re  not  numbers  on  a  spreadsheet.” 

Outfitting  the  playground 

The  CNS  sandbox  began  with  a  few  servers.  It 
has  since  grown  to  include  a  half  dozen  Sun 
Microsystems,  Inc.  servers,  a  couple  of  routers 
and  a  host  of  applications  and  technologies.  The 


‘Teopli  just  want 
to  be  appreciated, 
have  fun  and 
do  things  that 
interest  them.  ” 

Bob  Antia,  managing 
partner,  Cohesive 
Network  Systems 
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cost  has  been  limited  because  most  of  the  equip¬ 
ment  has  come  in  the  form  of  hand-me-downs 
from  customers  who  were  upgrading. 

For  example,  a  customer  recently  donated  some 
Fibre  Channel  and  ATM  cards.  Because  CNS’  staff 
doesn’t  use  either  high-speed  technology  very 
often  on  the  job,  Antia  says  it  makes  sense  to  add 
the  adapters  to  the  sandbox  network. 

This  hints  at  two  other  corporate  benefits  of 
the  playground:  It  lets  employees  experiment 
with  technologies  they  might  be  able  to  apply  on 
the  job.  And  by  setting  aside  an  area  of  the  net¬ 
work  where  workers  can  hook  up  their  own 
devices  and  experiment  with  new  applications, 
Antia  figures  employees  are  less  likely  to  acciden¬ 
tally  cause  problems  on  the  corporate  LAN. 

For  his  part,  Mehl  takes  full  advantage  of  the 
perk.  A  while  back,  he  tested  a  one-time  usage 
password  system  that  he  later  incorporated  into 
the  company’s  IP  network.  Lately  he’s  been  play¬ 
ing  around  with  several  new  encryption  and 
authentication  tools.  Eventually,  he  hopes  to  pro¬ 
pose  moving  the  tools  over  to  the  company  net¬ 
work  to  improve  security. 

But  the  sandbox  also  provides  some  amuse¬ 
ment.  Mehl  has  a  private  domain  that  resides  on 
one  of  the  servers.  Meanwhile,  one  server  runs  a 
mailing  list  for  aficionados  of  Stellar  Crisis,  a 
Web-based  game,  and  another  hosts  the  Web  site 
for  Radio  Free  Allston,  a  Boston  group  that  pro¬ 
motes  nonregulated  radio  broadcasts. 

“It  helps  keep  the  job  fun,”  Mehl  says.  “And 
rather  than  just  building  things  for  clients,  it  lets 
me  feel  like  computing  is  still  something  I’m 
committed  to  and  experimenting  with.” 

Duffy  is  a  freelance  writer  in  Somerville,  Mass.  He 
can  be  reached  at  tduffy62@compuserve.com. 


Get  more  online: 


Information  about  Cohesive  Network 
Systems  and  technology  playgrounds 
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No  obligation. 


For  more 


Senior  Systems  Analyst/Pro¬ 
grammer.  Manage  end-to-end 
evaluation,  design,  implementa¬ 
tion  &C  maintenance  of  informa¬ 
tion  systems  (LAN  8c  WAN) 
using  SAS6.12,  SAS/FSP, 
SAS/AF,  SAS/GRAPH, 

SAS/CONNECT,  SQL,  JCL, 
HTML  8c  ENTRYPOINT 
within  VAX/VMS,  VM/CMS, 
Unix  (SUN,  HP,  RS/6000)  Tso 
(MVS),  OS2/Warp  8c  Windows 
environments.  Develop  GUI 
applications  for  optimum  uti¬ 
lization  of  client  resources  using 
ORACLE  database  manage¬ 
ment  tools,  dynamic  data 
exchange  and  OBCD  protocols; 
develop  dataset  integration 
architecture  using  PROC 
REPORT,  TRANSPOSE  Proce¬ 
dure,  relational  and  multi¬ 
dimensional  database;  utilize 
regressions  8c  stochastic  analysis 
within  SAS  architecture;  review 
client  software  8c  hardware 
needs  by  engaging  in  technical 
discussions  with  MIS  managers 
of  clients,  applying  principles  of 
information  technology  and 
business  management;  research 
alternatives  based  on  industry 
developments;  prepare  scope  of 
work  and  project  plan  blueprint 
using  corresponding  modeling 
techniques  to  maximize  perfor¬ 
mance  and  reliability;  assemble 
team  of  programmers/analysts 
and  delegate  responsibilities  to 
execute  project  specifications; 
monitor  projects  and  reallocate 
resources;  train  subordinate  per¬ 
sonnel  as  needed.  MS  or  MBA 
with  emphasis  in  information 
management  or  computer  sci¬ 
ence  8c  3  years  exp.  in  the  job 
offered  required;  40  hrs/wk  @ 
74,000/yr.  Job  Order  # 
NC5770541/DOTCode 
030.167-010.  Send  resume  to 
Job  Service  742-Feast  Chatham 
Street,  Cary,  North  Carolina 
27511.  All  resumes  must  include 
Social  Security  Number  of  the 
Applicant. 
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1-800-622-1108, 


x7488  or  x7542 


Consultant.  40  hrs/wk,  9am- 
5pm.  $55,000/yr.  Design,  imple¬ 
mentation  8c  security  for 
corporate  networks.  Tools: 
Cisco  routers;  SUN;  Firewall; 
VTVID;  ATM  switches;  Main- 
street;  TCP/IP.  M.S.  Computer 
Science  or  Electrical  Engineering 
as  well  as  6  mos.  in  position 
offered  or  as  Network  Consul¬ 
tant  required.  Previous  experi¬ 
ence  must  include:  CISCO 
routers;  Firewall;  internet  con¬ 
nections;  ATM  switches;  TCP/IP. 
25%  travel  nationwide.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  the  U.S. 
Send  two  copies  of  both  resume 
and  cover  letter  to:  Illinois 
Department  of  Employment 
Security,  401  South  State  Street  - 
7  North,  Chicago,  IL  60605, 
Attention:  Leonard  Boksa,  Ref¬ 
erence  #V-I1-18565-B  No  Calls. 
An  Employer  Paid  Ad. 


NETWORKING  CAREERS 


For  information  about  placing  a  recruitment 
advertisement,  talk  to  Network  World: 


Dodi  Rabinovitz 

(800)  622-1108  X7454 
E-Mail:  drabinov@nww.com 


Jim  Parker 

(Southern  United  States,  and  New  York) 
(800)  622-1108  X7542 
E-Mail:  jparker@nww.com 


Karima  Zannotti 
(Northern  United  States) 
(800)  622-1108  X7488 
E-Mail:  kzannott@nww.com 


Networking  Careers 

151  Worcester  Rd,  Framingham,  MA  01701 
E-Mail:  ccapp@nww.com 
800-622-1108  X7510;  Fax:  508-820-0607 


NetworkWorld 


K  I  N  G  C  A 


DEShaw&Co 


Telecommunications  Specialist 


D.  E.  Shaw  &  Co.,  L.P.  is  a  global  investment 
bank  whose  activities  focus  on  the  intersection  of 
technology  and  finance.  Founded  in  1988  by  a 
former  Columbia  University  computer  science  pro¬ 
fessor,  the  firm  now  encompasses  about  a  dozen 
closely  related  entities  in  New  York,  London,  Boston, 
Tokyo,  and  Hyderabad  (India)  with  aggregate 
capital  of  approximately  US  $1.3  billion. 


He  or  she  also  will  be  familiar  with  several  or  all 
of  the  following  technologies:  ISDN,  video  PBX, 
audio/video  bridging,  CTI,  voicemail  systems,  ACDs, 
IVRs,  and  professional  audio  conferencing  systems. 


Senior  Telecom/Datacom  Technician: 
International  WAN  Specialist 


We  are  looking  for  talented  senior  telecom  and 
datacom  professionals  to  join  our  world-class 
technical  staff.  Our  fast-paced  but  informal 
working  environment  offers  extraordinarily  well 
qualified  individuals  opportunities  for  unusually 
rapid  career  development. 


Telecom/Conferencing  Technician 


The  conferencing  technician  will  design  and  build 
a  global  executive  audio /video  conferencing  system. 
We  are  seeking  a  degreed  professional  (BS  in  engi¬ 
neering,  telecommunications,  or  related  field 
preferred)  with  expertise  in  advanced  PBX  program¬ 
ming  and  two  to  three  years  of  experience  with 
audio/video  conferencing  technologies.  The  success¬ 
ful  candidate  will  have  a  theoretical  understanding 
of  the  field  sufficient  to  function  as  project  manager. 


The  international  WAN  specialist  will  design  and 
implement  an  international  voice/data/video  net¬ 
work.  The  successful  candidate  will  have  five  to 
ten  years  of  project-management  experience  at  a 
multinational  corporation,  including  the 
negotiation  of  overseas  telecom  costs  and  tariffs. 

We  are  seeking  a  degreed  professional  (BS  in  engi¬ 
neering,  telecommunications,  or  related  field 
preferred)  with  a  solid  understanding  of  ISDN,  frame 
relay,  T1/T3  lines,  microwave,  WAN /LAN  engineering, 
and  VSAT  technology.  This  position  will  require 
moderate  travel.  Experience  working  on  Asia-related 
projects  is  a  plus. 


Please  send  your  resume  with  a  cover  letter  to 
telecom@recruit.deshaw.com 


D.  E.  Shaw  &  Co.  does  not  discriminate,  in  matters  of  hiring  or 
promotion,  on  the  basis  of  race,  color,  religion,  gender,  national 
origin,  age,  military  service  eligibility,  veteran  status,  sexual 
orientation,  marital  status,  or  disability. 


New  York 

• 

Boston 

• 

London 

• 

Tokyo 

r  :•  ’•  '  f':  ' ■  i. 

•  Hyderabad 

’ 

Run  1st  ad  at  Regular  Price, 
Get  Second  ad  at  IIS  Off! 


Call  1-800-6SS-1108  for  more  details, 
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•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNMP,  ICMP,  IPX  Polling 


Castle  Rack. 

Computing 


Reader  Service  No.  252 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


Call  us  today  at  800-344-3934  for  your 
comprehensive  planning  guide  to  test 
access  of  high-speed  circuits. 


liieii  sw|TCH 


Reader  Service  No.  281 


THE  SHORTEST  DISTANCE  BETWEEN 
YDU  AND  YD  UR  HIGH-SPEED 
COMMUNICATIONS  CIRCUITS 


105  James  Way,  Southampton,  PA  18966  *  800-344-3934  A  Fax:  215-364-0920  *  Web:  www.virinc.com 


You're  in  the  business  of  guaranteeing  virtually  100% 
uptime — we're  in  the  business  of  making  sure  you  can. 
The  new  DS3/DS1  Test  Access  System  is  the 
perfect  technical  control  solution  for  your 
high-speed  circuits.  It  provides  the  test 
access  functions  of  DACS,  at  a  fraction  of 
the  cost  while  eliminating  the  need  to  send 
a  technician  to  remote  locations. 


Circuit  per  Circuit,  the  New 
DS3/DS1  Test  Access  System 
Delivers  the  Industry’s  best 

PRICE/PERFCJRMANCE  VALUES 


a  Smallest  footprint 
a  Compatible  with  all  test  equipment 
a  Built-in  network  card 


a  Guaranteed  uninterrupted  data  transmission 
a  Modular  design  to  house  both  DS3  &  DS1  circuits 


■ 
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The  Hub  of  the  Network  Buy 


All  KWVI  switches  allow  a  single  user  to  access  and  manage 
multiple  computers  from  one  keyboard,  video  monitor  and 
mouse.  But  as  your  data  center  grows  and  you  need 
multiuser  capability,  most  switches  limit  server  access  with 
bottlenecks  and  restrictions. 


The  AutoBoot  Commander  4xP  is  the  only  KVM  switch 

designed  from  the  ground  up  to  take  you  wherever  your 
business  leads. 

True  multiuser,  multiplatform  operation  gives  you  and  your 
staff  access  to  all  of  your  servers  no  matter  how  many  you 
have  or  where  they  are  located.  Dozens  of  users  can  manage 
and  maintain  thousands  of  computers  without  blocking  or 
interruptions  from  other  users. 


CyBEX 


Cybex  Computer  Products  Corporation  |  www.cybex.com  |  1-800-932-9239 

Cybex,  the  Cybex  Logo,  AutoBoot,  Commander  and  4xP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation. 
Microsoft,  Windows  NT,  Novell,  NetWare,  Banyan  and  LANtastic  are  trademarks  or  registered  trademarks  of  their  respective  manufacturers. 


Reader  Service  No.  227 


-Xfe 


Get  Trained.  Get 


oreFront’s  Computer  Based  Training  (CBT)  programs  can  enhance  IT  credentials  and  help  increase 
productivity  in  today’s  fast-paced  technical  environment.  Our  CBTs  are  the  first  to  fully  prepare 
IT  personnel  for  their  technical  certification  exams.  ForeFront’s  Self-Study  Courses  offer  flexibility  and 
portability  unmatched  by  traditional  training  methods.  The  self-paced  format  allows  for  unrestricted 
studying  whenever  and  wherever  it’s  convenient! 

Become  MCSE  Certified... FAST! 

The  ForeFront  MCSE  Self-Study  Course™  ensures  the  highest  rate  of 
information  retention  so  that  when  you  complete  your  training  you’ll  be  fully 
prepared  to  pass  your  MCSE  exams.  You’ll  be  ready  and  confident  to  go  into 
the  workplace  to  effectively  plan,  implement,  maintain  and  support  information 
systems  in  a  wide  range  of  computing  environments,  using  Windows  l\IT  and 
other  Microsoft®  Server  products.  Call  now  to  get  more  details! 

Become  CNE  Certified... FAST! 


•  Enhance  IT  credentials 

•  Increase  IT  skills  and  competence 

•  Self-paced  study  format 

•  Interactive  exercises 

•  Priced  below  competitive  products 


•  No  Books,  Videos  or  Classrooms 

•  All  On  One  CD-ROM 

•  Hundreds  of  practice  questions 

•  Everything  needed  to  prepare 
for  the  exams 


Become  A+  Certified... FASTI 

Getting  A+  Certified  will  help  open  the  way  to  further  advancement  in  the  cor¬ 
porate  world.  The  ForeFront  A+  Self-Study  Course™  is  a  hands-on  self- 
study  course  that  will  give  you  all  the  technical  material,  knowledge  and 
interactive  exercises  you’ll  need  to  pass  your  exams  and  excel  in  today’s 
competitive  PC  repair  marketplace!  Call  now  to  learn  more! 


Forefront 


-Study 


•  Free  Technical  Support 

•  Next  Day  Shipping 

•  Performance  Guaranteed 


The  ForeFront  CNE  Self-Study  Course™  provides  fast,  effective  and 
convenient  training  to  anyone  wishing  to  become  a  Certified  Novell  Engi¬ 
neer,  even  when  hampered  by  a  busy  schedule.  Our  CNE  CBT  allows  you 
to  learn  and  practice  everything  you’ll  need  for  full  Novell  certification. 

Call  now  for  more  information! 

Call  for  Special  Discount  Pricing  Today! 


ForeFront 


Introduction  to  PCs  Self-Study  Course 

Cumin?  Provides  you  with  the  easiest  and  most  effective  way  to  learn 
Soon!  the  fundamentals  necessary  for  a  profitable  and  successful 
career  as  a  PC  Technician.  Ideal  for  individuals  new  to  the  IT  profession! 

Call  now  for  more  information! 


(813)724-8994  •  FAX  (81 3)  726-6922 


FOREFRONT 

DIRECT 

25400  U.S.  Hwy.  19  N„  #285 
Clearwater,  FL  33763 


Reader  Service  No.  237 


Copyright  ©1998  ForeFront,  Inc.  All  Rights  Reserved.  ForeFront  MCSE,  CNE,  At  Certification  and  Introduction  to  Personal  Computers  Self-Study  Courses  are  trademarks  of  ForeFront  Direct,  Inc. 
The  ForeFront  Logo  is  a  trademark  of  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc,  is  a  subsidiary  of  ForeFront  Group,  Inc. 


GSA#  GS-35F-4628G 


NWM 


Breakthrough  the  clutter  of  multiple 
keyboards,  monitors,  and  mice  with  this 
latest  INNOVATION  from  Rose.  This  switch 
has  every  feature  you  asked  for: 

Switches  several  servers  or  computers  to  a  single 
monitor,  keyboard,  and  mouse 

Supports  any  mix  of  PC,  Apple,  Sun,  RS  6000, 

HP  700  series,  DEC  Alpha,  SCI,  or  other 
computers  from  any  keyboard  or  mouse 

Front  panel  has  keypad  for  easy  selection  of 
computers  and  configuration 

Front  panel  display  shows  computers  name  and 
other  information 

Command  to  switch  can  come  from  your 
keyboard,  front  panel,  or  RS232  port 

Simple  to  use  keystrokes  switch  computers  for 
fast  and  easy  control 


Built  in  daisy-chaining  supports  up  to  256 
computers 

Flash  memory  for  future  upgrade  of  features 

Easy  to  use  OverView™  system  gives  control 
ancf  status  with  on-screen  graphics 

Many  other  features! 

CALL  FOR  A  FREE  CATALOG: 

♦  Keyboard/Video  Control 

♦  Print  Servers 

♦  Data  Switches 

800-333-9343 


Visit  our  web  site  at  www.rosel.com 


ELECTRONICS 


10707  Stancliff  Road  Houston,  Texas  77099  Tel  281-933-7673  Fax  281-933-0044 


A  Software  Only  32-bit  Network  Analysis  Application 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


Ethernet  and  Token  Ring, 
Windows  95 / 98  and  NT 


Capture  and  decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Track  Long-Term  Statistics 
Auto-discover  A  ddr esses 
Set  Triggers  and  Alarms 
Software  Only  Solution 


View  J-AN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  Only) 


Observer™  4.5 


If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 
Observer  will  show  your  LAN  traffic  in  real 
time,  and  with  this  informadon,  help  you 
pinpoint  problems.  Once  the  source  and 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  download  from  our  web  site. 


www.networkinstruments.com 


nhwork 

nms 


m 


©  1997  Network  Instruments,  IXC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  L'K.  and  Kurope 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstruraents.com  wwwnetworkinsirurneDts.com 
Observer™,  Network  Instruments™  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  IXC  Minneapolis,  MN  USA 


Reader  Service  No.  290 


Marketplace  The  Hub  of  the  Network  Buy 
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The  Simple,  Powerful  &  Affordable 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Use 

•  Remote  Web  Based  Management 

•  Minimal  Hardware  Requirements 

•  Ideal  for  Intranets 

•  Cost  Effective 

$  995.00 


Global 


1 -800-775-4GTA 


Technology 

Associates, 


Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  +1  -407-380-0220  Fax:  +1  -407-380-6080 


Reader  Service  No.  292 


Meet  Your  New  Hire: 

ATL’s  6410  CSU/DSU  with  I.Q.* 

The  newest  member  of  your  staff! 
'INTELLIGENT  QUANTITATIVE  PARAMETRIC  TESTING 


BBS  I 


- 


•  Attenuation 

•  Background  Noise 

•  Impulse  Noise 
Smarter  than  the  •  DOS  operating  mode 

Average  CSU/DSU!  •  C.O.  loopback  conditions 

CALL  FOR  A  WHITE  PAPER  ON  THE  6410  with  I.Q. 

Find  out  how  you  can  get  a 

FREE  “Smarter  than  the  Average  CSU/DSU”  t-shirt!  IBp 

For  more  info,  Call  1-800-223-9758 
Email:  info@atli.com 

Visit  our  web  page  at  www.atli.com 


AMERICAN  TECHNOLOGY  LABS 
Quality  Network  Access  Solutions 


Reader  Service  No.  302 


S  uppressThe  Surge, 
Not  The  Urge. 


Invest  in  your  network,  order  a  Net  UPS®  today. 


Exide  Electronics  NetUPS 
line-interactive  UPS,  450VA—3000VA 


A  perfect  power  protection  solution 
for  stand-alone  computers,  small 
office/home  office,  and  broad 
based  network  applications. 

The  NetUPS  line-interactive  UPS 
delivers  premium  features  at  a 
very  competitive  price. 


•  INCLUDES  AWARD-WINNING 
LANSAFE  lll/FAILSAFE  III  POWER 
MANAGEMENT  SOFTWARE— FREE 

•  User-replaceable  hot-swappable 
batteries 

•  Modem/data  line  surge  suppression 

•  Cell  Saver  “  technology  doubles 
battery  life 


1-800-554-3448,  ext.  764 


Fax:  1-91 9-870-3411  lnternet:http://www.exide.com  E-mail:info@exide.com 

•MS"? 

(C)  1907  Exide  Electronics  Group,  Inc.  All  rights  reserved.  ®,™~  a  trademark  of  Exide  Electronics  Group,  Inc. 


Reader  Service  No.  268 


1  S 

206.34.72, 

158.21 9. 100  Color  |  M< 
158.219.100  Hardware  i 
206.34.72]  Network  ft< 

158.219.100  ISO  TP  lot 

158.219.100 

158.219.100 

158.219.100.200  ->  206. 
.2:  Hovel  1  D0a024d3ac79 
206.34.72.1  ->  224. 
206.34.72.100  ->  136. 
136.179.70.6  ->  206. 
.2:  Novell  3Com  a53afa 
206.34.72.1  ->  224. 
.2:  Novell  D020aff 50621 
:  REQ  prot:  IP  206.34. 
:  REP  prot:  IP  206.34. 
206.34.72.138  ->  206. 
206.34.72.100  ->  206. 
206.34.72.138  ->  206. 


H  A 

tp  ->  1322 
23  ->  http 
23  ->  http 
tp  ->  1323 
22  ->  http 


for  help 


IP:  206.34.72.100  ->  206 

IP:  158.219.100.200  ->  206 


.34.72.100 
->  * 

.0.0.9* 
.179.70.6 
.34.72.100 
->  * 

.0.0.9* 

->  * 

.72.138  -> 
.72.100  -> 
.34.72.100 
.34.72.138 
.34. 72.10; 
■34.72.l/f 

.34.72.^ 


They  obviously 
arena’t  usim^o.. 


LANWatch 

Network  Protocol  Analyzer 

Unlocking  the  complexity 
of  Network  Analysis 


Customize  LANWatch! 

Source  Code 
for  Parsers  and  Filters 
is  included!!! 


Precision  ^ 


Five  Central  Street,  Topsfield,  MA  01983 


(508) 887-6570 (phone) 
(508)  887-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.com 


Reader  Service  No.  254 


Marketplace 


The  Hub  of  the  Network  Buy 
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REBOOT  Remote  Equipment 

From  Anywhere  While  Eliminating 
Costly  Site  Visits 

Server 


Hub 


Router 


DSU 


■  Through  your  Ethernet  network  with  RPC-3  (8  receptacles) 

■  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

■  Through  your  EIA232  connection  with  RPC-2  ( 6  receptacles) 

^  M  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
^  the  DS-RPC.  (4-1 2  console  ports,  4  receptacles) 


***  All  units  are  password  protected  ,  have  a  local  E1A-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 

ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 


Reader  Service  No.  262 


©  1 998  Transcender  Corp.  All  Rights  Reserved. 
Microsoft  is  a  registered  trademark  of  Micrpsof 


PARS  MCSE  Select  Pak™  4.0  (Six  NT  4.0  products)  -$799  1 

MCSE  Suite  ™  #5  (all  !  5  MCSE  products,  about  $80  each!)  -  $1299 
MCSE  Select  Pak  3.51  (Six  NT  2.51  products)  -  5699 
MCP  +  Internet  Pak™  /Three  p>-oducts  for  MCPS)  -  $449 
4.0  Pak  for  NT  (Throe  NT  4.0  Core  products)  -  $349 
3.S  I  Pak  for  NT  (Two  NT  3.5  i  Core  products)  -  $249 
Developer  Pak  (Four  MCSD  products;  -  $499 

■' '  ^  '  •  -T-  •  ■ 

MCSE  NT™  4.0  (Workstation.  Server,  Enterprise)  -  $  J  49  ea. 

NT™  3.5 1  (Workstation,  Server*  -  $  1 49  ea. 

Windows®  VS- $129 
Windows®  3.  i  -  $89 

SMS  1.2,  Exchange  S.O  and  4.0,  IIS  3.0.TCP/IP  for  NT  4.0  -  $179  ea. 
SQL  6.5  (Impl.,  Admin.),  TCP/IP  for  NT  3.51  -$149  sa. 
Networking  Essentials  -  $149 

MCSD  Windows® Architecture  1  &  II  >$149  ea. 

VB™  4.0  -  $129  T  U-. 

VB™  5.0  -  $149  ' 

SQL  6.5  Imp!.- $149  _  ’  • 

Access  2.0  &  7.0  -  $  1 29  ea. 


Meet  April.  She  might  not  took  so  tough,  but 
when  it  comes  to  exam  software,  they  don’t  come 
much  meaner.  She  and  the  rest  of  the  Transcender 
programming  team  have  created  various  exam  sim¬ 
ulations  for  Microsoft  certification  that  we  feei  are 
so  good,  we  guarantee  them.  If  you  pass  our  exam 
and  flunk  Microsoft's  twice,  we’ll  give  you  your 
money  back.*  See.  we  can’t  make  the  process  any 
easier,  you  still  have  to  study  your  buns  off,  but  we 
can  make  it  better.  Our  exam  simulations  show 
you  your  soft  spots,  where  you  need  to  focus  your 
studies,  and  lead  you  to  the  point  that  you  are 
ready  for  the  real  thing. 


Transcender 

Ccipchsuon 

To  order  call  April  @  (615)  726-8779,  or  fax  (615)  726-8884  •  242  Louise  Ave.  Nashville.TN  37203 
www.transcender.com  *Call  or  visit  our  Web  site  for  details 


Microsoft] 
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METR0C0M 

COMMUNICATIONS,  INC 


Newbridge . CALL 

Channel  Banks . $995 

Adtran  TSUI 00 . $850 

Kentrox  T-Serv  II  with  Power . $450 

Drop/Insert  CSU/DSU . $795 

T-1  CSUs . $250 

T3  Mux  (28  T-1  Channels) . $2,995 

Internet  Routers . $895 

Telco  Systems  Channel  Banks . $1,500 

Adtran  56K  DSU . $150 

Kentrox  T3/E3  DSU  New . $2,500 

T1/FT1  CSU/DSU  V.35 . $495 

Channel  Bank  Rentals . $199/Mo 

Kentrox  T-Smart  CSU . $750 

56Kbps  DSU  V.35  RS232 . $99 

Micom  56K  Voice  Mux . $995 

BUY-SELL-NEW-USED 

T1/E1  CHANNEL  BANKS 
ROUTERS  CSU/DSUs 

SAME  DAY  SHIPPING 

RECONDITIONED  WITH 
ONE  YEAR  WARRANTY 

OVERNIGHT  ADVANCE 
REPLACEMENT 


(800)  364-8838  OR  (281)  495-6500 


FAX  (281)  495-8449 

Reader  Service  No.  220 


Control  Two  to  Eight  PCs  From  One 
Keyboard,  Monitor  and  Mouse 


TALL'  C.QWIfttX 


CompuSwitch 


4ri 

v;  ■ 
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•  . 
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• 

•  • 
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All  PC  brands  and  operating  systems 
Flawless  PC  booling  and  operation 
Mix  PCs  with  PS/2  and  serial  mouse  ports 
High-resolution  video 
Tangle-proof  PC  cables 


2-Channel  $385 


Call  Today!  800-724-8090  x18 

K£  Hi  wm  ftrrnrnrir 

800-525-4727  800-642-8816  800-440-4832  800-547-5444  800-323-2261 


Raritan  Computer,  Inc  E-mail:  sates@rttritan.com 

400  Cottontail  Lane  http://www.rariicin.com 

Somerset,  New  Jersey  08873  Fax;  732-764-8887 

Rock-solid  reliability  for  Teh  732-764-8886 

computer  access  and  control 


U  Raritan 


RESELLER  INQUIRIES  INVITED  FULL  YE 

Reader  Service  No.  314  I 
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CHIPCOM  ^SynOptics  ] 


SUPER  STACK  2  -  IORASF-T  SWITCHES 

12  PORTW/TX3O690IA  . 

24  PORT  W/TX3G6900A . 

12  PORT-W/2  10/100-320  MODEL  . 

12  PORT  PS40  HUB/SWITCH-3C 16405 
24  PORT  PS40  HUB/SW1TCH-3CI6406 

12  PORT  IGBASE-T  HUB-3C 16670 . 

SUPER  STACK  2  1 OOBASETX  SWITCHES  &  HUBS 

AUTO  10/100  12  PORT  3CI6942A . 

SWITCH  3000  5  I006KSE-FX-]  TX  . 

i  2  PORT  100BASE-TX  HUB-3  C250B-TX . 

12  PORT  1 0/ 1 00  BASE  HUB-3C 16590 . 

24  PORT  10/100  BASE  HUB-30659 1 
OFFICE  CONNECT  SWITCHES  AND  HUBS 
SWITCH  140-3C3CJ6730  W/4  IOBASES-T  £.  I  TX 
SWITCH  1 40M-3CI673 1  SAME  AS  1 40  W/MNGMNT 

HUB  TP  140-3C  16723  W4  100BASE-TX  PORTS . 

TP1 200-306721  W/I2  100BASE-TX  PORTS . 

NETWORK  ADAPTERS 

3C905TX  10/100  PCI . ...... 

3C90OTPO  IOBT  PCI . 

3C509B-TPO  IOBT  IS  . 

3C509B-COMBO  IOBT  ISA . 


$649 

$669 

..$198 

$525 


$6099/ 1 00  PACK 
....  $1300/20  PACK 
$4099/ 1 00  PACK 
$6900/100  PACK 


3C509-TP . $40 

3C16671 .  $650. 

3C 16670  $250. 

30  6900  . S  1 400 

BAY  3308  B  $650. 

BAY  5308  P . $2395. 

BAY  3304-ST . $700. 

IBM  8228  MAU . $95 

CISCO  CSMEC6 . SI 200. 

3C6555B-016R . $9000. 

CHIPCOM  5 1 02M-FBP  $  550 

CHIPCOM  5 1 08M-TP  $550. 

CABLETRON  TPMIM-24 .  $795 

CABLETRON  MRXI .  $200. 

NETWORTH  UTPM-S . $600. 

KALPANA  EPP2  I  1  . $250. 


BAY  NETWORKS 
BAYSTACK. 

101  12  PORT  IOBT.  .....  $529. 

102  24  PORT  10B  $899 

150  24  PORT  IOBT  W/MNGMNT  $799 

153  12  PORT  NO  NMM . $419. 

152  16  PORT  IOBT  I  COAX . $319. 

INTEL  NETWORKING 

12  PORT  10/100  HUB . $979. 

24  PORT  10/100  HUB  . $1569. 

8  PORT  100BASE-TX  HUB  . $  329. 

24  PORT  IOBASE-T  SWITCH  S  1 509 

8  PORT  10/100  SWITCH  .  $2039 


MORE  INTEL  NETWORKING 

NETPORT  10/100  PRESERVER . S239  EXTERNAL 

PRO  10/100  PCI  NIC . SI 330/20  PACK 

PRO/ 10+  ISA  . $840/20  PACK 

CISCO  NETWORKING 

FAST  HUB  I08T8  PORT  100BASE-TX . $779 

FAST  HUB  3 1 6T  1 6  PORT  I OOBASE-TX . S 1 1 39. 

FAST  HUB  3I6C  15  I00BTX/I  FX . $1499. 

GMALYST  1 900  1 2  PORT  DBF  SWITCH  W/TX  UFL.$  1 229. 
CACALYST  1 900  24  PORT  DBF  SWITCH  W/TX  UPL.$  1 459. 
MUCH.MUCH  MORE!!!  PLEASE  CALL' 
Prices  May  Vary  according  to  Quantity 
Se  habla  espaPiol 


USED  CISCO  DIRECT 


^  Save  up  to  80%  on  new/used: 

NETFAST  >  Routers  >  Switches  >T1  CSU/DSUs  HHI 

>■  ISDN  >-  ATM  >-  Fast  Ethernet  >-  Frame  Relay  WE  BUY  USED 


<8 


►  Adtran 

►  ADC  Kendrox 


>-  Motorola 
-  .. — „  ►  Livingston 

;  www.  digitalwarehouse.  com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source © 


>-  3COM/USRobotics 
>-  General  Datacom 
►  Bay  Networks 
>-  Paradyne 


►  Madge 
>-  Cabletron 

►  Digital  Link 
>-  Newbridge 


>-  Ascend 

►  Fore 

►  IBM 

►  Xyplex 


wE  I -888-89-CISCO  ^tosterCgfj^ 

210-20  23'dAve.  Suite  #2,  Bayside,  NY  11360  Phone:1-888-892-4726  Fax:  718-281-1186 

Circle  Reader  Service  No.  259 


lunicdtions  inc. 


For  more  than  10  years  we've  been  providing  tho  bast  in 
new  and  preowned  equipment  from  ALL  tho  koy  vendors 
and  brand  loaders.  We'll  prove  it!  Call  us  and  ask  for  your 
preferred  manufaiturer. 


Cisco  Systems 
Bay  Networks 
Ifcradyne 
Livingston 
Newbridge  Networks 
3Com/U.S.  Robotics 


Motorola/Codex/UDS 

Micom 

Ascend  Communications 

Kentroc 

and  more 


m 


n  e  W  &  Multivendor  solutions  with  a  turnkey  approach  delivers 

r  e  o  w  n  e  d  -Jij'  UJj.  jjiilii:' 


7  Waterloo  Rood 
Stanhope,  NJ 
07874 


Phone 

(973)  347-3349 
Fax 

(973)  347-7176 


.:  jL/JiJJ'JliY  idJddJJ'JJJjjliLidL-'J? 


n Preowned  equipment  available  for  sale, 
rent,  or  least. 

Our  rebuild/preowned  process  is  unique.  We  upgrade 
firmware/software,  memory  and  include  cables, 
manuals,  CD  and  software,  and  more.  Our  equipment 
is  staged  and  foam  packed. 

MSI  is  different,  and  the  better  value. 

Here's  our  chesklist  to  prove  it. 

Compare: 

•  Large  Inventory 
•  Quick  Delivery 
•  Overnight  Replacement  Sendee 
•  24  X  7  Engineering  Support 
•  Design  Assistance 
•  Staging  and  Configuration 
•  On-site  Installation 
•  100%  Satisfaction  Guaranteed 


Visit  our  Web  site:  www.msic.com 


ROUTERS  *  DSU/CSU 
TERMINAL  SERVERS 
HUBS  •  SWITCHES 

BUY /SELL /LEASE 


LIVINGSTON 


BAY*  3COM*  ADTRAN  •KENTROX 


RQn.9Qn>RRQR 

DUU"6«3U"D0«90 

~  Ph:  805-964-1314  *3 
i— 1  Fax:805-964-5649  “ 

www.networkhardware.com 

Network  Hardware 
6445  Caue  Real,  Suite  B 
Santa  Barbara,  CA  93117 


Circle  Reader  Service  No.  244 


CISCO, 

3AYNETW0RKS 

CA3LETR0N 


Visit  Our  WEBSITE  www.bizint.com 

NT  Office:  Atom  Office: 

Tel:  (315)  458-9606  Tel:  (978)  667-4926 
Fax:  (315)  458-9493  Fax:  (978)  663-0607 


I 


On  parle  fiancais.  Se  habla  espahol  Wir  sprechen  deutsch 

Circle  Reader  Service  No.  219 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 

Interlink  Means  Customer  Satisfaction! 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  •  Hubs «  Bridg 

CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

*AII  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

Fax:  61 2-944-3534  Email:  sales@interlinkcom.com 
Voice:  612-944-3440  http://www.interlinkcom.com 


UutS 


COMMUNICATIONS 
7131  Shady  Oak  Rd;  Minneapolis,  MN  SS344 


Circle  Reader  Service  No.  283 


‘Category  5 


Premium  Patch  Cords 

Our  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

•  Contacts:  50m  gold  platin 

•  Wire:  24  Awg.  stranded.  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow,  Gray,  Hot  Pink, 
Orange  &  Purple 

3  ft  . 1.45 

6  ft  . 1.90 

10  ft . 2.50 

15  ft . 3.25 

25  ft . 4.75 


In  Lots  of  5 
11  Colors  Available 


Bulk  Wire 

CAT  5  pvc  AS  LOW  AS  $65.00 
CAT  5  plenum  AS  LOW  AS  $1 90.00 
1 9”  Data  Rack  $1 26.00 

CAT  5  Patch  Panels 

12  PORT  Mini . $55 

24  PORT  . $85 

48  PORT . $170 

96  PORT . $330 

All  Patch  Panels  are  UL  &  EIA/TIA  Verified 

Outlets 

CAT  5  Inserts . .  .3.20  ea 

Faceplate . 1 .00  ea 


Fiber  Optic  Cords 

5T-ST  Duplex  62.5/125  . $23.00 

ELectro  pRoducTS- Call  1-800-423-0646 

Or  fax  your  request  to  (253)  859-9101 _ 


Circle  Reader  Service  No.  246 


HICROSOFT  NT-V4.0 

$445 


NT  Server  - 

SClii 


ients . 


!HB 


ients . . 


NT-"~  $575 

NT  Server  - 

20 License  ..$285 
NT  Wrkstation- 
CD/FD/LIC. .  $110 
NT  Wrkstation- 
Lic:-onfy . $85 

“».!!!*$» 
MS  Office  Pro “97.  $238 
Back  Office,  Small  Biz 

(Inds:  Exchange  Server/ 
SQL/Proxy  NT  v4.0 
Server  etc)  ....  $995 

CALL  ON  ALL 
MICROSOFT  FOR 
SPECIAL  PRICING HI! 


ntranItware 

v4.H  -  5  User. . .  $585 
v4.ll- 10  User.  $1175 
v4.1 1-25  User.  $1845 
v4.1 1-50  User.  $2685 
v4.ll- 100  User  $3685 
v4.ll-  250  User  $5985 
Novel)  Upgrades 
60%  OFF,  Call  for 
BEST  Street  Price! 

GROUPWISE  S.I 

5  User . $495 

10  User . $695 

25  User . $1695 

50  User . $2695 

100  User . $4495 

250  User . $Call 

'Qualification  Required 


We  will  Beat  or  Match  any  Advertised  Price 

SAFE  SYSTEMS  Ka 

Tel:  800-399-2808  r_-» 

Fax:818-887-0388  y  A* 
F.-Mail:  Safe@BH902IO.com  ST3 


Ci  cle  Reader  Service  No.  296 


Livingston  US  Robotics 

Ascend  PAY  yy  Micom 
.6°  K 

<Z?  Specialist  in  all 
^  Cisco  products 
</)  including  Memory  fl 

u  y> 

-  LAN  WAN  Products  _ 

*  P 

q  New,  Used,  Lease, 

aCom^-f  Rent  Codex 

Adtran  ^  ‘NOi*F  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc.  \ 


•Routers,  Bridges  ‘Frame  Relay 
•DSU/CSU’s  ‘Hubs,  Modems 

•Switches,  ATM  ‘Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


Circle  Reader  Service  No.  293 


SNMP  IMS 


Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 


Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 
Tel:  (650)  965-4515 
Web:  www.smplsft.com 


Circle  Reader  Service  No.  267 


“  Bay  Networks  wea^Le?T/^S 

0  0  a  / communications  r  Jm 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record  C3BL0TROn 

•  Bay  Networks  Authorized  •  One  Year  Warranties 

Design  and  Install  Services 


Hundreds  of  pieces  in  stock  • 

New  and  Used  Equipment  •  Technical  Support 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


38 


h 


$ 


National  LAN  Exchange  888-89 1-4B AY 

°  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 


Circle  Reader  Service  No.  232 


Circle  Reader  Service  No.  231 
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NETWORK  WORLD,  INC. 


THE  MEADOWS,  161  WORCESTER  ROAD.  FRAMINGHAM.  MA  01701-9172 
(508)  875-6400/FAX:  (508)  879-3167/TTD  1-800-441-7494 


Colin  Ungaro,  President/CEO 
EvileeThibeault,  SeniorVIce  President/  Publisher 
Mary  Kaye  Newton,  Assistantto  the  President 
Eleni  Brisbois,  SeniorSales  Associate 

ADMINISTRATION 

Mary  Fanning,  Vice  President  Finance  and  Operations 
Frank  Coelho,  Office  Services  Manager 
Paul  Mercer,  Finance  Manager 
Mary  Rina  Ido,  Telecommunications  Administrator 
Tom  Garvey,  Mailroom  Supervisor 
Tim  DeMeo,  Mailroom  Assistant 
HUMAN  RESOURCES 
Monica  Brunaccini,  Director  of  Human  Resources 
Danielle  Volpe,  Sr.  Human  Resources  Representative 
MARKETING 

KrisbnWattu,  Marketing  Communications  Manager 
Barbara  Sullivan,  Market  Research  Analyst 
Donna  Kirkey,  Marketing  Design  Manager 
Samantha  Leggat,  Public  Relations  Manager 
Melissa  Bartlett,  MarketingSpecialist 
GLOBAL  PRODUCT  SUPPORT  CENTER 
Joanne  Wlttren,  SeniorGlobal  Marketing  Services  Manager 
Cindy  Panzera,  MarketingSpecialist 

ADVERTISING  OPERATIONS 

Karen  Lincoln,  Director  of  Advertising  0  peratio  ns 
Ann  Jordan,  Senior  Advertising  Account  Coordinator 
Mario  Matos ka,  Ad vertisingAccount  Coordinator 
PRODUCTION 
Ann  Finn,  Production  Director 
GregMorgan,  Production  Supervisor 
Cathy  Sampson,  Print  BuyingSupervisor 
RESEARCH 

Ann  MacKay,  Research  Director 

DISTRIBUTION 

Bob  Wescott,  Distribution  Manager/(508) 879-0700 

CIRCULATION 


Sharon  Smith,  Senior  Director  of  Circulation 
Richard  Prlante,  Director  of  Circulation 
Bobbie  Cruse,  Assistant  Circulation  Director 
Ma ry  M clntire,  Circulation  Assistant 
IDG  LIST  RENTAL  SERVICES 
Eliza bethTyle,  Sales  Representative 
P.O.  Box9151,  Framingham,  MA  01701-9151 
(800)  343-6474/(508)  370-0825,  FAX:  (508)  370-0020 
PROFESSIONAL  DEVELOPMENT  GROUP 
William  Reinstein,  SeniorVice  President/Business  Development 
Debra  Becker,  Sr.  Marketing  Manager 
Christie  Sears,  Finance/Operations  Manager 
William  Bernardl,  Senior  Product  Specialist 
Peter  Halliday,  Product  Manager/NetDraw 
Andrea  D'Amato,  Sales  Manager/Strategic  Partnerships 
Sharon  Schawbel.EventPlanner 
Betty  Amaro,  Operations  Specialist 
Maureen  Whiting,  MarketingSpecialist 
ONLINE  SERVICES 
Ann  Roskey,  Director,  Online  Services 
Jean-OlivierHolingue,WebTechnology  Manager 
Clare  O'Brien,  Online  Sales  Manager 
Pam  Kerensky,  Web  Information  Specialist 
Andrea  Duksta,  WebProducerSpecialist 
FAX:  (508)  820-1283 

INFORMATION  SYSTEMS/IMAGING  SERVICES 

Michael  Draper,  Vice  President  Information  Systems 
Jack  McDonough,  Directorof  Systems  and  Technologies 
Rocco  Bortone.NetworkAdministrator 
Kevin  O'Keefe,  Desktop  Services  Manager 
John  Chambers,  Groupware  Technologist 
Anne  Nickinello,  Digital  ImagingManager 
Debora  hVozikis,  Senior  ImagingSpecia  list 
Sean  Landry,  Imaging  Specialist 
FAX:  (508)  875-3090 


IDG 


Patrick  J.  McGovern,  Chairman  ofthe  Board  Kelly  Conlln,  President  Jim  Casella,  Chief  Operating  Officer 

Network  World'is  a  publication  of  IDG,  the  world's  largest  publisher  of  computer-related  information  and  the  leading  global  provider  of  information  ser- 
viceson  information  technology.  IDG  publishesover275  computer  publications  in  75  countries.  Ninety  million  people  read  one  or  more  IDG  publications 
each  month.  Network  Wor/dcontributes  to  the  IDG  News  Service,  offeringthe  lateston  domestic  and  international  computer  news. 


SALES  OFFICES 


Carol  Lasker,  Associate  Publisher 

Internet  clasker@nww.com 
Debbie  Lovell,  SeniorSales  Associate 
(508)  875-6400/FAX:  (508)  879-5760 


NEWYORK/NEWJERSEY 


Tom  Davis,  AdvertisingDirector/Eastern  Region 
Elisa  Scheuermann,  District  Manager 
Internet:  tdavis,  elisas@nww.com 
Aimee  Damiani,  Sales  Assistant 
(201)  587-0090/FAX:  (201)712-9786 


NORTHEAST 


Donna  Pomponi,  Senior  DistrictManager 
Kevin  Gasper,  DistrictManager 
Michael  Eadie,  Account  Executive 
Intemetdpomponi,  kgasper,  meadie@nww.com 
Wendy  Calileo,  Sales  Assistant 
(508)  875-6400/FAX:  (508)  879-5760 


MID-ATLANTIC 


Jacqui  DiBianca,  SeniorDistrict  Manager 
Internet  jdibian@nww.com 
Barbara  Stewart,  Sales  Assistant 
(610)  971- 1530/FAX:  (610)  975-0837 


M  I  D  W  E  S  T/M  A  R  Y  L  A  N  D 


RickGroves,  SeniorDistrict  Manager 
Internet  rgroves@nww.com 
Barbara  Stewart,  Sales  Assistant 
(610)  341-6025/FAX:  (610)  975-0837 


CENTRAL 


Dan  Gentile,  MidwestRegional  Manager 
Internet:  dgentile@nww.com 
Kristin  Ashton ,  Sales  Assistant 
(512)  249-2200/FAX:  (512)  249-2202 


NORTHWEST 


Sandra  Kupiec,  Advertising  Director/Westem  Region 
Paula  Connor,  Senior  District  Manager 
Susan  Rastellini,  DistrictManager 
Carol  Stiglic,  DistrictManager 
Karen  Lim,  DistrictManager 
Lisa  Bennion,  Account  Executive 
Internet:  skupiec,  pconnor,  sir,  cstiglic.klim,  lbennion@nww.com 
Shannon  Dempsey,  Sales  Operations  Manager 
Mark  Hiatt,  Sales  Assistant 
Jim  Fox,  Sales  Assistant 
(408)  567-4150/FAX:  (408)  567-4166 


SOUTHWEST 


Amy  C.  Bartulis,  Senior  District  Manager 
Internet:  abartuli@nww.com 
Becky  Bogart,  Sales  Assistant 
(714)  250-3006/FAX:  (714)  833-2857 


SOUTHEAST 


Don  Seay,  Senior  DistrictManager 
Internet:  dseay@nww.com 
Terry  Sanders-Prentice,  Sales  Assistant 
(770)  394-0758/FAX:  (770)  394-6354 


DIRECT  RESPONSE  ADVERTISING 
Response  Card  Decks/Marketplace 

Joan  M.  Bayon,  Director  Direct  Response  Advertising 
Richard  Black,  AccountManager 
EnkuGubaie,  Account  Executive 
Sean  Weglage,  AccountManager 
Kate  Berlandi,  Account  Manager 
Internet:  jbayon,  rblack,  egubaie,  sweglage,  kberland@nww.com 
Sharon  Chin,  Sales/Marketing  Operations  Manager 
Chris  Gibney,  Sales  Assistant 
(508)  875-6400/FAX:  (508)  628-3976 

RECRUITMENT  ADVERTISING 

Dodi  Rabinovitz,  Senior  RecruitmentDirector 
Carla  Cappucci,  Sales  Associate  Central  U.S.  Territory 
James  Parker,  Account  Executive 
Karima  Zannotti,  Account  Executive 
Internet:  drabinov,  ccapp.jparker,  kzannotti@nww.com 
(508)  875-6400/FAX:  (508)  820-0607 
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Network  World  Technical  Seminars  are  one  and 
two-day,  intensive  seminars  in  cities  nationwide 
coveringthe  latest  networking  technologies.  All  of  our 
seminars  are  also  available  for  customized  on-site 
training.  Forcomplete  and  immediate  information  on 
ourcurrent  seminaroffe  rings,  dial  our  instant  fax-back  sen/ice  at  800-756-9430  from  yourtouch  tone  phone  or 
call  aseminarrepresentative  at  800-643-4668. 
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Create  network  diagrams,  proposals  and 
presentations  fast  and  easily  with  NetworkWorld's 
NetDrawand  NetDrawPlussoftware.  Atyourfingertips, 
you  will  find  over  2,000  full  color  network  images,  many  the  complete  likenessof  your  network  equipment.  Now  it's 
easy  to  attach  text  files,  Word  documents,  otherprograms,  or  even  Web  hyperlinks  directly  to  images.  You  can  even 
embed  yourfinished  diagrams  directly  into  Microsoft  Office  documents.  Goto  www.netdraw.com  to  download 
yourfree,  30-day  trial  ofthis  extremely  easy-to-use  product  today.  Call  800-643  4  668  to  ordera  copy  for  only 
$149!  Or  getimmediate  fax-back  information  by  dialing800-756-9430  and  reqest  document  code  #10. 
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Publicize  your  press  coverage  in 
Network  World  by  ordering  reprints  of 
your  editorial  mentions.  Reprints 
make  greatmarketingmaterials  and 
are  available  in  quantities  of  500 
and  up. 


To  order,  contact  Reprint  Services  at  612-582-3800  or 
315  5th  Ave.N.W.,  St.  Paul,  MN  55112. 

*Our  Irwtant  fax-back  service  delivers  Information  on  many  of  these  products.  Dial  800-756-9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  Information  faxed  right  back  to  your  fax  machine! 
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News 


i  Novell 

j 

Continued  from  page  1 

Conn. -based  Gartner  Group, 
Inc.  He  estimated  that  as  many  as 
25%  of  Novell  users  are  looking 
to  move  toward  NT.  Network 
operating  system  (NOS)  sales 
will  have  a  far-reaching  effect  on 
the  success  of  most  other  Novell 
products  because  they  depend 
on  either  NetWare  or  Novell 
Directory  Services  (NDS)  to 
work,  MacDonald  said. 

And  in  an  informal  survey  of 
50  Netxoork  World  readers  who 
also  identified  themselves  as 
longtime  Novell  customers,  one- 
third  said  they  aren’t  buying  as 
much  Novell  software  as  they  did 
in  the  past.  Only  half  are  looking 
to  upgrade  their  servers  to 
Novell’s  next  generation  of  Net¬ 
Ware.  And  28%  said  they  won’t 
be  buying  any  more  Novell  prod- 


uctsatall  (see graphic). 

The  survey  data  flies  in  the 
face  of  recent  Wall  Street  predic¬ 
tions  that  Novell  is  turning  the 
corner  due  to  a  streamlined 
workforce,  two  profitable  quar¬ 
ters  and  a  ramped-up  product 
delivery  schedule  (AW,  March  2, 
pagel). 

Users  interviewed  for  the 
Network  World  survey  don’t 
deny  that  Novell  has  fundamen¬ 
tal  strengths.  In  fact,  many  were 
intrigued  by  new  Novell  prod¬ 
ucts  such  as  NDS  for  NT, 
BorderManager  and  the  yet 
to  be  released  ZENWorks,  an 
NDS-enabled  desktop  manage- 
mentsuite. 

And  Novell  officials  contend 
its  NOS  shipments  this  year  have 
already  increased.  Two-thirds  of 
its  1998  first-quarter  sales  were 
new  NetWare  sales.  However, 
officials  could  not  say  whether 
they  sold  the  servers  into  new  or 


Schmidt’s  happy  anniversary 


PS 


April  1  will  mark  the 
one-year  anniversary 
of  Java  visionary  Eric 
Schmidt  taking  control  of  the 
previously  rudderless  Novell, 
Inc.  ship.  When  Schmidt  took 
the  helm,  Novell  was  mired  in 
corporate  overhead, 
facing  consecutive 
quarterly  losses  and 
having  its  market 
share  plowed  over  by 
the  Microsoft  Corp. 
marketing  bulldozer. 

Schmidt  recently 
spoke  with  Network 
World  Editor  in  Chief 
John  Gallant  and 
Senior  Editor  Chris¬ 
tine  Bums  about  how 
he  has  positioned  the 
company  to  face  its 
biggest  threat,  Microsoft’s  Win¬ 
dows  NT.  Below  are  excerpts 
from  the  conversation. 

What  is  your  argument  for 
choosing  NetWare  5.0  over  NT? 

The  technical  answer  is  that 
our  architecture  gives  us 
between  a  factor  of  two  and  a  fac¬ 
tor  of  10  better  performance 
over  any  of  our  competitors.  If 
you  run  the  same  function  on 
both  platforms,  we  take  fewer 
servers  to  accomplish  the  same 
goal. 

There  is  this  confusion  that 
all  operating  systems  are  the 
same.  They’re  not.  NT  is  essen¬ 
tially  a  Unix  clone.  NetWare  is 
different  because  it  was  built  to 
be  very,  very  fast  and  do  only  a 
few  things. 

It  is  the-right-hammer-for- 


th  e-job  type  of  argument. 

So  how  are  you  going  to  be 
more  vocal  against  Microsoft? 

We  need  to  define  what  we  do 
best.  We  don’t  want  our  competi¬ 
tors  to  define  us.  You  fall  into  a 
trap  when  you  keep 
responding  with  what 
Microsoft  does. 

Our  message  is 
that  we  are  going  to 
be  the  best  cross-plat- 
form  networking  ser¬ 
vices  vendor.  We  are 
already  the  largest. 

Look  at  ZENWorks 
as  a  great  example 
of  directory-enabled 
applications.  Having 
hot,  interesting  prod¬ 
ucts  in  our  specialized 
market  is  going  to  help  us  a  lot. 

How  are  you  going  to  hang 
onto  your  installed  base  by  being 
a  so-called  specialized  vendor? 

There  is  this  knee-jerk  reac¬ 
tion  that  Microsoft  will  take  over 
the  world,  and  I  think  the  answer 
is  fairly  clear  now  that  special¬ 
ized  vendors  will  do  quite  well  in 
a  Microsoft-centric  world. 

We  will  be  able  to  hang  onto 
the  installed  base.  The  cus¬ 
tomers  I  talk  with  basically  want 
to  move  from  their  current  IPX/ 
SPX  file  and  print  servers  to 
TCP/IP  directory-enabled  serv¬ 
ers  in  a  very  seamless,  low-cost, 
zero-risk  way. 

The  upgrade  to  [NetWare 
5.0]  is  a  far,  far  less  expensive 
maneuver  than  it  is  to  move  to 
NT  or  anywhere  else.  ■ 


existing  accounts. 

Longtime  Novell  customer 
Hallmark  Cards,  Inc.,  in  Kansas 
City,  Mo.,  is  not  letting  loyalty 
hold  it  back  from  looking  at  NT 
5.0  as  an  upgrade  path  for  its 
60  NetWare  4.X  servers.  “My 
responsibility  is  to  be  unbiased 
and  look  at  the  best  product  for 
the  company  regardless  of  the 
vendor  whether  that  is  NetWare 
5.0  or  NT  5.0,”  said  Dan  Blevins, 
a  technical  analyst  at  Hallmark. 

Blevins  doesn’t  consider  NT 
4.0  robust  enough  to  replace 
NetWare’s  enterprise-level  file, 
print  and  management  duties. 
“But  NT  5.0,  once  Microsoft  gets 
the  kinks  worked  out  of  the 
directory  service,  could  be  some¬ 
thing  we  go  to  in  the  future,” 
Blevins  said. 

Additionally,  Hallmark  is  tak¬ 
ing  an  even  closer  look  at  NT  5.0 
because  Microsoft  is  openly 
courting  the  company’s  upper 
management.  Microsoft  flew 
three  of  Blevin’s  managers  to  its 
Redmond,  Wash.,  offices  for 
high-level  briefings. 

“Without  that  song  and 
dance,  NetWare  would  have 
remained  the  choice  for  us,” 
Blevins  said. 

One  of  New  York’s  largest 
insurance  brokerage  firms  also 
suffers  from  internal  turmoil 
about  a  possible  switch  to  NT. 
Chris  Murphy,  assistant  vice  pres¬ 
ident  in  charge  of  networking  at 
J&H  Marsh  &  McLennan,  Inc., 
strongly  favors  upgrading  the 
firm’s  200  NetWare  3.X  servers 
to  either  NetWare  4.X  or  5.0. 

But  because  J&H  Marsh  & 
McLennan’s  management  sees 
Microsoft  as  a  more  financially 
stable  company,  it  wants  to 
make  the  switch  to  an  all-NT 
infrastructure. 


At  Delta  Beverage  Group, 
Inc.,  a  Pepsi-Cola  and  Miller  beer 
distributor  in  Memphis,  Tenn., 
NT  4.0  application  servers  cur¬ 
rently  outnumber  the  NetWare 
4.11  file  servers  eight  to  five. 
While  MIS  manager  John  How¬ 
ell  has  no  plans  to  get  rid  of  the 
Novell  boxes,  he  is  looking  for 
ways  to  manage  all  of  the  servers 
from  one  central  point.  He 
would  like  to  use  NDS  for  NT 
but  is  balking  at  the  $70-per-user 
price  tag. 

“If  Novell  was  really  trying  to 
keep  my  business  and  push  NDS 
as  a  standard  technology,  they 
would  give  me  NDS  for  NT  for 
free,”  Howell  said. 

Users  are  divided  on  how 
they  think  Novell  should  handle 
NT  as  it  gains  more  and  more 
popularity. 

Some  say  Novell  should  play 
up  the  coexistence  angle. 

“Microsoft  is  not  going  away. 
So  Novell  should  be  concentrat¬ 
ing  on  more  integration  tools 
like  NDS  for  NT,”  Howell  said. 

But  others  favor  a  more  vocal 
campaign  against  Microsoft. 

“Why  has  Novell  been  so 
silent  on  the  whole  [Department 
of  Justice]  vs.  Microsoft  monop¬ 
oly  scuffle?”  asked  John  Maz- 
zella,  IS  manager  with  Alex¬ 
andria,  Va.-based  Common¬ 
wealth  Scientific  Corp.  His  com¬ 
pany  currently  is  looking  at 
upgrading  its  200-user  NetWare 
3.Xservers  to  NetWare  5.0. 

“They  need  to  get  in  there 
and  fight  or  they  may  soon 
be  looking  at  Microsoft  domi¬ 
nance  on  the  server  side,”  Maz- 
zellasaid.  ■ 

Get  more  Information  online  at 
www.nwfuslon.com 
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NETWORK  WORLD  READERS 
OUTLINE  THEIR  NOVELL 
PURCHASE  PLANS 

How  much  Novell  software  do  you 
purchase  now  In  relation  to  one 
year  ago? 

Less  than  More  than 


Do  you  plan  to  buy  NetWare  In 
the  future?* 


51 


■  Will  upgrade  existing  NetWare  servers 

■  Will  be  installing  new  NetWare  servers 

■  Not  planning  to  buy  more  NetWare 

■  Undecided 


Which  of  the  following  Novell 
products  are  you  considering 

for  deployment?* 

NetWare  5.0 

48% 

NDS  for  NT 

30% 

GroupWise  5.5 

24% 

None 

24% 

BorderManager 

18% 

ManageWise  IT 

18% 

Novell  server  clustering 
software  (Orion) 

14% 

Other 

2% 

Undecided 

2% 

More  than  one  response  was  allowed. 

Based  on  a  Network  World  survey  of 
50  readers  conducted  by  First  Market 

Research,  of  Austin,  Texas. 

Schmidt’s  pedaling  influence 

Eric  Schmidt’s  Novell,  Inc.  is  worlds  apart 
from  the  company  of  yore.  Novell  insiders 
said  it’s  now  a  place  where  engineers  get 
equal  say,  cool  ideas  quickly  rise  to  the  top 
and  product  cycles  are  short. 

“You  can’t  go  to  Eric  with  a  half-baked  idea 
and  bamboozle  him.  He  asks  the  tough  questions 
that  weed  out  the  good  ideas  from  [those  pre¬ 
sented  by]  guys  who  don’t  know  what  they’re 
talking  about,”  said  Drew  Major,  Novell’s  chief 
technologist. 

Major  said  having  a  CEO  with  a  Ph.D.  in  com¬ 
puter  science  helps  Novell  avoid  costly  digres¬ 
sions  like  those  that  have  peppered  Novell’s  past. 

“Eric’s  not  going  to  pick  up  efforts  like  App- 
Ware,  NEST  or  the  SuperNOS,”  Major  said. 
“He’d  recognize  early  on  that  those  things  just 
don’tfitinwith  thecompany  plan.” 

Schmidt  can  make  a  product  out  of  a  good 
idea  and  get  it  out  on  the  market  quickly,  said 
Michael  Simpson,  a  Novell  marketing  director. 


Simpson  noted  that  the  product  cycle  for  Bor¬ 
derManager,  Novell’s  Internet  access  manage¬ 
ment  software,  spanned  nine  months  from 
conception  to  first  customer  shipment. 

Simpson  told  how  only  last  summer  a  lower- 
level  engineer  brought  the  idea  for  ZENWorks, 
Novell’s  directory-enabled  desktop  manage¬ 
ment  suite,  directly  to  Schmidt.  That  product  is 
in  beta  now  and  expected  to  ship  next  quarter. 

“He’s  broken  down  all  of  the  old  political  bar¬ 
riers  to  getting  products  out  the  door,”  Simpson 
said.  But  Schmidt  hasn’t  sacrificed  quality-con¬ 
trol  measures  in  the  process.  In  fact,  he’s  added  a 
step — his  own  personal  touch. 

Schmidt  is  the  last  engineer  to  touch  all 
Novell  gold  code.  In  a  new  lab  adjacent  to  his 
office,  Schmidt  runs  a  battery  of  tests  on  all 
Novell  software  before  it  ships.  “You  can’t  be 
more  in  touch  with  your  product  than  that,”  said 
Coleman  Barney,  NetWare  marketing  director. 

—  Christine  Bums 
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_ News _ 

Microsoft  Outlook  98  mail  giveaway  lacks  enterprise  oomph 


By  Paul  McNamara 

Microsoft  Corp.’s  upcoming  e-mail 
client,  Outlook  98,  will  be  available  for 
free  Web  download  when  it  ships  later 
this  month,  the  company  announced 
last  week. 

However,  before  corporate  IT  man¬ 
agers  start  salivating  over  the  thought 
of  thousands  of  free  clients,  they  should 
know  that  the  offer  is  for  single  end-user 
licenses  only,  with  no  redistribution 
rights.  Those  desiring  multiple  copies  will 
have  to  download  them  individually  or 
purchase  CD-ROM  copies  from  Microsoft 
at  $9.95  apiece. 

“We  want  to  give  people  every'  reason 
to  try  the  product,”  said  George  Meng, 
group  product  manager  for  Outlook.  The 
free  download  offer  will  last  90  days,  after 
which  new  Outlook  98  customers  will  pay 
a  suggested  retail  price  of  $  109  per  copy. 

Microsoft  previously  announced  that 
existing  Outlook  97,  Office  97  and 
Exchange  Server  customers  would 
receive  a  free  upgrade  to  Outlook  98. 

The  new  version  adds  features  that 
let  users  continue  working  on  e-mail 
while  synchronization  or  downloading 
takes  place  unseen  in  the  background.  It 
will  cut  download  time  by  replicating 
only  those  fields  that  have  changed, 
Microsoft  claimed. 

Additional  standards  support  will  be 
added,  including  Secure  Multi-purpose 
Internet  Mail  Extensions  and  HTML 
Mail.  Also  included  will  be  a  “Today’s 
Outlook”  view  that  captures  a  user’s  daily 
e-mail,  calendar  entries  and  task  list  in  a 
single  view. 

According  to  industry  experts,  the  free 
distribution  plan  will  help  the  company 
gain  ground  among  consumers  and  in 
smaller  businesses,  but  it  probably  will  not 
matter  much  in  Microsoft’s  heavyweight 
fight  for  enterprise  supremacy  vs.  Lotus 
Development  Corp. 

“I  just  don’t  see  how  [the  offer] 
is  going  to  fit  into  the  corporate 
world,”  said  Gary  Rowe,  an  analyst  with 
Rapport  Communications,  based  in  Ros¬ 
well,  Ga.  “It’s  most  important  to  the  con¬ 
sumer  market.” 

Bargain  of  the  century 

However,  the  “seeding”  impact  could 
prove  to  be  considerable,  said  Tim 
Sloane,  an  analyst  with  Aberdeen  Group, 
Inc.,  in  Boston.  “I  think  it’s  the  bargain 
of  the  century,”  he  said.  “Anybody  who 
is  interested  in  trying  out  a  new  per¬ 
sonal  information  management  ap¬ 
proach  should  absolutely  download  Out¬ 
look  and  take  a  look  at  it.  ” 

The  giveaway  may  put  additional 
pressure  on  second-tier  messaging 
players  such  as  Netscape  Communica¬ 
tions  Corp.  and  the  Eudora  Division  of 
Qualcomm,  Inc. 

Netscape  only  recently  began  giving 
away  its  Communicator  Standard  Edition 
and  charging  a  scant  $29  for  Communica¬ 
tor  Professional  Edition.  A  spokesman  for 


Eudora  said  the  Microsoftannouncement 
would  not  effect  the  pricing  of  $39  per 
copy  for  Eudora  Pro  and  $59  for  Eudora 
Pro  CommCenter. 

“If  I  were  a  competitor  to  Outlook,  if  I 


had  [a  personal  information  manager]  or 
electronic  mail  system,  I  would  be  con¬ 
cerned  because  Microsoft  has  done  the 
conversions  extremely  well  in  this  prod¬ 
uct,”  Sloane  said.  “[Outlook]  goes  out 


and  explores  your  system,  and  if  you’re 
using  Eudora  or  any  one  of  a  number  of 
other  products,  it  makes  the  porting  of 
that  information  into  the  Outlook  envi- 
ronment  absolutely  seamless.”  8! 


ATM  Year  98  -June  1-5, 1998  •  San  Jose  Convention  Center  •  San  Jose,  California 

www.atmyear.com 


Will  ATM  will  save  the  Internet  from  collapse?  How  does 
ATM  fit  in  with  FDDI,  IP  switching  and  Gigabit  Ethernet? 

Why  has  this  revolution  in  broadband  become  such  a 
powerful  force  in  networking? 

Find  out  when  ATM  Year  98  comes  to  the  San  Jose  Convention  Center, 
June  1-5, 1998. 

This  one-of-a-kind  event  is  the  best  place  on  earth  to  learn  about  the 
latest  breakthroughs  in  ATM  and  broadband  technologies.  Hear  from  industry 
experts  like  Dr.  Terence  H.  Matthews  of  Newbridge  Networks,  L.S.  (Stagg) 
Newman  of  the  FCC,  Geoffrey  Moore,  author  of  Crossing  the  Chasm,  and 
Dr.  John  McQuillan,  President  of  McQuillan  Consulting  and  founder  and  for¬ 
mer  chairman  of  ATM  Year.  And  get  the  inside  story  on  how  ATM  has  changed 
the  way  the  Walt  Disney  Feature  Animation  Group  makes  movies  in  a  special 
presentation  moderated  by  Karen  P.  Hold,  publisher  of  The  ATM  Report 
and  ATM  World 


Attend  intensive,  full-day  tutorials  and  stimulating 
conference  sessions  on  the  hottest  topics  in  ATM.  Get  a 
close-up  look  at  the  latest  ATM  products  and  services  from 
over  100  leading  companies.  And  see  dynamic  applications 
in  action  and  working  together  at  our  all-new  Applications  Showcase.  Do  all 
this  and  more  at  ATM  Year  98. 

To  get  your  FREE  Exhibits-Only  Pass  —  a  $50  value  —  or  for  more 
information  about  the  ATM  Year  98  Conference  Program,  visit 
www.atmyear.com.  Or  call  us  toll-free  at  1-888-827-6699  in  the  U  S.  or 
1-508-628-9652  outside  the  U.S.  And  discover  the  future  of  ATM  technology. 
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News 


DSL 

Continued  from  page  1 

analyst  at  Dataquest,  Inc.,  in  San 
Jose,  Calif. 

There  are  at  least  eight  differ¬ 
ent  flavors  of  DSL  (see  graphic) , 
each  suited  to  its  own  purpose 
and  none  compatible  with 
another.  A  high-bit-rate  DSL 
(HDSL)  modem,  for  example, 
cannot  talk  to  an  ADSL  modem. 
And  a  rate  adaptive  DSL 

LOOKING  FOR  AN 
INTEROPERABLE  FUTURE 

I 

None  of  the  following  DSL 
technologies  are  compatible. 


Technology 

Standard? 

ADSL 

Yes 

DSL  Lite 

No 

HDSL 

Yes 

HDSL2 

No 

MVL 

No 

RADSL 

No 

SDSL 

No 

VDSL 

No 

(RADSL)  modem  cannot  talk 
to  a  symmetric  DSL  (SDSL) 
modem. 

Even  within  one  DSL  technol¬ 
ogy,  vendors  have  not  made  their 
products  interoperable.  So  a 
PairGain  Technologies,  Inc. 
HDSL  modem  does  not  work 
with  an  Adtran,  Inc.  HDSL 
modem,  even  though  both  meet 
the  HDSL  standard.  For  some 
DSL  flavors,  there  is  no  standard 
at  all.  But  now,  with  cable 
modems  threatening  to  capture 
the  consumer  broadband  access 
market,  the  DSL  world  is  caught 
up  in  a  frenzy  of  cooperation . 

DSL  sees  the  llte 

Microsoft  Corp.,  Intel  Corp., 
Compaq  Computer  Corp.,  the 
major  regional  phone  compa¬ 
nies  and  virtually  every  DSL 
hardware  vendor  are  working 
frantically  on  a  standard  for  yet 
another  flavor,  DSL  Lite,  an  inex¬ 
pensive,  easy-to-install  version  of 
DSL. 

Known  as  the  Universal  ADSL 
Working  Group  (UAWG),  the 
group’s  goal  is  to  ship  PCs 
equipped  with  DSL  Lite  modems 
by  Christmas .  That  is  a  very  ambi¬ 
tious  goal,  but  some  believe  it 


can  be  met.  The  UAWG  also  is 
committed  to  interoperability, 
although  that  could  take  two  to 
three  years  to  achieve,  according 
to  Robert  Weiner,  vice  president 
of  sales  for  DSL  products  at  Para¬ 
dyne  Corp.  The  compatibility  lag 
could  hurt  sales. 

Currently,  the  UAWG  is  writ¬ 
ing  a  proposed  DSL  Lite  stan¬ 
dard  that  it  plans  to  present  to 
the  Internadonal  Telecommuni¬ 
cation  Union  (ITU)  sometime 
this  spring.  With  major  UAWG 
members  also  sitting  on  the  ITU, 
fast  action  is  expected.  “The 
idea  of  a  standards  battle  is  not 
making  anyone  feel  warm  and 
fuzzy,”  Azuma  said. 

Many  vendors  don’t  plan  to 
wait  for  a  standard.  They  say  they 
will  make  DSL  Lite  modems 
based  on  the  UAWG  proposal  as 
soon  as  the  proposal  is  ready.  In 
many  cases,  that  just  means 
rewriting  the  firmware  that  runs 
their  existing  modems. 

“Three  to  six  months  after 
the  UAWG  makes  its  proposal, 
we  will  have  first  samples  of  these 
[DSL  Lite]  modems,”  said  Rob¬ 
ert  Rango,  general  manager  of 
the  modem  and  multimedia 
group  at  Lucent  Technologies, 


SCO 

Continued  from  page  1 

of  SCO’s  OpenServer  Release  5 
and  UnixWare  2  operating  sys¬ 
tems,  and  comes  tailored  for  six 
uses:  large-scale  business  appli¬ 
cations,  Web  publishing,  elec¬ 
tronic-commerce,  messaging, 
departmental  applications  and 
specialized  embedded  systems. 

Besides  laying  the  ground¬ 
work  for  the  ultimate  migration 
to  Merced,  the  release  begins  the 
task  of  integrating  SCO’s  Open- 
Server  and  UnixWare  operating 
systems,  said  Doug  Michels, 
SCO’s  executive  vice  president 
and  chief  technology  officer. 

SCO  acquired  UnixWare  in 
1995  from  Novell,  which  had 
acquired  it  from  AT&T,  the  com¬ 
pany  that  first  developed  the 


operating  system.  While  Open- 
Server  is  a  Unix  derivative,  it  has 
been  refined  over  the  years  to  be 
a  simple,  reliable  operating  sys¬ 
tem  used  primarily  on  servers  in 
retail  establishments  to  support 
end-user  devices.  In  contrast, 
UnixWare  is  a  robust  general- 
purpose  platform,  Michels  said. 

With  this  new  release,  Open- 
Server  and  UnixWare  will  begin 
to  offer  a  similar  look  and  feel. 
The  developer’s  kit  will  be 
merged,  as  will  some  administra¬ 
tive  functions.  “We’ll  try  to  up¬ 
grade  customers  to  UnixWare  7 
slowly,  maybe  10%  to  20%  per 
year  for  the  next  couple  of 
years,”  Michels  said.  The  migra¬ 
tion  will  culminate  when  Merced 
arrives.  It  is  expected  in  1999  or 
2000. 

In  the  meantime,  UnixWare  7 


gives  SCO  a  weapon  to  begin  to 
attack  the  glass  house.  While 
huge  retailers  such  as  CVS,  Wall- 
greens  and  Taco  Bell  use  SCO 
products  in  their  retail  outlets, 
those  distributed  systems  are 
typically  tied  to  a  Unix  box  from 
IBM,  Hewlett-Packard  Co.  or 
Sun  Microsystems,  Inc.  back  at 
headquarters,  Michels  said. 

Now  SCO  can  pitch  Unix¬ 
Ware  7  on  multiprocessor  Intel 
boxes  for  use  in  headquarters, 
he  said.  Although  the  operating 
system  can  address  up  to  64G 
bytes  of  memory  and  be  used  on 
servers  with  up  to  32  processors, 
the  market  sweet  spot  is 
machines  outfitted  with  four  to 
eight  Pentium  II  processors,  8G 
bytes  of  memory  and  100G  bytes 
worth  of  disk  space,  he  said. 

SCO  has  garnered  support 
for  UnixWare  7  from  IBM,  Com¬ 
paq  Computer  Corp.-Tandem, 
HP  and  others,  despite  the  fact 
that  many  of  these  companies 
peddle  their  own  flavors  of  Unix 
for  high-end  Reduced  Instruc¬ 
tion  Set  Computing  boxes. 

Prices  for  UnixWare  7  start 
at  $795. 

Niccolai  is  a  correspondent  with 
IDG  News  Service’s  San  Francisco 
bureau. 
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Inc.  Once  a  standard  is  formally 
set,  Lucent,  Alcatel  Telecom  and 
other  vendors  said  they  will 
upgrade  to  it. 

In  addition,  vendors  plan  to 
make  the  DSL  Lite  modems  so 
they  can  also  act  as  56K  bit/sec 
analog  modems.  That  way  cus¬ 
tomers  can  buy  the  modems 
and  use  them  immediately  over 
any  phone  line.  When  a  DSL  ser¬ 
vice  becomes  available  in  their 
area  they  can  upgrade  to  DSL 
Lite  without  buying  a  new 
device. 

A  refined  standard  for  ADSL, 
which  will  push  interoperability 
by  clarifying  some  areas  in  the 
current  standard  that  are  open 
to  interpretation,  is  expected 
later  this  year.  When  different 
vendors  build  modems  based  on 
different  interpretations,  the 


modems  tend  to  not  work  with 
each  other. 

The  refined  standard  also  will 
make  DSL  Lite  a  subset  of  ADSL. 
That  means  an  ADSL  modem 
will  also  be  able  to  act  as  a  DSL 
Lite  modem.  A  service  provider 
then  could  install  a  single  DSL 
modem  that  could  support  full 
ADSL  service  or  DSL  Lite  ser¬ 
vice,  depending  on  what  the  cus¬ 
tomer  wanted. 

The  ITU  also  is  working  on  a 
standard  for  a  handshake 
between  DSL  modems  that  will 
let  them  reveal  to  each  other 
what  DSL  technologies  they  sup¬ 
port.  That  way  the  modems  can 
negotiate  how  they  will  speak  to 
each  other,  according  to  Ken 
Krechmer,  principal  at  Commu¬ 
nications  Standards  Review,  who 
is  a  member  of  the  ITU.  ■ 


DSL  carrier  eyes  national  market 


Branching  out 


Within  a  year,  Covad  will  offer  DSL 
services  for  remote  access  In  six 
cities. 


Digital  subscriber  line  (DSL)  carrier  Covad  Communica¬ 
tions  Co.  hopes  to  open  up  shop  in  six  more  local  markets 
across  the  country  over  the  next  12  months,  becoming 
the  first  carrier  specializing  in  the  technology  to  play  in 
multiple  regions. 

Covad,  which  offers  DSL  access  services  to  corporate  cus¬ 
tomers,  started  out  last  year  in  the  San  Francisco  area  while 
fighting  for  regulatory  approval  to  offer  services  in  other  states. 

It  plans  to  expand  to  Los  Angeles  and  Boston  next,  followed 
by  Seatde,  New  York  and  Washington,  D.C.  (see  map) . 

The  firm’s  services,  designed  for  corporate  remote  access, 
include  various-speed  data-only  links  that  are  charged  for  on  a 
flat  monthly  rate.  DSL  traffic  from  remote  offices  or  telecom¬ 
muters’  homes  is  aggregated  within  Covad’s  ATM  network  and 
fed  to  a  central  corporate  site  over  either  a  frame  relay  or  ATM 
connection. 

In  provisioning  the  ser¬ 
vice,  Covad  uses  avariety  of 
DSL  technologies  from 
144K  bit/sec  ISDN-based 
DSL  to  rate  adaptive  DSL 
at  speeds  up  to  1.5M 
bit/sec.  The  technology 
that  is  used  depends  on 
how  much  the  customer 
wants  to  pay  and  how 
much  speed  each  individ¬ 
ual  copper  telephone  line 
can  handle. 

The  price  of  Covad’s 
128K  bit/sec  DSL  service 

drew  Microsoft  Corp .’ s  W ebTV  N etworks  to  the  service ,  accord¬ 
ing  to  Robert  Gutierrez,  network  engineer  for  WebTV. 

Engineers  on  his  staff  were  using  dial-up  ISDN  to  access  the 
WebTV  network  from  home,  some  of  them  routinely  racking 
up  $300  to  $400  phone  bills  per  month.  With  the  Covad  service, 
Gutierrez  pays  $90  per  month  per  line. 

In  addition  to  the  lower  monthly  rates,  Gutierrez  was  able  to 
avoid  additional  hardware  costs  because  the  ISDN  DSL  service 
required  regular  ISDN  terminal  adapters  which  his  remote 
users  already  had. 

Because  the  DSL  link  is  nailed  up  all  the  time,  it  cuts  out  the 
20-  to  30-second  delay  injected  by  settingup  dial-up  ISDN  calls. 

Covad  offers  a  range  of  access  speeds  from  144K  bit/sec  to 
1.5M  bit/sec  for  $90  to  $195  per  month.  A  T-l  frame  relay  link 
to  the  corporate  central  site  is  $975  per  month  and  a  DS-3  ATM 
link  costs  $4,000.  Covad  can  be  reached  at  (408)  490-4500. 

— Tim  Greene 
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1998  Seminar  Dates  and  Locations: 


April  6  Washington,  DC 

April  7  Philadelphia,  PA 

April  22  Atlanta,  GA 

April  23  Dallas,  TX 

May  12  Chicago,  IL 

May  13  Minneapolis,  MN  K 

Mav  19  Boston  MA  Directed 

May  20  New  York,  NY  Daniel  Blum 

June  9  Newport  Beach,  CA  Report  communication 

June  10  San  Francisco,  CA 


Enterprises  across  the  world  are  eager  to  capitalize  on  Internet 
client/server  e-mail  as  a  universal  infrastructure  utility  for 
supporting  vital  groupware  and  electronic  commerce 
applications.  However,  neither  monolithic  proprietary  mail 
systems  nor  yesterday’s  shareware  mail  packages  can  success¬ 
fully  support  very  high  volume,  extremely  mission  critical  appli¬ 
cations  on  your  intranet,  extranets,  or  the  Internet  at  large. 


Next  Generation  Messaging  will  help  you  decide  what  services 
you  need  from  Internet  messaging  and  intranet  infrastructure 
applications  such  as  directories,  groupware,  and  workflow,  and 
what  benefits  your  company  can  expect  from  upgrading  to  the 
latest  standards  and  technologies.  You  will  learn  how,  when,  and 
why  to  deploy  products  supporting  new  standards  like  Multi¬ 
purpose  Internet  Mail  Extensions  (MIME),  Internet  Message 
Access  Protocol  4  (IMAP4),  Extended  Simple  Mail  Transfer 
Protocol  (ESMTP),  the  Lightweight  Directory  Access  Protocol 
(LDAP),  and  Secure  MIME  (S/MIME). 


Attendees  Will  Learn  How  To 


TECHNICAL 


BEST  PRACTICES  FOP 
INTERNET  E-MAIL,  DIRECTORIES 
AND  GROUPWA R#'Sl®®:J 


Anticipate  and  profit  from  key  Close  dangerous  security  holes,  block 

Internet/intranet  messaging,  group-  spammers,  and  enforce  security 
ware,  and  electronic  commerce  policies  as  well  as  practice  safe 

technology  trends  messaging  using  PGP  or  S/MIME 


Register  and  You  Will  Receive 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 
O  Register 


( 2  =S )  CONTROL  DATA 

TTr©  Integration  Company 


Worldtaik 


TECHNOLOGIES  INCORPORATED 


Whether  you  are  just  starting  the  migration  to  Internet  and 
client/server  messaging  or  have  already  begun,  this  seminar  will 
cover  best  practices  for  selecting  messaging  products,  lowering 
cost  of  ownership,  and  migrating  from  legacy  mainframe  or  LAN 
e-mail  systems  to  client/server  messaging  systems. 


Demystify  the  Internet  messaging  and 
directory  standards  (such  as  IMAP, 
LDAP,  S/MIME)  and  understand  major 
vendor’s  messaging  and  directory 
product  programs 


Use  Internet  e-mail  and  directories  to 
support  electronic  commerce  and 
business-to-business  communication 


Learn  what  messaging,  directories, 
and  groupware  should  cost  and  how 
to  project/assess  your  costs 


Build  a  messaging  directory  and 
integrate  it  with  your  corporate  LDAP, 
X.500,  or  metadirectory 


Follow  best  practices  for  messaging 
deployment,  management, 
administration  and  help  desk 


Comprehensive  Seminar  Workbook 

Free  3-month  trial  subscription  to  Rapport  Messaging  Review, 
the  premier  industry  newsletter  covering  the  business  of  technology 
of  electronic  messaging 

Opportunity  to  visit  with  leading  messaging  vendors 
Luncheon  and  break  refreshments 

■  All  of  the  above  included  in  your  $450  registration  fee.  (Save  with  our 
new  team  discounts  for  two  or  more  attendees!) 


www.nwfusion.com/seminars 


Note:  If  you  can't  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  S99! 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)756 

■  -4;X 

Register  today  for  the  seminar  nearest  you!  . ; ' 

)643-4668  •  www.nwfusion.com/seminars 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


PDF  use  revisited:  Yes 
and  no,  how  and  why 


udging  by  the  number  of 
responses  I  got  to  my  column 
about  the  use  and  abuse  of 
Adobe’s  Portable  Document  Format 
(PDF)  (Feb.  16,  page  58),  it  seems  I 
have  hit  a  nerve. 

Guess  what  I  found  when  I  sorted 
through  the  feedback?  Twenty-five 
percent  were  in  favor  of  PDF,  25% 
were  against  it  and  the  remain¬ 
der  didn’t  come  firmly  down 
on  one  side  or  the  other 
but  discussed  how  and 
why  they  use  PDF. 

In  the  how  and  why 
group  was  Eric  Behr,  of 
NIU  Mathematical 
Sciences  in  DeKalb,  Ill.: 
“Mathematicians, 
chemists,  physi¬ 
cists,  etc.  are 

struggling  to  find  ways  of  pre¬ 
senting  technical  material  on  the  Web. 
We  are  between  the  rock  of  aestheti¬ 
cally  offensive  kludges  based  on 
bitmap  formats  and  the  hard  place  of 
slick  but  immature  Java  concoctions 
which  require  a  supercomputer  to 
work  at  an  acceptable  speed.  Right 
now  PDF  is  a  very  good  solution  for  a 
large  group  of  users.” 

Eric’s  got  a  good  reason  to  use  PDF, 
at  least  until  a  more  satisfactory  Web- 
based  solution  comes  along.  But  many 
respondents  argued  that  PDF  is  appro¬ 
priate  technology  because  they  can 
use  PDF  as  if  it  were  paper,  a  position 
that  I  think  misses  the  point  entirely. 

David  Dial,  of  Stow-Munroe  Falls 
Library  in  Ohio,  explained  the 
library’s  use  of  PDF:  “Document  fideli¬ 
ty  is  useful  where  the  printed  docu¬ 
ment  is  a  form  that  will  be  marked  up 
by  a  user  without  a  computer,  and 
then  the  form  will  be  scanned  to  be 
read.  I  work  at  a  public  library  where 
we  distribute  thousands  of  copies  of 
income  tax  forms.  The  common  forms 
and  schedules  we  obtain  in  hard  copy 
from  the  Internal  Revenue  Service, 
and  the  less  commonly  needed  we 
download  from  the  ’Net  or  copy  from 
a  form-book  supplied  by  the  IRS.” 

The  idea  of  using  a  computer  to  send 
a  document  to  be  printed,  filled-out  and 
then  scanned  back  in  is  valid  when  the 
user  doesn’t  have  a  computer.  But  when 
die  user  does  have  a  computer,  well,  do 
I  really  need  to  explain  why  the  whole 


sequence  would  be  ridiculous?  To  make 
it  really  silly,  you  could  print  the  form 
from  PDF,  fax  it,  have  it  printed  onto 
paper  at  the  receiver,  OCR  it,  modify  the 
digital  image,  print  it  and  fax  it  back  — 
a  process  I’ll  bet  people  really  do  use. 

Stan  Wolf  wrote:  “In  our  industry 
[marine  transportation]  we  have  a 
legitimate  requirement.  We  need  to 
disseminate  various  shipping 
documents,  such  as  Bills 
of  Lading  and  Freight 
Correction  Notices. 
Document  fidelity  is 
essential.” 

Stan,  David  and 
many  others  are 
essentially  using  PDF 
for  pre-press  work  — 
the  transport 
and  display  of  materials 
that  are  destined  to  be  printed 
because  some  other  organization 
requires  it.  While  this  is  a  justifiable 
use  of  PDF,  longer  term  the  fixa¬ 
tion  on  paper  will  diminish  the  ability 
of  these  firms  to  implement  elec¬ 
tronic  commerce. 

One  reader  wrote:  “We  use  PDF  for 
documents  that  we  do  not  want 
changed,  such  as  technical  sheets  .  .  . 

If  someone  was  to  change  one  of  these 
documents  we  could  be  liable.”  But 
PDF  offers  no  guarantee  against  or 
protection  from  document  alteration. 
There  is  nothing  to  stop  you  from  cre¬ 
ating  a  fake  version  of  a  PDF  file  and 
passing  it  off  as  the  original. 

I  still  contend  that  PDF  has  only 
three  valid  uses.  First,  where  a  paper 
document  is  to  be  generated  for  some¬ 
one  who  isn’t  using  a  computer. 
Second,  when  the  document  is  intend¬ 
ed  for  rendition  on  paper.  And  finally, 
for  electronic  distribution  of  forms 
when  the  recipient  can’t  or  won’t 
accept  electronic  submission. 

I  doubt  I’ll  get  the  last  word,  as 
we’ve  opened  a  forum  on  Network 
World  Fusion  (www.nwfusion.com/ 
forum/pdf.html)  to  discuss  PDF  and 
related  issues.  So  please,  join  in.  From 
the  letters  I’ve  received,  this  should  be 
an  outstanding  battle,  er,  debate.  See 
you  in  the  ring. 

Do  you  feel  like  a  contender  ?  Boasts  to 
mvcolumn@gibbs.com  or  (800)  622-1108, 
Ext.  7504. 


The  latest  on  the  Internet/Intranet  industry 


By  Chris  N  e  r  n  e  y 


SLAY  GOLIATH?  NO,  HIT  HIM  UP  FOR  SOME  CASH  Last  year  there  was  plenty  of  talk 

about  how  the  days  of  easy  venture  money  for  Internet  start-ups  were  over. 

Don’t  believe  it. 

Sure,  Netscape  wannabes  now  face  a  bit  more  due 
diligence  than  they  did  during  the  headless  —  sorry, 
we  meant  “heady”  —  days  of  1996,  when  the  words 
“Internet”  or  ‘Web”  in  a  company’s  name  guaranteed 
three  rounds  of  venture  funding  and  an  initial  public 
offering. 

But  take  it  from  us,  the  money  is  a-flowin’  faster  than 
ever,  and  not  just  from  the  venture  capitalists,  who  raised 
a  record  $9  billion  in  ’97. 

Increasingly,  established  technology  companies  are 
pouring  cash  into  start-ups,  usually  as  partners  with 
traditional  venture  capital  firms.  This  year  alone,  two 
major  high-tech  players  —  Lucent  and  Novell  — 
announced  the  formation  of  venture  funds. 

The  two  firms  join  Microsoft,  Intel,  Nortel,  Cisco  and  3Com  in  establishing 
separate  units  to  finance  promising  young  companies. 

While  corporate  investing  in  start-ups  isn’t  a  new  phenomenon,  the  size  of 
the  companies  doing  the  investing  is. 

“Five  years  ago  you  couldn’t  get  the  time  of  day  from  major  corporations,” 
says  Jim  Breyer,  managing  partner  for  venture  capital  firm  Accel  Partners.  “It 
would  have  been  second-  and  third-tier  companies  in  general.  Today  the 
smartest  and  most  successful  companies  are  the  ones  doing  the  best  job  of 
business  development” 

Breyer  says  early-stage  investors  such  as  Accel  benefit  from  the  presence  of 
large  companies  in  the  venture  market  because  they  provide  start-ups  with 
built-in  distribution  channels. 


AK  AK  AK  AK  AK!  MICROSOFT  IS  YOUR  FRIEND  In  last  year’s  campy  science  fiction 

movie  spoof  Mars  Attacks,  invaders  from  the  Red  Planet  fire  death  rays  at  fleeing 
Earthlings  as  an  alien  voice  reassures  doomed  humans,  “Don’t  run.  We  are 
your  friends.” 

Java  developers  should  keep  that  scene  in  mind  in  the  wake  of  Microsoft’s 
announcement  regarding  a  revised  version  of  tlBjava  programming  language 
for  Windows-based  computers. 

Microsoftians  continue  to  talk  about  giving  programmers  “choices.”  They 
restate  their  desire  to  make  programmers’ jobs  easier.  They  extol  the  virtues 
of  the  Java  language. 

Then  they  zap  you  with  their  proprietary  Windows  death  gun. 

For  those  few  who  still  confuse  words  with  actions,  here’s  reality:  Microsoft 
doesn’t  care  about  programmers,  Java  or  otherwise,  beyond  locking  them  into 
the  Windows  architecture.  Because  Java’s  cross-platform  promise  represents  a 
threat  to  Windows, Java  must  be  neutralized.  Everything  else  is  just  so  much  talk. 

Citizens  of  Planet  Java,  crank  up  those  Slim  Whitman  records  and  run  for 
your  lives. 


‘AND  OVER  IN  JAPAN,  RUBBERNECKERS  ARE  SLOWING  TRAFFIC  TO  A  CRAWL’  Being 

stuck  in  a  traffic  jam  can  be  frustrating,  but  not  as  frustrating  as  being  stuck 
in  one  without  knowing  the  cause.  So  it  is  with  the  Internet  Slow  connections 
can  be  maddening,  especially  so  if  you  don’t  know  the  source  of  the  problem. 

Now  a  network  of  Web  sites  providing  Internet  services,  tools  and  content 
offers  cyber-surfers  daily  reports  on  Internet  traffic  efficiency  around  the  world. 

The  Internet  Traffic  Report,  part  of  a  site  called  Andover.Net  (www.andover. 
net),  posts  hourly  performance  updates  of  dozens  of  routers  located  in  North 
and  South  America,  Europe,  Asia  and  Australia. 

Using  the  traffic  report,  you  can  study  Internet  performance  patterns  to 
determine  your  best  usage  time  and  whether  current  delays  are  caused  by  a 
worldwide  Web  slowdown  or  the  ineptitude  of  your  Internet  service  provider. 

Andover.Net  is  a  service  of  Andover  Advanced  Technologies,  Inc.  of 
Acton,  Mass. 

Unlike  some  sofhvare  giants  we  could  mention,  Net  Buzz  means  you  no  harm.  We 
merely  ask  for  your  best  Internet-  and  intranet-related  news  items.  Contact  Chris  Nerney 
at  (508)  820-7451  or  cnemey@nww.com.  Resistance  is  futile. 
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For  James  Cameron’s  “Titanic”  Digital  AlphaServer  "  systems  ran  nonstop  for  weeks,  rendering  the  film’s  complex 
visual  effects  beautifully,  and  blazingly  fast.  If  your  business  could  use  that  kind  of  speed,  power  and  reliability,  we’re 
the  only  way  to  go.  Find  us  at  www.digitfil.com/gigahft  or  cSlI  1-800-DIGITAL  And  get  ready  to  win  in  a  networked  world. 
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BEFORE. 


WANS  SureReinnote!mput  OfficeMax  ahead  of  the  wave  in  corporate 

online  ordering.”  —  Michael  Feuer,  Chairman  and  CEO, 

OfficeMax 


OfficeMax  developed  a  system  so  corporate  clients  could  order 
office  supplies  on-line.  It  was  flexible  enough  to  let  a  CEO  order 
a  laptop  while  limiting  the  pencils  purchased  by  accounting. 
It  let  clients  know  who  ordered  what,  when.  But  the  system 
needed  to  work  whether  or  not  every  user  had  a  secure  Internet 
connection.  Impossible?  Evidently  for  the  competition  it  was. 
Not  so  for  ANS. 


ANS  Sure  Rem  otesm  Service  is  the  easy-to-manage,  reliable,  high 
speed  IP  solution.  Now,  anywhere  in  the  U.S.,  customers  connect 
to  OfficeMax  Corporate  Direct  with  just  a  local  phone  call.  So,  if 
you  would  like  to  be  as  satisfied  by  a  remote  access  solution  as 
OfficeMax  and  their  customers  or  would  like  to  hear  about  other 
ways  to  build  your  business,  call  us  at  1-800-456-8267  or  send 
e-mail  to  infoa>ans.net  or  visit  www.ans.net 


HAPPILY  EVER  AFTER 


©  1997  ANS  Communications,  Inc. 
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